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AME WwW 
from 
APPLETON 


NEWLY DESIGNED 
WEATHER-PROOF ‘ 
AND EXPLOSION-PROOF 


REELITE 


automatic cable take-up reels 


THE STANDARD FOR BETTER REELS 


APPLETON ELECTRIC COMPANY 


1701 Wellington Avenue « Chicago 13, Illinois 
Outlet 


1 Manufacturers of = Renae _ 


Malleable Iron Explosion-Proof 
Unilet Fittir Fixtures 


4 Available in both WEATHER-PROOF and 
EXPLOSION-PROOF series. 


r— One-piece UNI-CAST main frame . . . assures 
perfect alignment. . . lightweight. 


x | Snap-on or threaded covers .. . NO SCREWS 
...femain tightly sealed... release in 
seconds. 


@ HOLLOW SHAFT construction . . . pressure 
type internal cable grip... fast cable re- 
placement. 


S safety SPRING CARTRIDGE... self-contained 
. instantly replaceable. 


& Newly designed SPRING MOTORS... finest 
spring steel... longer life. 


Every feature you want is 
here!...15 reasons why 
APPLETON’S new Reelite 

Series gives you safe, 
uninterrupted service 
with considerable 


i maintenance savings 


4 j Patent Pending 


© Production line economies... volume pro- 
duction savings...immediate DELIVERY 
FROM STOCK. 


10 no special tools required... only a 
SCREW DRIVER needed for maintenance. 


94 MULTIPLE CONDUCTOR units available... 
wide, dependable electrical contact surfaces. 


12 Wide range of ACCESSORIES... custom 
installations. 


433 Internal RATCHET available. Will prevent 


recoil of cable, when application requires it. 
Specify if desired. 


15 custom assembly ... constructed by experi- 
enced REELITE technicians. 


Contact Your Nearest APPLETON Field Engineering 
Office for Further Application Information. 








xclusive SPLIT SECOND TIMING 
ays-Off in COMPLETE PROTECTION 


ECON-ALLOY 
makes the 
difference! 


Exclusive Econ-Alloy 

thermal element gives this 

fuse a unique sense of 

“timing.” When current 

overload is continued beyond 

the safe, pre-determined 

time, Econ-Alloy breaks the circuit 
by changing directly from 

solid to liquid. The usual plastic 4 
stage is eliminated, insuring end needless fuse blows caused 
faster, more accurate by temporary or harmless overloads 
protection against 
overloads. 


cut fuse costs 


eliminate unscheduled down time 
due to needless fuse failure 


oe instantaneous short circuit protection 


e knows exac!i 


DUAL-ELEMENT 
cartridge fuses 


ELECTRICAL WHOLESALERS F U S E S 


every month, ads like this are telling your FOR EVERY PUR PO SE 


customers how Economy Fuses, available 
from you, pay-off in complete fuse protection 
Be sure you can meet the growing demand 

check your stock and don't miss outona 


single sale ECONOMY FUSE & MFG. CO., 2717 Greenview Avenue, Chicago 14, Illinois 
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den Electri new hou t 
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The byect th mont Meter Ti ter 


A SPECIAL REPORT 
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SOLVED by — 


CONDUITIT'S 


1RROW 


PLASTER GUARD 
COVER 


Boxes 


@ Plaster Guard prevents plaster from 
entering box. 


@ Raised section easy to locate after 
plastering 


Work with cleaner outlet boxes, free from 
plaster Raised Plaster Guard 
easy to pry out. Available on all 
and 4-11/16” Sq. covers 


usual fill-in 
ection is 


ow 4” Sq 


Write for detailed information 


Skill & Experience 


active ingredients 


n all Arrow produ 


ARROW CONDUIT 
& FITTINGS CORP. 


129 30th Street, Brooklyn 32, N. Y. 


t 


OUTLET BOXES « GANG BOXES « 
COVERS + BOX SUPPORTS 
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Credits and Collections 


“Lets Make Money” the theme for 
the Sist annual NAED Convention 
certainly should promote harmony 
among those attending the Chicago 
onclave at the Conrad-Hilton, May 
to 27 
The clusive sp ynduliks” (as W. ¢ 
Fields used to term them) are always 
nterest-holding. And where in 
find a more resttul shade of green 
Seriously, latest reports seem to 
point to a large and representative 
turnout, with West Coast attendance 
much heavier than usual. 
For the program. sé 


ri 


Z fastest 
way to 
ENC) 


concrete 


NEW responsibilities are in th 
for new Assistant Editor Herb 
anaugh (above). For the past 
Herb has handled th 
yuartments assignment 
occasional forays into 


eature articles. You'll be seeing more 
of him as he assumes thi Hull ! 


autiies oO 


ll-time travelling editor tk EW 


Ihe heart of this issue is the 


e special report beginning ot 

Its theme: “The Changing Dimen- 
sions of the Electrical Disiribution 
Industry.” Its) goal 


trends 


Put steel ex- 
pander plug in 
j ; drill end of 
There’s much more than the report. Saber-Tooth, 


Nuting ractic 


course, not the least of whicl 


drive home.. 
10-hour co e elk anchor ex- 
7 pands over 
Fe OMP Ie plug, at bot- 


Bent 
$ 
tom of hole # 
8 
# 


_§ Ff Ff fF Ff FF | 





THE RAWLPLUG COMPANY, INC 


i 





for greatest 
holding power. 
Noce of Pride: A year ago, FW pu! 
lished “Distributing Electrical Prox 
ucts In a Dynamic Economy” by D ! 
EK. H. Lewis. The 64-page report ju 
won an award in the original resear: 
class of /ndustrial Ma 





Keting maga 
zine’s achievement competition. 
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CONDUIT QUIPS 


ALGIE |S 
SURE TAKING 
THIS HOSPITAL 
JOB SERIOUSLY 


But problems 
with fittings are 
no joke 


Just a burr that isn't properly 
removed or a chewed-up 
thread in a fitting can really 
get a fellow steamed up on the 
job. We take a lot of time 

and painstaking care at 
Conduit Fittings to make sure 
your time isn’t wasted. So 
when you need the finest, call 
on Conduit for fittings 


Write for Free Catalog 


E.M.T. Compression Fittings 


Compression Type E.M.T. Connectors and 
Couplings. Approved raintight—concrete 
tight. Accurate machining insures proper 
seating of the ympression ring anda 
secure fit on the tubing 


<3! Conduit Fittings 


6400 West 66th Street, Chicago 38 


Illinois 


LETTERS TO THE 


EDITORS 





Big Question 
Dear Sirs 

] got quite a kick out of your edi 
Trends” in 
ELECTRICAL 


torial under Times and 

the March 

W HOLESALING 
Your 


teel reminded me of the first article 


issue ot 
magazine (p.d) 


article on aluminum versus 
which you did on our operation with 


regard to aluminum conduit the 
February 1957 
The last 
interesting to review, it read “Lots of 
customers © still heard this 


story in detail but they will and soon 


issue of the magazine 
sentence of that article is 
haven't 
We had anticipated an increasing 
demand and a little competition fo! 
steel, but litthke did we realize that tt 
would come so fast. We at Hawkins 
Electric Company, of course, feel that 
we have more or less fathered this 
product and are only too happy to see 
t make such rapid headway in the 
market 

The publicity given to such a prod 


conduit 


uct by publications such as your own 
have most certainly helped in the pro 
motion of same 

J. O. MILLER 
HAWKINS ELECTRIC 
CHICAGO, Il 


Candid Comment 


Dear Sirs 
The writer page 12 in your 

March considerable in- 

terest. I much the 


warning that you give of inflation due 


read 
issue with 
appreciate very 
to wage increases without increased 
productivity on the part of the per- 
wages. At the same 


time you do not seem to be very much 


son receiving 


concerned about his constant wage 
spiral, as you say On page 116 “the 
cost of living will not change signifi- 
cantly in 1959 

It is not only 1959 about which we 
have to worry, but we have to worry 
about how much higher 1959 ts than 
1949 and 
of inflation your article does not deal] 
with 


You say in the beginning of your 


1939. The general aspects 


irticle “there is more concern about 


inflation today, but probably _ less 


danger You say “it is hard to con 
struct a picture of inflationary peril in 
the months just ahead.” The months 
thead certainly are not going to de 
stroy our economy, but the entire pe 
riod in which the months just ahead 
lic is a very dangerous period 

It is only a question of time un 


til prices get so high that the Ameri 


can public will not be able to buy the 
articles produced and of course Our 
export business will fall off for the 
same reason that the foreigners can- 
not buy our products 

It would seem that the entire pur 
pose of your article is to assure people 
about 1959 
thing to do to help allay 
a complete picture 
period in 


That is probably a good 
worry at this 
time. but it 1s not 
at all of the inflationar\ 
vhich we are living 

}. S. KIMMEL, SR 
ELECTRIC CO 
IOWA 


REPUBLIC 
DAVENPORT 


Tech Know-How 
Dear Sirs 

| have 
WHOLESALING that you show 
u page called the Tech 


nical Notes” in the January, 1959 ts 


noticed in reading ELE 
PRICAL 


‘Salesman’s 


sue. This is shown on pages 68 and 
HY 

| have been considering this for 
some time as an opportunity of giving 
our salesmen practical information on 
some of the common electrical items 
that are handled from day to day. We 
have a total of around 100 salesmen 
traveling territory and many of these 
salesmen do not have electrical back 
Many of the items that you 
have illustrated in these articles are 
explained in such a way that the lay- 
man should be able to comprehend 
their uses 


ground 


I was considering the possibility of 
reproducing these articles and distrib 
uting them to our Could 
you advise me if reproduction of this 
material is permitted? 


salesmen 


Ss. 


THE BOSTWICK BRAUN CO 


DALTON 


FOLEDO, OHIO 


e Sorry, reader Dalton {mn agreement 


with the authors prohibits us from 
granting permission to reproduce the 


Notes 


orporating the 


Salesman’s Technical articles 
However, a hook ine 
first 56 installments (four and one 


available 
Electrical Equipment Man 
ual.” The price: $4.00. Write: Electri 
cal Wholesaling, Dept. 270-059, 330 
W. 42nd St., N.Y. 36, N.Y 
Incidentally, here’s an 
testimonial for the book 
Excerpt from speech made by R. E. 
Ward, Chief Deputy Inspector, Divi- 
sion of Fire Prevention, Department 
of Insurance and Banking, State of 
Fennessee, to school maintenance per- 
Main 
Installation 
Continued on page 178 


half vears 


lhe title 


worth) is now 


unsolicited 


sonnel, titled “Inspection, Care. 


tenance. Repair and the 
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Generac SWITCH COMPANY 
presents 















en re tae ennmey 





bed 
1 OR 2—30 AMPERE FULLY EXPANDED 
PULLOUT SWITCHES UNIT 

























rated, provide adequate service 1 


PROWIDES EXPANDABLE comapingnrns tan esacceneanibe 


eeeeeeeeeeeeeees CAT. NO. 2514: M an Rar ge and Fe iv wit reserve 
SERVICE ENTRANCE EQUIPMENT © »ovsepower to add four lighting circus 
CAT. NO. 2518: Main-Range and Eight 
housepower to add two or four lighting cir 
CAT. NO. 518: ‘Main and Eight with reserve house 
power to add up to four light rcuits and also tv 
appliance pullouts 


CAT. NO. 5518: Mair Range na tight with reserve 


nb PLUS PANEL CONSTRUCTION FOUR BASIC CATALOG NUMBERS, each 100 Amp. mar 
for immediate use and 


‘ 


housepower to add up to four light 
two appliance pullouts 


THE SWITCH IS TO GENERAL b write FOR PRODUCT DATA BULLETIN NO. 135. 


GENERAL SWITCH COMPANY 


DIVISION OF NORBUTE CORPORATION 
45 ROEBLING STREET + BROOKLYN 11, N. Y. 


MANUFACTURERS OF ENCLOSED SAFETY SWITCHES © SERVICE ENTRANCE EQUIPMENT © BRANCH CIRCUIT PANELS 
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TIMES and TRENDS 





Square Deal on Cash Discount 


The announcement by the Square D Co. that effective April 27 standard indus 
trial motor control carries 2% cash discount 10th proximo, net 30 days terms 
comes as the near-culmination of a campaign to gain recognition for uniformity 
at this figure. To this glowingly commendable step, Square D has added a second 
that should win another round of applause—the same terms on its distribution 
equipment in place of the previous twice-a-month payments 

All distributors can take this momentous action as evidence of the power ot 
their individual opinions. Its what most asked for; its what they are getting. We 
hope the cynics who said it couldn't be done take particular note, also the taint- 
hearted who would rather have a few fives in the hand than take a chance on ° 
fretting some infinitely more important twos in the bush 

Ihe industry owes thanks to the leadership of companies that have so clearly 
demonstrated their awareness of this legitimate distributor aspiration. Credit is 
especially due a number of manufacturer salesmen and managers. They have striven 
mightily to sell their own financial men and top management on the desirability of 
upgrading cash discount terms to conform to the wishes of their distributors. And 
some have succeeded 

Almost as an anticlimax, the momentum from this action should help sweep any 


nets that still remain into speedy recognition of the 2 cash discount 


Changing Di | 

Ihere is nothing permanent except change. This fact of life ts also a fact ol 
distribution. Examined at a fixed point in time a distribution system may seem to 
have the mark of immutability. Yet when studied over a span of time the changes 
that occur so gradually as to be momentarily imperceptible suddenly accumulate 





into a significant difference 

To illustrate, when ELECTRICAL WHOLESALING published its first “Basic Dimen 
sions” study in May 1952, the average year of establishment for 1,330 distributors 
vas 1925. The current average is 1936, based on an analysis of the founding years 
of 1,024 establishments. This leap toward youthfulness suggests the entrance into 
the industry of many fresh distributorships—either entirely new firms or new 
branches of already existing ones. In a minor key, it also suggests that some long 
established companies have withered and died 

But average year of establishment is only one of the variables. The dynamic 
nature of distribution reveals itself in other ways. The customer mix for the industry 
has changed, too (and our composite—while based on distributor estimates rather 
than on any precise division of their dollar sales—has been recognized as the best 
set of figures available). The investment that distributors have in inventory and 
facilities is by no means fixed either. In fact, it seems to have turned significantly 
upward 

For anyone with set notions about distributors and distribution, we suggest 
turning to page 67 in this issue for 24 pages of documented change 


Now—a Home Study Course 


Whatever the progress, there is a dearth of product knowledge in the electrical 
distribution industry. The factors that make for it include a lack of formal courses 
blatant emphasis on price selling, high personnel turnover and swift technological 
progress that leaves an educational lag in its wake 

Yet a grasp of product construction and application fundamentals can give a sales 
man an edge on his competitors. Home study is the key. To give those interested 
t hook on which to hang a home study program, ELECTRICAL WHOLESALING has 
developed a 20-hour self-instruction course (page 56) 

Pitch in and we'll guarantee you will increase your technical proficiency. 


nee hila 


EDITOR 
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IF YOU CAN'T “BEAR” BATHROOM ODORS & MOISTURE FOG 








Wail 


Bathroom bans 


Me 


“a 


KEEP AIR FRESH. ODOR-FREE & MOISTURE-FREE 


No matter whether your bathrooms are “inside plan” .. or 
“outside wall’... you need exhaust fans to avoid lingering 
odors and prevent damage of steam and moisture to walls. 
NuTone offers 3 basic types of bathroom fans, designed 
especially for odor-free and moisture-free bathrooms. 





LESS THAN 4” THIN! 


For Wail or Ceiling use. 
Blower fan fits between 
standard 2 x 4 wall studs 
or installation between 
ceiling joists. Transition 
allows 3” duct for 4” wall 
cap. Equipped with a 
built-in back draft damper. 
Only $23.95 list. 


Write NUTONE, INC. 
Dept. E -5 
Cincinnati 27, Ohio 











EXHAUST FAN PLUS LIGHT 


An exhaust 
fan plus overhead lighting, both for 
the cost of one combination unit 
Fan blower is quiet and moves just 
the right amount of air without 
drafts. Provides better lighting 
to cover the entire bathroom area 
Motor guaranteed 5 years. $36.95. 


Especially 
effective for bathroom use, where 
closed doors require a fan with high 
static pull. Can be discharged into 
attic space of a single floor plan 
or between joists in two-floor plan 
Duct 4” diameter. 100 CFM. Anodized 
aluminum grille. Enclosed motor is 
moisture resistant. $25.95 list 





WHY SHIVER IN THE BATHROOM. 





FOR INSTANT HEAT ON CHILLY MORNINGS OR OFF SEASONS 


There are many months when bathrooms are far too chilly 
for comfort or good health. Even in homes with central 
heating... auxiliary heat is needed early in the morning 
after the furnace has been turned down during the night, 
or for “off-season chill”..or to help dry the hair. 





Ss 


SURFACE-MOUNTED IN CEILING 


It's surface mounted .. only 
9” high. Mounts like a 
standard lighting fixture 
Heats 2 ways... with direct 
heat and reflected heat 
Enclosed heating element, 
1,000 watts. No extra heat 
bulbs or elements needed 
Only $18.95 list 


Write NUTONE, INC. 
Dept. E -5 
Cincinnati 27, Ohio 

























. LIKE A “COOL-CAT"? * 


2§gar a 


«ciel 
jue 





elling Healers 


Circulating 
heat plus light. Recirculating fan 
forces air downward, prevents heat 
loss. 1475 watts. $49.95 list. 





— 
HEATER PLUS LIGHT 


RADIANT CEILING HEATER 


instant, infra-red heat spreads 

its relaxing warmth throughout the 
bathroom. Especially designed 
arc reflects balanced heat. 

1,000 watts. $26.95 list. 











Three bathroom conveniences for 
the price of one..a heater plus 
an exhaust fan plus a light. The 
only ceiling fixture of its kind 
with two blades... propeller for 
circulating warm air and blower 
wheel to exhaust odors and steam. 
Enclosed heating element, 

1475 watts to 1800 watts. 

$64.95 to $69.95 list 















TOP OF THE NEWS ... . and its significance to you 





Climax for Cash Discount 


Price Trends 


Steel & Copper 


Stability 
‘ the Economic Aim 


Dollar Squeeze 


Consignment: Yes 


New Heads 


Dangerous Inroads 
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Square D. Co., Detroit, has announced that effective April 27 stand- 
ard industrial motor control carries 2°: cash discount | Oth proximy 
net 30 days terms. As we go to press, we learn other manufacturers 
have announced similar terms. 


Increase in prices of electrical equipment has dominated the scene 


since March 25th, °59. Items showing increase: wire and cable, cord 
conduit fitting and clamps, fans, wiring devices, industrial controls 
tools and signal equipment. Service equipment has been increased 
and decreased by various companies. Possible reason for uptrend 


if situation in steel 


Standout on the down side was aluminum rigid conduit. On A, 
27, Kaiser Aluminum & Chemical Sales announced a further reduc 
tion. According to a company spokesman, the new pric vhicl 
involved a rezoning, “average 8% below” the schedul nnounces 
in February. He added, “This puts the price of aluminum cond 


4-S% below the delivered cost of steel conduit ot Apr ) 


Steel output per man-hr. fell 5° in °58. Pres. Eisenhower ys tl 
factor Must govern any wage gain ranted coming contrac t 
United Steelworkers objects to this. Meanwhile, steel output runnin 
at record levels as industry heads tor showdown. Copper releases 
from strategic stockpile are being considered by 1! overnment t 
ease relatively tight situation in domestic supp! f refined copp 


Releases would be in small quantit 


National economic reports say economic recovery is becoming 
broader and more sound. Outlook shows more stability busin 

and prices. Sign of rapid recovery Is investmen 
equipment. Economic advisors indi 


upgrade for the ye 


Recent industry reports indicate that electrical union-contractor 
“togetherness” is putting a big squeeze on building clients. S 


1950, electrical wages have hopped 5 KLCNSIN ) 
fit agreements between management and tl n 

leverage on costs. New York city report: 2¢ 

tractor s payroll IS paid out in trin { ft Pavoftt: 

has a steep bill—in the end 


West Coast distributors say Sunbeam’s consignment program is a 
success, but its felt nation-wid 


hipping goods 


Louis B. Calamaras is new managing director of the Midwest Elec- 
trical Distributors Assn. H« ’ ’ tribut 
former Secretary of Commerce Sawy N. J. MacDonald, president 
of Thomas & Betts, is 1960 National Electrical Week Chairman. 


EEI execs at their recent convention in New Orleans, claimed gas 
appliance sales inroads are threatening electrical industry growth 
vhich is tied up in great part t ecu Solution: t 


utility must assum t 








NEW PRODUCTS 





Enclosures 


Multi-door panel enclosures avail- 
able in standard sizes 
L nit made to NI MA typ 


pe and 
Hic elec 


trical standards have 3, 4, 


Enclosures are &6-1In 


and 
high, 





+-In deep, and range up to 18/-1n 


in length, depending on the number! 
of doors Overlapping doors eliminate 
need lor centerposl of two-door 
e Hoffman En- 


Anoka, Minn. 


openings, maker says 


gineering Corporation, 








Sign Lights 
Impact added to 


ype SFL sign hi 


signs message 
| 
n and |2-in sizes 
light 


my make! 


ght available in 10 
will produce twice 
with the 


much same SIZe¢ 


says. @ Crouse-Hinds 
Co., Syracuse, N. Y. 


New Lamp 


New concepts in fluorescent lamp 
design revealed 
on one end 
require 
both ends, but 
socket. U 
haped fluorescent lamp also revealed 
than 


I-lourescent tube has base 
Maker Says 


viring and 


lamp does not 
ockets for 
in be connected to one 


to have greater efficiency con 
manulac 
turer Claims. e Westinghouse Electric 


Corp., Bloomfield, N. J. 


ventional fluorescent lamps 


New Recessed Unit 


Unit is designed for all types of 
ceiling; stores, offices, showrooms, 
banks, and public areas 


Maker says designed unit 
alled Holoflux’’—series No. 6400, 

made for all types of ceiling includ- 
and “H” Spline, 
plaster 


newly 


ng inverted I Z 
cell 
styles 


ordinary and acoustical 


ines Available in two major 
continuous 
metal 
Basic 4 
injection 
“Con 


re-enforced 


installation of 


‘llows for 


luminous runs with no visible 


parts SayS manutacturer 
tt unit consists of two 2 x 
molded crystal acrylic plastic 
concealed 
achieves total luminosity 
width. ¢ Holophane Co., Inc., 


week 37, hs Bs 


trolens with 


ribs ove! 
foot 


New 


12 


Floodlights 
Designed for concentrated, high- 

intensity lighting 

New 

complete full line ot 

SOO0-W. Can be 

Lamps are 


high-power, low wattage units 
Power-Beams 
up to used singly o1 
in Clusters deep-recessed 
Side compact, one 
Maker says 


spring cuts relamping time 


piece housings 
lamp ejector 
Clear or 


units for use in 


automatic 
colored lens kits seal 
made ot heavs 
CSA approved 
Products Co., Ken- 


rain or snow. Units 
duty aluminum. UI 
e Stonco Electric 


ilworth, N. J. 


Conduit Fitting 


Body portion of fitting increased in 
length 


Fitting has extra long service entrance 
conduit. In 
100-amp installa 
simul 
taneous pull and bend of 3 conductors 
of No. 2 TW or No. 3RH. e L. E. 
Mason Co., Boston, Mass. 


elbow for 1'%4-1n rigid 


tended for use on 


tions. Length increase allows 


Outlet Box Cover 


Designed to eliminate plaster ‘fill 


in'', maker says 


Guard”’-, has 
sticks 
Center of 
hole tor 


cover out e 


Plaster 


centel 


Cover, called 


raised section in which 


out beyond finished wall 


raised section has screw 
driver to pry Arrow 
Conduit & Fittings Corp., Brooklyn, 


a - 


Probes 


Provides liquid level control when 
used with transistor 
relays 


electronic or 


dual fit 
with extensions of | 3-, OF 
5-ft. Have no 


iffected b 


made with single or 
tings and 
moving parts, and not 
change 
makel e Cutler-Hammer Inc., 


Milwaukee, Wisc. 


temperature 


Savs 


New Motor 


New concept in small component 
motors—40°/, more efficient 


Unitized” motor is up to 40 more 
efficient than conventional motors ot 
the same type. maker says. Available 
in 4-pole KSM 59-frame shaded-pole 
ratings 
Shaded pole 2-pole 
through 20 milli 


universal 


and permanent split capacitor 
up through hp 
(KSB 33-trame) 
and 


horsepower! series MoO 


tors in various ratings available in 
future, 
small equipment ° 
General Electric Co., Apparatus Sales 


div. Schenectady, N. Y. 


Ballast 


Cool-operating ballast for 
slimline fluorescent lamps 


producer says. Designed for 


motor-driven 


two 


New, premium-quality ballast for two 
F96T12 or two F72T12 “Slimline” 
lamps has been introduced. Case and 
capacitor temperatures lower than 
other ballasts tested, maker says 
e Sola Electric Co., Chicago, Il. 
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> NY U/L approved as oil proof . . . can 
\ \Ne be submerged in oil without horm 
‘}\* 


YELLOW 


to provide highest visibility and 
greatest safety factor. 


\ \ NY 
— \ 


MARKED 


clearly with type, size and number 





of conductors, as well as catalog Write today for 
number, all for easy identification new FREE catalog ——s 
rN Well Built Wires Since 1899 











WB? wHitTNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 





—— — —s3 


TELEPHONE CHestnut 8-5515 TWX: NH64 
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DYNACHROME 








= 
oo 


REN ood 
DOOR CHIMES. 


Easy to Install 
No Electricity 
No Wires 


; extra sparkle and extra 
Auth-O-Tone 


Door Chimes for homes, 


ai you sell 


ipartments. Simple and 
the have great ap 

can install 
{ 


look and sound 


on doors and 


SUBURBAN 


Instead of knocking 

it chimes! Authen- 
tic colonial-style 
knocker sounds two 
chime notes when 
raised and lowered 
Polished brass forg- 
ing 


UNIVERSAL 


Melodious two-note 
chime operates when 
push button 
pressed. Faceplate 
with name cardholder 
is finished polished 
brass 


NEW YORKER 
Like the UNIVERSAL 
plus one-way mirror 
peephole which per- 
mits one to see who 
is calling without be- 
ing seen. Ideal for 


eo, apartments 





FREE pvispLay 


Order one of these 
attractive operating 

displays for each model 

you stock. You pay for 

the chime only not 

for the display 

Write for literature and om 
prices MERTENS Cees 


Auth) 2a 


Dept. wW-4 Ra 





AUTH ELECTRIC COMPANY, INC. 


34-20 45th Street, Long Istand City 1, 





HIGH VOLTAGE 





Letter To a Sick Friend 


An electrical wholesaler writes and tells of the ills 
of a ''sick industry.'' The wholesaler, he says, is not 
the victim of the disease, but the disease itself. 


G;REAT an roud industry, the 


Electrical, is s with a terrible the American public interested In 


sulesman to talk quality, the very thing 


disease vhi n iffected our but is tast being denied. It has taken 
vhole being the salesman trom the offensive role 
We as Vholesalers ¢ distributors to the defensive onc ind the onl\ 
re not the victims of the disease weapon he has to fight with 
but the disease itself. In the subsequent 


ragraphs. | will 


punches—try my best to substantiate man made the statement to me that 


{two-cent pence 


without pulling Not long ago listributor’s sales 


my reasoning ke has a guilty fe vy every time he 


There will be those among you who guotes and get 


product 

il challenge these tutements, who s published b i icture!l 

il] hold their heads high and proud Let us turn I moment 

nd swear to high heaven that the customer, th ontrac What 

e good business met! his true feelings 

Niyv answe em WI re COI It we knew | I eclings 

itulatory and sh them God's itraid we would cring think if he 

existencs De d not teel sorry fe is he would 
| 


Yessing To! 


ise they are a re CI l 1d come Out po! Dial nad tell us Wwe 
industry sso need were a bunch of suckers. He wou 
There wi LOSE I vill t iv he does n ‘ us and above 

ill, he does n rus us. He cannot 
policies. He 


lor 


rust us bec 
nows what he ts | ing today 
ven product t he s not know 

They are al U4 ( iW vh vhat his competition Ving 
upposedly prote { public. whil contractor should be obligated 
eaking another la Vy letting ther the distributor f lw services h 


ustomer, the ractor, dictate in render; bu his ¢ gation tades 


| ly 


ual thinks our mate long with ti 
lals and § ( vorth laim 

To those he ‘ this tick i If someone 
ests pricefixing, may be quick t 1 could not honestly deny 
emind them or ask them if the time I quote rice that does 
ere ever criticized tor using the sug ring a tair and just ‘turn 
gested prices published by the manu my family and our 
facturers when materials wet iT i rt lies some of the thi 
supp! ghttully the 
[he manutacture! ww { This compar 


yoht the d 


ilth 


ill Know that prices ( 

the quality of the finished ou and I. Until w idmit this 
product they have to offer. Theretor can do nothing about 
they could be compensated for the [here is not one piece of merchan 
expense of producing a finer product dise in your warehouse that someone 
through elaborate research and de can not sell f less mone but it 1s 
velopment programs imanl ny ible for | to gis 

Our pricing policies have lete l hand ce 0 sincere thank-vo 
iorated they mak« ) ilesman fk rder when there no profit 
Vd | | 


entire 
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introducing 


PUSH IT 





ROCKER-GLO 
— ae 
OGWwLILTClT 


the beauty... the design... the performance 


youve hoped for in one swetch 


After intensive testing, Pass & Seymour proudly 
presents ROCKER-GLO . . . the one switch that 
answers all your needs 





A switch that is trouble-free and packed with eye- 
appeal 
ROCKER-GLO does the job of all types of P« Ss 


switches. It combines toggle action and press ac Cordially 
tion with luminous and quiet features that answer : ; 

° — 2) Vist 
all individual customer needs. 


Booth 304 
mm. @- &. By 


ON V NTIC 
6O E. 42nd St., New York 17, N.Y CONVEN ON 


1440 WN. Pulaski Ra., Chicago 51, Ill, MA Y 24.329 
( Limited, Renfrew rio 


nvites you 


Pass & Seymour, Inc., 
Syracuse 9, New York 
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(Advertisement 





HONEYWELL TAP-LITE 


itures to sell, more profits each time with this silent 

rht switch. Tap-on, tap-off operation. Transparent 

» keeps walls clean, permits use of decorative inserts that 
Snap-in wiring makes it easy to install. For com 


Honeywell, Dept. EW-5 Minneapolis, Minn 





HONEYWELL DIM-A-LITE 
i ghtness control for both home and commercial use, 
Dim-A-Lite adds a touch of luxury for less than the cost of compa 
rable switches. Incandescent model capacity, 475 watts; fluorescent 
model handles eight 40-watt lamps. Fits double outlet switch box 
Transparent fashion plate snaps off. Made and backed by 


pace } 


Honey well 


Sick Friend .. . 
Continued from page 14 


that it is asinine. If there is one among 
you who would not have sacrificed 
thirty-three and a third per cent of 
last year’s volume for five per cent 
more profit, let him step forward and 
tell the rest of us the true story of his 
success. 

In conclusion, may I remind you 
we are all a part of Uncle Sam's 
economy. | am quite confident that 
we will never be criticized for putting 
up a fight to remain sound and an 
integral part of that economy (without 


subsidization). 


Sincerely yours. 

JAMES M. KLEES 
K & K ELECTRIC SUPPLY CO 
ROCHESTER MINN 


Charlie’s Crime 

Charlie Hawkins, Fair Trade’s most 
hitter foe (according G;. Clancy 
Viiles California 


has added the purpi eart to his many 


president) 


campaign ribbons, as a result of sell 
ing voods al ess than Faw Trade 
prices {mone his campaiens are his 
hattles with General Electri« West 
inghouse th lifornia Board of 
Equalization, a few heer companies 
ireau of Vill 
fii now only 

him by the manu 
facturers has resulted in a fine, though 
Hawkins lost all thre Cases Hawkins, a 
eneral store propri was awarded 
is “purple heart i result of hi 

C He was sentenced to 2 

fhe San Joaquu County 
yw a Skirmish with tl makers 

{/ka-Seltzer Hawkins headache 
vill {lka-Seltze resulled from fii 
velling 25-tablet bottles of the product 
mw 44 cents each 4 nts helow the 
tahlished uifornia Fau Trade 
hy Miles California 
Mvenced on seven 
counts of ce mpt in violating a 1957 

wmyuncwor } } if? from sha 
trade minimums 

{lka Seltzer 1/] this plus 
POOT Thougl wounded 


I believe in the rieht of free ente 
prise, Which amone other thines means 
the right of a retailer to establish his 
prices as he sees fit.’ 

Hawkins has heen termed a pub 
licity hound by many rather than a 


firm believer in Fair Trade. Appar 


ently they'd he more impressed if he 


hecame involved in somethine othe 


than beer and headache removers 
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14 WAYS TO IMPROVE A PRODL 


(Fertifigatey F}erit 
Fac kU Lear “Y 


wpbsres 


line of fittings 

other Killark Repre 
ecord. In the 

line of Kallart lun 

to recognize thet 

in . Oiviniy ener 
sel” in helping to make 
the electrical industs 


Booth 521. NAED 


ELECTRIC MANUFACTURING CO. 


4 Vandeventer and Easton Aves. e¢ St. Louis 13, Mi 


JC 


| 











q 
& — 
io aed 


)) 


PTs 


Sola ballasts guard your reputation 
with 100-percent CBM certification. 
There is no “second line” at Sola. 


Every Sola fluorescent ballast for general-lighting service, for which a 
CBM specification exists, is a CBM-certified ballast—and then some! 
They top CBM specs by comfortable margins. You can install, furnish, 
or specify Sola knowing that reserve tolerances—conservatively engi- 
neered into every unit—assure full-rated ballast life and light output. 


Lamps and fixtures operating with cool, efficient, trouble-free Sola 
ballasts deliver all the performance demanded by their designers. The 
man who’s buying the light expects nothing less, and it’s up to the 
contractor, the fixture manufacturer, and the engineer to see that he 
gets it. Sola ballasts guard your reputation. Why not call your district 
sales engineer and get the facts. Sola Electric Co. (A Division of Basic 
Products Corporation) 4633 W. 16th Street, Chicago 50, Illinois. 


SO FF \ b A L, L A STS 
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THIS 

SEAL 
STANDS 
FOR... 












* Quality Products 
« Easier Installation 
« Prompt Delivery 

* The Right Price 

* Constant Research 
* Continuous Growth 










Ue. 
Cc ETTCO WIRE & CABLE 


General Offices: 46-50 Metropolitan Avenue, Brooklyn 37, New York 
Plant: 75 Onderdonk Avenue, Brooklyn 37, New York 
Cable Address: “ETTCO 







THE ORIGINAL 
_ INDENTER FITTINGS 


™ 


Over 25 Years of Proven Performance 


THE 


BRIEGEL RED 


3 Protruding rounded red plastic 

eee 

lip of bushing prevents cutting 
of insulation— eliminates shorts. 


© Full thread screws into all con- 
duit fittings. Lip of RED THROAT 
bushing protects thread from damage. 


Deep dished eight pronged lock 
nut is easier to drive on—screws 
flush to shoulder and digs into metal 
of box for vibration proof positive 


ground. 


Two quick squeezes with The 
Briegel Indenter and BM All 
Steel Indenter Fittings are set forever. 
Metal is pressed into metal for perma- 
nent installation and positive ground. 


\ BRIEGEL METHOD TOOL 











cAT_ NO. 607 PAT PEND 








NEW POCKET SIZE INDENTERS 


Just 10” long, these new patented 
POO 5" Eee PE compound leverage indenters are 
ing insures smooth burr- only plier size. Lighter to carry and 
easier to use—the leverage does the 
work. No. 607 for 2” and No. 608 


for ¥4" fittings. 


|r] METHOD TOOL COMPANY 


: GALVA, ILLINOIS 


All B-M Indenter Fittings are U.L. Approved as 


free raceway for easy 


fishing. No extra work. 


concrete-tight and for general use (File Card £10863). 
Also comply With Federal Specifications W-F-406, 
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“ 
at + - -~. 2 
Ps ice —ae\, ley Nie mS), ie) i mele), mel tlons 
for conventional siab construction 


SPANG INDUSTRIAL DUCT 
for conventional siab construction 


SPANG UNDERFLOOR DUCT SERVICE FITTINGS 
for every type outlet 


SPANG RIGID CONDUIT AND EMT 
in a complete range of sizes 





Sy 


SPANG HEADERDUCT 
for use with cellular floor construction 


SPANG GIVES YOU 
TOP-QUALITY WIRING PROTECTION 


WITH SPANG WITH SPANG 
UNDERFLOOR DUCT SYSTEMS CONDUIT AND FITTINGS 


Your choice of three systems to suit Your choice of hot-dipped galvanized 


AVAILABLE THROUGH 
YOUR SPANG DISTRIBUTOR 


SPANG Underfloor Duct and SPANG Cx 
rigid conduit and elbows with electro duit are sold by over 500 electrical dis 
tributors from coast to coast. The Spa 


your construction requirements. New 
engineered design permits fast, time- galvanized couplings, or lightweight 


saving installations. Lightweight, square electrical metallic tubing. Quality-con Distributor in your area will give 


aluminum junction boxes provide easy trolled during manufacturing to assure top-quality service all your electrical 


uniformity and easy installation on the material requirement Let 


handling, maximum working area. Com- ) 
And be 


plete line of fittings available in high- job. Tested and inspected before with y 


lustre brass or aluminum finish 


am THE NATIONAL SUPPLY COMPANY 


CONDUIT AND Daere ; os 
UNDERFLOOR Subsidiary of Armco Steel Corporation \RMGY 


DUCT v 
TWO GATEWAY CENTER, PITTSBURGH, PA, 


shipping you ask for SPANG 
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| 


SLIDE-TOP BOX. Spout opens in tantly— on one 
side— at a touch on the slide 

Top is never off. Doesn't spill lugs if it’s dropped 

. 

The Connectors on both pag are ACTUAL 
SIZI there was not room to show the largest 
(up to 2,000 MCM) 

lool for large Penn-Cr ‘imps shown /4 actual size. 
Tool for 22-10 Penn-Crim ps shown 12 actual size 


HAVE YOU A CONNECTOR PROBLEM? 


Special Designs and Sizes can be furnished 











-PENN-CR 


All the Penn-Crimps shown here, and many more 


Lugs, Parallel Splices and Butt Splices... Pigtails, Tags. 





With color-coded Insulation . . . with grip for the Ci 


ductor’s Insulation or Non-Insulated Coppet 


and Aluminum. 


The complete range for conductors No, 22 to 2,000 MCM 


Mail the coupon for Catalog— or Samples of the types 


you use most. 


PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


















ine-Coated res 


u lings 
threads and COMP 
Protection inside and out— 
including the threads. 
LLL LOL LT IT 


No place for corrosion to start. 











" 


cian FEATURES 
obromat 


Finigh ! 
Prenjite enhdetion~ of TRIANGLE Hot-Dip Galvanized Rigid Steel Conduit 


prevents white rust 











These two new features provide 
even more reasons why Triangle is 
the choice of contractors everywhere. 


Adding these two improvements in no way 
changes the other big features of Triangle’s Hot-Dip 
Galvanized Conduit: 














Triangle’s ‘All-Metal’ Protec- ¢ High grade ductile steel. Can 
tion. No films or flash coat- be bent, cut and threaded 
ings to damage during easily. 

installation and later. 



















Uniformly heavy zinc depos- e Zinc applied hot doesn’t flake 
its give full protection inside inside or out, even if the 
and out. conduit is crushed. 















When you have a tough job and the Code calls for galvanized 
conduit, make sure you get the best—specify Triangle. 


te 
TRIANGLE CONDUIT & CABLE CO., INC. 


REMEMBER, only with New Brunswick, New Jersey 
Triangle Hot-Dip Galvanized 
Rigid Steel Conduit do you get 
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INSTALLED FAST 
BUILT TO LAST 7 °eniance mast Kis 


better from top to bottom 






























FIVE GOOD REASONS 


why a Blackhawk kit means a faster, better installation 





from cable entrance to meter. May be purchased as a com 


ple te kit or as separate filings 


Slip-fitter service entrance head Just slip it on over conduit and 
tighten two set screws. That's all nothing to cut, no extra 


parts to handle. Made of corrosion-resis 
Available in a full range of sizes. (Patent applied for.) 


, | ‘ lier ry 
ant ductile aluminum 


Insulators — Reinforced, durable, well-rounded porcelain 
secured to metal pipe mounting clamp clamp bolt and nut 
included, hot dipped galvanized. Special V-grip fitting holds 
mounting rigid 

Flexible Synroflashing— Absolutely leakproof. Made of flex 
ible neoprene to absorb mast vibration due to wind and cable 
sway The mast can’t work loose, damage shingles, or give 
moisture a place to seep in. Won't rot, peel or crack in any 
weather. Shingles fit easily over Synroftlashing. Metal clamp 


seals collar to mast for permanent, weathertight fitting. Synro 


flashing is available for I!4, 1 and 2!2 inch pipe 
Mounting brackets— Exposed part of  corrosion-resistant 
aluminum alloy. Special shoulder eye fits flat against masonry 


or siding. Lock set screw gives additional grip. Brackets attach 
10 vertical studding on the house. Support entire service drop 
t 


Strain, eliminates weight and pull from rafter Halt-inch by 
10-inch bolt, with 6-inch thread to meet installation require 
ments 

Offset reducer — Corrosion-resistant aluminum alloy. Threaded 
to fit I's and 1 inch meter hubs to a 2-inch or 2 inch 


pipe riser 


see eee ee mses eeoem ooo e eee ese eee eee eee ewe eo owen a= ad 


| 


ite 


t 





4 
| 
J 
_ es 






a fast and sound job on every servic ntranc I 
installation, Saves vou time, builds you 


quality and service 


Specify B-1 when you buy! 





ndustries | 
A where the new ideas come from 
DUBUQUE, IOWA 
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does it mean in cable? 


No one characteristic alone determines good cable. 
Rather its the right balance of many qualities that 
determines the quality, performance and service life 
of the cable you buy. Carol has this balance, as can 
be seen in the table. 


You will note that Carol not only has the highest 
overall rating on the characteristics considered, but 
has placed primary emphasis on the qualities most 
vital in cable life and performance. 


The Carol concept of proper balance of characteris- 
tics means you get exceptional flexibility . . . longer 
cable life under even the most extreme conditions 
... because you are assured of superior quality 
throughout—extra quality and performance where it 
is most critically needed. 


when you call 
for cable— 
call for Carol 


Note how needlessly high cold flexibility can be built 
into cable, as in Brand B, but only at the sacrifice 
of more important electrical properties, such as in- 
sulation resistance. And in Brands A, B and C the 
lack of balance between abrasion resistance and 
ozone resistance means that, in today’s increasingly 
ozone rich atmosphere, these cables can crack long 
before they would normally wear out. Years of 
experience and research go into the balance built 
into every Carol cable. 





Electrical Insulation Resistance (1 


Cold Bend °F (2) 








Abrasion Resistance (1) 





Ozone Resistance (1) 12 





2 


+ —_-—+- _. 


Note: (1) 100 indicates best—others % of best 
cold bend actual test temperature 








PORTABLE CORDS ¢ POWER SUPPLY CABLE © CONTROL CABLES «© WELDING CABLE ¢ GOVERNMENT TYPES « CORD SETS 


See us in Booth =6—N.A.E.D. Convention—-Chicago 


May, 1959—ELECTRICAL WHOLESALING 








...cracked the paper barrier, too 


You'll know what I mean. Work 
ing late ordering stock. eyes 


I 


{ gl hit by idea. I reasoned 


tired dropped glasses 
that since Porcelain Products makes 127 different 
high quality, time tested, electrical supply items 
I could save time, worry and money with one pur 
chase order, one acknowledgment, one shipment 
one invoice, one chec} instead of dozens 

Well, you get the idea. Everybody was happy 
me...my office stafl the boys in the back room 
and most important, my customers. (So was 
Porcelain Products Co and you should see the 


service I get.) 


Like me, you can get so many top-notch, nation- 
ally advertised items from Porcelain Products... 
Mast kits, Wireholders, House brackets, Racks, 
Spools, Clevises, Copperweld ground rods, Wedge 
grips, Split bolts ... items used every day by youn 
customers, the contractors. Since 1894 they’ve 
served the electrical industry. Send for complete 
information on their comprehensive line today. 
No obligation. 

Oh! by the way, | know the actual paper in paper 
work doesn’t cost much, but neither does the 
actual metal in a watch. 


PORCELAIN PRODUCTS CO. 225° 
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Vo 


enGInNEERev 


T&B doubles its long term bet on the all-important Electrical Distributor! 


We’ve doubled with new lines ... doubled your volume and profit opportunities! 


Talk to your local T&B representative, or see us at the NAED Convention, at Booths 205 and 206. 


LOOK FOR THIS SIGN — IT'S THE MARK OF AN AUTHORIZED T&B DISTRIBUTOR 


To «6vTHE THOMAS & BETTS CO. 


Incorporated 
Butler Street, Elizabeth 1, N. J 
Thomas & Betts, Ltd., Montreal, P. Q., Canada 


MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 














ALL T&B PRODUCTS ARE SOLD ONLY THROUGH AUTHORIZED T&B DISTRIBUTORS 
UNDER THE T&B PLAN OF 100% WHOLESALER DISTRIBUTION 
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ELECTRICAL SUPPLIES INC.OF HARTFORD 


FINDS MORE TIME FOR SELLING 


WITH 


Today 
on his buying time. Why? Because the /ess time he spends 
for purchasing, checking, handling, and stocking the 


; modern electrical wholesaler puts the dollar sign 


more time he has for selling and servicing customers 
Electrical Supplies, Inc., Hartford, Conn., is one of the 
many leading wholesalers who have simplified purchasing 
Operations now save more time and build bette: 
four Royal lines: (1) wire and cable, 
(3) fuses, (4) wiring devices 


profits with all 
(2) extension cords 
What’s more, these Royal lines are easier to S¢ ll 


Countermen and customers alike recognize Royal for its 


ROYAL LINES 


Royal 
labeling is complete, clear, easy to read. Royal packaging 


consistently superior quality and performance 


in each line is sturdy, attractive and a credit to your busi 
ness. These are just a few of the reasons why more and 
more wholesalers are stocking and selling Royal! 

Talk over this 4-way plan to build better profits with 
our local Royal representative. See for yourself why it 
pays to buy all four major lines from the one major 
Royal! ROYAL ELECTRIC CORPORATION, 


an associate of International Telephone and Telegraph Corpora 


tion, PAWTUCKET, RHODE ISLAND. 


source 





ROYAL EXTENSION CORDS are 
a substantial part of Electrical 
Supplies business. A full line of 
heavy duty “POWR-KORDS 
and household extensions for 
every type customer contrac 
tors and maintenance men, 
hardware and building supply 
dealers 


we, € 


ROYAL WIRE AND CABLE are 
popular, big volume sellers at 
Electrical Supplies, Inc. Their 
stocks of portable cords, flex 
ible cords, fixture wires and 
appliance wiring materials are 
constantly turning over at a 


profit 











ROYAL FUSES enable Electrical 
Supplies to sell their customers 
a complete line of fuses with 
the same trade-accepted Royal 
brand name Crystal’ plug 
fuses, cartridge fuses, renew 
able lag fuses, dual element 


; 
fuses, and time delay plug 
' fuses 


ROYAL WIRING DEVICE line is 
another Electrical Supplies top 
profit line; including the broad 
selection of Royal PVC un 
breakable vinyl caps and con 
nectors . also, Range and 
Dryer Receptacles, Weather 
proof Plates and Receptacles, 
3-to-2 Wire Adapters 











See us — at Booth 418 
NAED Convention 


Chicago — May 24-27 


J. F. Carey, Jr., buyer, Electrical Supplies, Inc., sees first- 
hand how Royal “POWR-KORDS” are built stronger to last 
longer. Benson Levine of Robert R. Yusen Sales Company, 
Royal New England representatives, points out how heavy 
duty caps and connectors are molded to top quality Royal 
cord to stand up under extra tough usage. With the complete 
line of “POWR-KORDS"”, this wholesaler can offer his cus 
tomers a wide variety of cord types, colors, lengths, and 
AWG sizes. On-the-spot service by Roya 
and fast deliveries help, too! 


epresentative 
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SOLVES A BIG WHOLESALER PROBLEM ... 


eteEGcuRe se 





on ossociate of 


...one major source for four major lines 





MAKE THIS SIMPLE COST CHECK... 


IF YOU BUY FOUR LINES 


FROM 





ing 
mber 
u « 


Ir 


voices t 


Bills to 


One brand, nationally 
Brand acceptance } . 
recognized and accepted 
Training time of countermer 


and outside salesmen quality throughout 


One brand yne hight 


| Consistent easy t 
Labeling and identificatior 
read easy to use 


abeling syster 
Uniformly good on all lines 

Packagin nconsistent 

Rt for stocking and shipping Inconsiste 
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A NEW NAME FOR 
LEADERSHIP IN THE INDUSTRY... 


BE cnjavcn 


Son /Monrimo 


RADIANT 


RESIDENTIAL COMMERCIAL INDUSTRIAL 
f wnt Benjamin Benjamin 
Moe Light 

f hante Enchante 
San Marino 
Radiant 
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RESIDENTIAL... 
COMMERCIAL... 
INDUSTRIAL... 


Thomas Lighting—and only Thomas Lighting—offers 


complete lines of residential, commercial, and industrial lighting 


fixtures to cover every lighting application from a small house 


to a large skyscraper. 


The brands within Thomas Lighting are the most famous names in 
lighting, bywords in the industry. Combined, they constitut 


world leadership in lighting! 





Look to Thomas Lighting . . . where new things in lighting 


are happening every day. 


wily, 
wii, 


gy, 
AWS 


Zz 
% 


THOMAS INDUSTRIES INC. 


Executive Office: 410 S. Third St., Louisville 2, Ky. 


 S 


Zn 
Piants at: Ft. Atkinson and Sheboygan, Wis.; Hopkinsville, Ky Des Piaines, Il! 


Los Angeles and Burlingame, Calif.; Ft. Smith, Ark 
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U. S. Pat. No. 2,820,113 
other patents pending foreign patents applied for 


UL LISTED— CSA APPROVED 


In single pole, double pole, 3-way and 4-way models. 


Brown or ivory touch button. 


Sold only through electrical wholesalers. 
Or for further information and prices, 
write Rodale direct. 


ACTUAL SIZE 


Compare Touchette with any touch switch simply by 
pressing them together, button to button, With just the 
merest pressure, you'll see Touchette switch on... then, 
with considerably more pressure, the other switch will do 
the same. It’s as easy as that to prove to yourself which 
switch actuates more easily. For that’s the beauty of 
Touchette. Just a feather-light touch . . . it’s on. Another 
touch, and it’s off. 


Feature for feature, you'll find Touchette the ideal switch 
for new construction or remodeling jobs. Easy to handle, 
Touchette measures just one inch in depth .. . is 
quickly installed even in boxes where several wires 
already enter, Rated 15A-120-277V, Touchette operates 
on ful] line voltage . . . fits standard outlet boxes and 
toggle wall plates . , . needs no special wiring. 


Yet with all these operating and installation ‘‘plusses,”’ 
Touchette is the Jeast expensive touch switch on 
the market, 


Could any touch-action switch possibly offer more? 


dept. W5, emmaus, pa. 


manuf act urin CO., inc 
odale / : 
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to CIRCLE 


ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 





j= ‘ddOD 37 
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A complete line covering every 


standard and special application 


Shown here are only a few of the many types of wire 
and cable that Circle makes. But whatever your particu- 
lar industrial or commercial wiring needs may be, you 
will be able to satisfy them froin Circle’s extensive wire 
and cable line. 

Included in this line you will find heat, moisture, flame 
and weather-resistant types in various constructions. 
Cables are manufactured to the highest industry stand- 
ards yet are competitively priced. 

So, next time you buy wire or cable—check a Circle dis- 
tributor. It’s good business to make him your one sure 
source of supply—many other satisfied customers do. 
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production —from 


Cerro de 














WIRE & CABLE 


/ 


Cerro ve Pasco Corporation 


New York 


NEWARK, N. J 


(OMAHA, 





INTRODUCING NEW 


WS 


O.K. Brand polyethylene plastic tape performs superbly under all conditions 
.... provides maximum electrical insulation and moisture resistance 
its dielectric strength is over 10,000 volts and even under 
severest weather conditions it stays completely flexible 
workable impervious to chemicals, solvents, fungi 
bacteria. Specify O.K. Brand . low in cost and 
high in extra features 


POLYETHYLENE PLASTIC 
ELECTRICAL TAPES BY 
APPLETON 


the 


completely 


' x 66 


per dis 


A. P-60 — 3/4,” x 60’ or P-66 — 
in plastic container. 12 rolls 
play. 48 rolls to case 


P-20 — 34,” x 20’. Cellophane wrapped 
with label. 12 rolls per display. 144 


rolls per case 


P-20JP — 34,” x 20°. Bulk-in 


12 rolls per tube. 144 rolls per 


job pack 
ase 


. x 6 
each roll 
label. 12 


ase 


PB-60, af,” x 60 or PB-66 
packaged for industrial use 
wrapped in cellophane with 


7 


rolls per carton. 72 rolls per 


THE TAPE THAT BATTLES 
THE ELEMENTS TO PROVIDE 
100% ALL WEATHER PROTECTION 


LECTRICAL 
TAPE 


POLYETHYLENE ELECTRICAL 


TAPES 
CHARACTERISTICS 


ELECTRICAL 
Dielectric Strengtt over ‘ 
Dielectric Strength M 1,38 
insulation Resistance 100,000 
Power Factor at 92.9 le 0.0055 


~4YEMICAL 
Jnaffected by sur 
trica onductor: 


Resistance t 


10,000 


on Ele 


In light electrical work O.K 
Polyethylene Electrical Tape 
makes a neat, compact trouble 
free installation. 


Where extra strength and extra 
protection is needed, O.K. pro 
vides it without adding bulk to 
the installation 


Acids 

Water & Salts 
Alkalies 
Corrosive Salts 
Fungi & Bacteria 
Aging 


* One of the most effective electrical insulators known. 
Excellent resistance to weathering and corrosion. 
Outstanding moisture resistance. 

Mechanically flexible over the widest temperature range. 
Doubly thick adhesive for a lasting bond. 


PHYSICAL 


Color 

Thickness 

Tensile Strength 

Stretch 

Adhesion, Steel 

Low Temperature 
F 


APPLETON RUBBER CO., BOSTON 31, 


SOLD EXCLUSIVELY THROUGH RECOGNIZED WHOLESALERS 


is 
i) 


ozs./in. width 
Performance 


MASS. 


ib 


Excellent 
Excellent 
Excellent 
Excellent 
Excellent 
Excellent 


Black 
009" 


in. of width 


140% 
45 


Can be applied at 











Not A Boast! Not A Claim! But A Proven Fact! 


America's most successful contractors use Tomic fittings exclusively. Why? 
Every fitting is a unique patented design, engineered to solve the tough 
problems that have troubled the industry for years. They do the job 


easier, better — will save you money. 


rat) 
Naa 


An Extra Twist 
Locks It in Place 


NEW NO. 300 *%’ lunst Mt 
GREENFIELD CONNECTORS 


e Assures positive ground e Will not shake loose 


@ Smooth interior and e Twists inside—locks in 
rounded throat place 


e All steel construction 


ALSO AVAILABLE 


* No. 302—% Inch 


ADAPTA-STUDS 


* No. 7118 1.0 


No. 711A—%"” 1-0 


“WY pn New Simplified Way 
To Hang Fixtures 


e € re € .@] 
ia ock WwW Lf 1U d o secure b x 
. a " , nver f m Cc jyreadec 
Vv s10n 0 ) d | 
> Pp , co 


rod or bolt to fixture stem. 





TOMIC NEW 707 


Snap-On 


All-Purpose 
FIXTURE CLIPS 


For Use With 
1%" Lathing Channel 


Snap-Ons have proven in- 
valuable for mounting 
boxes and hanging fixtures. 
Can be used in normal posi- 
tion, upside down or flat. 


Details on request. 


, TOMIC #99 
a BOX HOLDER 


For Concrete Work 
Contractors tell us that 
the Tomic box holder is 
their best insurance 

Ne? 


against shifting or loss 
of boxes during the con. 
crete pour. 


K 
clean. €eps boxes 


Pat <n ed For 





Sold Through Wholesalers Only »* All Orders Shipped Within 24 Hours 


TOMIC SALES « ENGINEERING CORP. 


ORIGINATORS and Manufacturers of Cable, Tap-On, Twist-In and Snap-On Fittings 


ylomeleleMe-)il-taa-1-)- me ta 


Detroit 34, Michigan 
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l Signal Yellow 


Thermoplastic 


Diamond has all 


portable cords 


Red-D-Prene 


Neoprene Sheathed 


Black Diamond 


Rubber Sheathed 


~ AL 
Gar 
Sy 


rol 
\\ 
i 


+ 


SY 












for hot, oily locations 


Red-D-Prene (o: 


mil ind pl S¢ Ss ck ned 

flame resistant Type MD (Mill Dut nee ( ( r 
Black Diamond iu: ible ’ ct | 

icids and moisture Ver flexible construct 1 prevent I 

Signal Yellow has: et of ve 

to handle smootn she | rt ] rf d | 

A A 
= Se. 


ae wee Oo 


WIRE and CABLE Company 


Sycamore, 


Illinois 
WAREHOUSE BIRMINGHAM ALA 
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Many orders nt manufacturers 


ONE ORDER TO REVERE 


Cut your paperwork and overhead by 
ordering all outdoor lighting from Revere 


Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan 
descent, mercury and fluorescent lig hting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces 
ories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business 
Simplified ordering, pricing, billing 

You can save time and money by ordering all your out 


With 


you can select all components from one catalog, 


door lighting equipment from one reliable source 
Revert 
place one order, have one price source 
and clerical detail are kept to a 


receive one 
invoice. Sales costs 
minimum, and your overhead is reduced accordingly 


Lighting layout service helps you sell 

Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts Jasl 
and at no charge. Into each Revere layout goes 30 vears 
you re¢ 
Send 


of concentrated outdoor lighting experience 
sure the lighting is engineered for peak efficiency 
us specifications for your next outdoor lighting job 


Matched units for trouble-free installation 


You can cut contractor call-backs by ordering all com 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer no wasted time co-ordinating 


and expediting deliveries from several suppliers. 


Write for Revere Outdoor Lighting Catalog 


OUT even LIGHTING 


Revere Electric Mfg. Co. « 


Long Distance Phone: Niles 7-6060 ¢ Chicago Phone: SPring 4-1200 e Telegrams: WUX Niles 


7420 Lehigh Avenue e Chicago 48, Illin In suburban Niles) 


® 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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NEW hood purifies air without ducts | 


ee. 
ny 
BA 








ann (R) 
aie d 5 a . 


NO-DUCT HOOD 


a 





eliminates cooking fumes, odors, grease, 


smoke ...without ducts or vents! 





Every kitchen must have a way to get rid of 
smoke before they have the chance to 
cabinets and furnishings 

This can now be done without expensive ductwor} 
by the new NAUTILUS No-Duct Hood. It 
scientific principle that made it possible for the 
NAUTILUS to stay under water for 


supplies of fresh air 





The air is purified by passing it 
through a special Activated ¢ 
adsorption al/ odors and contami 
recirculated in the room 
Attractively designed, quiet in « 
available in a complete range of 


505 North La Salle Street, Chicago 10, Illinois 


See reverse 





Te WEY! 


NO-DUCT HOOD* 
eliminates cooking fumes, 
odors, grease, smoke 
... without ducts or vents! 


Fe COMPLETE VERSATILITY IN INSTALLATION 


The NAUTILUS hood can be installed easily anywhere in the 
kitchen, making possible better layouts. Use it in new or old 
kitchens—and because it’s portable, you can use it even in rented 


apartments! 


ELIMINATES COSTLY DUCT INSTALLATION 
‘The fan takes up no cabinet or shelf space; and because there’s no 
expensive duct-work or installation, the NAUTILUS costs less 


than total cost of other units 


CLEARS THE AIR IMMEDIATELY 


Cook any of your favorite foods—cabbage, onions, fish—without 
worry about unpleasant odors. Air over cooking area is purified 
before it has a chance to get into the room. Save money, too—no 


re-papering or re-painting because of grease or fume stains! 


COMPLETELY MODERN DESIGN 
with tapered front that makes installation against corner 
cabinets easy Handy push-button controls operate fan and 


enclosed fluorescent light 


QUIET OPERATION — 2-speed fan, silent at normal setting for 


most cooking; hi-speed for immediate removal of strong odors 
INCREASES COOKING EFFICIENCY 


because the forced drafts of venting systems are eliminated 


NO EXPENSIVE HEAT LOST—NO BACKDRAFTS 


Ordinary hoods pull out lots of heat and create draft problems in 
winter. Because the NAUTILUS does not need ducts, no expen 
ive heat is dissipated to the outside no unsightly smoke and 


grease stains around vents—saves fix-up, paint-up jobs! 


EASY TO CLEAN AND SERVICE 

The Grease Filter is easy to remove and clean in hot water and 
detergent. Activated Charcoal Filter may be reactivated simply 
by baking it in the oven once a year. Entire unit including fan 


may be disassembled in seconds 


“PATENT PENDING 


MAJOR INDUSTRIES, INC 

505 North La Salle Street, Chicago 10, Ill 

| am interested in the NAUTILUS No-Duct Hood 
Distributorship Dealership 


To install in homes | build or remodel 





SPECIFICATIONS 


Unit Includes: 
Activated Charcoal Filter Element 
Fine Mesh Aluminum Grease Filter 
Quiet-Operating Fan With 1/12 H.P. Resilient 
Mounted Motor—Lifetime Lubrication 
Push Button Control for Fan and Light 


Enclosed Fluorescent Light 


Sizes: Length (‘L”) 24°. 30". 33°. 36". 3P", 


40",42",48" (special sizes alsoavailable). 


’ 


Peninsular hoods also available. 


Colors: Genuine electro-plated Brushed An- 
tique or Hammered Copper finishes; Stainless 
Steel; and Porcelain Enamel in Coppertone, 
Pink, White, Yellow, Turquoise 


With ordinary hoods, there are pipes and 
ducts to take up valuable shelf space. 

















(R) Gj 


Tape 


Stic ks fast 
Sta {‘sS tigh t 
Splic eS neatly 


Non-rave ling 


High dic li ( tric 
stre nath 


ists aging 
MAKE BULL DOG YOUR PET TAPE.. 
for every purpose 
¢ FRICTION © RUBBER © PLASTIC 


BOSTON WOVEN HOSE & RUBBER COMPANY 
BOSTON 3, MASS. 
Also manufacturers of Garden Hose - Matting - Stair Treads - Automotive Hose 


PEA 
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HUDDILTI dent Don Wright 


1 


To Outside 


4 From Inside Understudy 


Salesman 


Marshall Foster served a long apprenticeship before step- 


ping onto the stage of outside selling. Waiting in the 


wings is over now, however, and Foster is ''on the road." 


Ol MANY understudies 

teen \y tor their big break 

But, that cactly Marshall 
foster did, b 
account last 
pioyer Mill 
Detroit 
e Dramatic 
Wi dramatic 


Wail SIX 


VNal 


Setting —— | he setting 

Veteran 
Ernest rlyle had died the previous 
month Ic Miller-Seldon Presi 
Don Wright to select, from what 
talented 


salesman 


aviny 
dent 
he considered group ol 
under 
( arlyle 
mean he 
have take up the 
Carlyle 
unattended LO00-odd = accounts 

Wright decided to let his 

10 if I 


st serve | 


potential outside salesmen, the 
study bes ( replace 

on did not 
vould 


slack lett temporal 


only 


LEARNING, always 
Parsell 


Rep Lew 


learning 


By John Martin 


company's overall 
e Ail Around 


Was adiready 


program 
Man—And 


serving other interests 


Foste! 
Besides being a service engineer. he 
ng pricing. costing. inven 


| 


nea 


was handl 


tory. and the consig wire report 


Miller 


no position to let him 


ind he 
Seldon was in 


vus extending invoices 


relinquish the duties en masse 


that Foste 


Instead, it was decided 


vould make only token calls until 


such time as the smooth transference 
ot his 


other 


then duties could be made to 
Miller-Seldon 


vaining 


employees. and 


valuable road 
is pretty much 
when i call 
plains Foster When 
I'd been 
something 


Lal SE ( 


voing oul Came 1n 


one ol 


counts assigned want 


something specific—I'd 


vet Out to see him as time permitted 


lad 
. 


gets information from G. I 


Foster 


Foster's background in electrical equipment helps 


Now 


Foster has 


e Full-Timer 
months 
point 
on some 60 

Last 
sull on a sell 
an EW 

A call came in 
a Detroit firm which 
baking 


wanted to 


only a tew 


later eached the 


where he is calling full time 


nt 
LCCOUTNTLS 


January while Foster was 


as-time Dasis 


permits 


editor saw him in action 


trom Jensen, Inc., 


makes com 


mercial ovens to order. They 


electrify panel sections ot 


a new type of oven which did not 


have the built-in’ electrification of 
plugs and receptacles 

e Speed and Service—lt 
Foster to 


Was up to 
find the manual plugs and 
receptacles which would fit the oven 


Over the phone, he took down the 


pertinent dimensions and 


work 


perseverance 


went to 


Through trial and error—and 


Foste! 


the right sizes. and hu 


with 


GETTING SET for a call, Foster 


interesting sample in briefcase 


puts 
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NEW ROLI Bob Summer 


S act, IS precisely 


to do Id like 


time to get an order tor | 


his items 


Bruce Stuart, ele re engineel best customers ind 
sonable bounds concentrate Mean 


within 


it the firm, looked appratsingly 
Foster and commented he editor, | plan to periodically evaluat 
We never know ex what customers and continu 


So w ley lo plor for ‘ ones I he 


ovens will require 


distributor salesmen 


Foster apparently hac 


Fosters territory takes in heavily 


ndustrial northwest Detroit As 1 
| says the Mill 


I'm concerned 


' ' 
Seldon salesman 


as there 


T 


iSSI 


Si1aGes 


e Evaluate and Explore 


with whom STUDYING 


problems 


ADVICE is given by inside salesman Ted Nowak 


Foster frequently consults about technical 
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Dauphin’s Electric Heat Program: 


Everybody Gets Into the Act 


HOME FRONT 
Sales Manager 


new type ol 


finds 
Hare 
with utility 


activity 


Dauphin 
George discussing 
heater 


Hare has 


talking up 


represen 
much time in the 
heat 


lative 


held 


spent 


lectric 


TEAM 


W hole 


EFEFORI 


selling 


where the 
into the 
helping Dauphin Electri 

g push 
lectric heat in its Harrisburg, Pa., 


gang gets 

acl IS 

cal Supplies Co aggressivels 
trading area 

Contrary to the many 


electric heat dis 


practice ol 
inother missionary 
tributor, Dauphin went into the field 
without hiring a specialist 

that elec 


Proceeding on the theory 


tric heat was not an occult 
that 


100d 


science 


j 


but instead could be 


distributor 


mas 


one 
tered by any sales 
man, Dauphin went ahead 

e Intensive Course First of all, 
Sales Manage! Hare 


manufacturers’ representatives 


George relates, 

were 
called in to conduct an intensive four 
night school to train Dauphin person 
nel They trained 10 


and 


salesmen in all, 


those salesmen are now 


Same 


busily computing heat-loss all over an 


48 


PACKAGE DEAI 
Bob Spiess 


talking to 


men 


ibout electric heat 


ment house which 


adjacent to Harris 


Harrisburg 


}S8-county area 


burg, and ot 
itself. 
Starting last June, Dauphin then 
helped whet local business interest in 
electric heat by inviting contractors, 
yankers, men, distributors 
ind manufacturers to a utility 
three local util- 
burr under the 


offered a 


course in 


real estate 
local 
(Two of the 
another 
saddle they 

kilowatt rate to stimulate interest, adds 


Hare) 


It was a 


meeting 
ities added 


when special 


generalized meeting,’ 
Hare says, held only for 
the purpose of bringing this new prod- 
uct to their attention. Nobody 
trying to sell anything at that early 
time.” 

e In Action—Next, Dauphin moved 
from attending and coordinating meet 
ings to actually conducting them. At 
held in Harrisburg last 


“and was 


Was 


its first one, 


De Board 


finds Dauphin 
(left) 


contractor 


and Cy Stoner 
De Board 
unit apart 


bullt 


George 
this 12 


September 18th, Dauphin rounded up 
a total of 50 utility 
tects, engineers and 
started telling the electric heat story 

Hare and Dauphin’s Bob Spiess 
formed a two-man talking 


purpose, 


personnel, archi 


contractors, and 


neat team 


whose Hare says was to 
get electric heat in on the ground 


that it could build 


level so from 
there.’ 

Following that kickofl 
meeting, Hare and Spiess set out Into 
the hinterlands of Dauphin’s 
amounted to a whistle-stop 
talked up 
Pottsville, Cham 
Lewistown, Sun- 


Harrisburg 


territory 
In what 
campaign, they 
in York, Lancaster, 
bersburg, Lewisburg, 
and Levittown 
Attendance—Following the 
held in Harrisburg this 
Hare 1 counting 


electric heat 


bury 
e Good 
last meeting 

past February, 
total attendance 
the happy 


started 
figures, and 
that he 


came to 
conclusion and 
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Adopting the attitude that electric heat is neither a mysteri- 
ous nor a hard-to-sell commodity, the sales force at Dauphin 
Electric Supplies Co., Harrisburg, Pa., is going all out to 
sell this item. And there's not a “'specialist'’ in the act. 


HAPPY USER of electric heat is D LASE OF HANDLING 


Board's son Beryl, here shown looking at Per 
vall heater which salesman Stoner sold t 


hard 
hea ird 


tcaummate Spiess had talked to 550 lieve it’s necessary to have Oul peopic 
nterested prospects—95 at Lewisburg not only trained to compute heat loss 
alone. (Included in that figure of 95 but to have the answers to any ques when the 
it Lewisburg were six persons who I potential electric eat use! omes hom 
ilready had electric homes in Opera 
tion and who testified enthusiastically We invited all 

to how electric heat was working use Our issistance until 
out for them) hat they were doing and 
e Added Emphasis Supplementary important that we have the 
lugs for electric heat—in addition to o offer that thev required 
in the assistanc was 
Dauphin’s 10 outside salesmen—came — specially-prepared electric heat kit 


the steady, day-by-day progress of Included 


from a television appearance at a vhich included, among other element 
Central Pennsylvania Builders Asso blueprints of a typical home, a NEMA 


ciation round table discussion and a_ electric heat manual. and a samy 


show at a local utility which plugged _ heat loss sheet 

industrial electric heat and to which’ e Associated Items Paramount 

Dauphin salesmen brought their cus the promotion efforts of Dauphin per 

tomers sonnel was the notion that it had to 

e Be Prepared But no matter how ’e gotten across to the contractor 

much you educate the public,” Hare just how easily associated items 

says, “it’s very important that your g, particularly—could be sold onc 
vn men be first educated. We be iting ymmponents were install 


For how Dauphin promotes electric heat, turn page 








Everybody Gets Into the Act (cont.) 


The Paper Part of the Program Pays, Too 





AL SUP 


WIRING SUPPLIES \' | N | 825 PAXTON STREET 
LIGHTING FIXTURES DA | HARRISBURG, PA 
ELECTRIC HOUSEWARES TELEPHONES 
MAJOR APPLIANCES hH | = L i TES aii 














BULLETIN 
Vantat ot 
their constrt 
phasized 


builder 


7 7 
A, . A 
ene AR LY 








< 


BLUEPRINTS show typic electrically 
eated hom with limensions which 
makes it SSIDIEC ympute a sample 
Ven eat-loss figure ecu umating of 
potential heat ¢ ntial in making 
| it 1 electric heat tomer sal 


2 
ished 
Dauphin 
Jj 


ay 
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BY NIGHT... 


BY DAY 


Distributor Shows the Way 


A lot of planning went into the eyecatching new building 


that houses the 40 employees and 283 manufacturers’ lines 
of Flynn's Camden Electric Supply. Total employee experi- 


ence in the electric field is also impressive: 645 years 


For an inside view of Camden Electric's new house, turn page 








Distributor Shows the Way (cont.) 4 Front 





Approach: 


But Still 


OTORISTS driving along Had- 

donfield Road near New Jer- 

sey’s Garden State racetrack 
often take a second, over-the-shoulder 
look when they see the eye-stealing 
combination of concrete, glass, alu- 
minum and neon that has gone into 
the making of Flynn’s Camden Elec- 
tric Supply. 

Frequently, these same motorists 
return to look at the more than 3,000 
fixtures which fill a third of the 15, 
QOO sq-ft area of i »w Camden 
N.J., house. 


wd 
- ; e No Conflict—The building is dra 
' a A matic proo! that there is no essential 
! ss ; ‘ ih Opposition between the aesthetic and 
z=, « . 4¥ % ey 


a] the functional. 


. % oat The chiseled aluminum strip, for 


COUNTER a balances } the functional and the aesthetic. Situated next 
to the parking are: a dit shipments and pickups of all product lines 


; v5 instance, which sits over a big show- 
room window keeps harsh, late-after 
noon sunrays out. Plastic-glass win 
dows and a skylight bring the same 
rays into the warehouse, making ware- 
house lights practically unnecessary 
Individua! lighting ceilings in_ the 
showroom, in bubble, wicker, and 
kidney-shaped designs, permit realistic 
representations of how fixtures will 
look when actually installed in a home 

The thinking behind this? “Our first 
consideration,’ says vice-president 
Curtis Flynn was to construct a 


b 9g to handle our busine Zul 
SHOWROOM, 3,000 fixture trong, holds allure for passing motorists. Individual uilding to handle our business. 1 


fixture ceilings make possible dramatic presentation a Soe AUS at the same time we tried to keep our 


cost in line. Therefore, any ‘trim 
mings’ that we included in the build 

g had to have tional value 

Although th ilk the building 
was erected in late I! inal com 
pletion did not until November 
of last year 
e Planning helped——Moving trom its 
four-story downtown Camden building 
to an out-in-the-country site took care- 
ful planning 

‘We set up as we went along,” 
explains Flynn, “by bringing in mate 
rial as the stock shelves were going 
up. This made it possible to ship out of 
the new house before we’d moved in, 
for one thing. For another, it helped 
us anticipate stocking problems and 
have them solved in advance of our 
social opening 

Ihe new house has advantages the 
old One simply didn’t have. One is a 


THIS AREA o the showroom provides simulation \ r conditions negative advantage that of no win- 


ind the place of lights in them rv fixture in the showroom is individually fused dows. “We wanted a building without 
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Back > 





Fresh 


Fundamental 


windows, says Fiynn. “Burglary and 
uust are two things which not having 
windows reduces.” (Lhe plastic-glass 
aperture that winds around the build 
ing 12 feet above the ground is the 
one “window” in the warehouse). 





[he positive advantages are these: 


e Parking space. “Room tor em- ; ; : wag 
lovees and ustomers both ” WAREHOUSE combines modern shelving adjustable variety nad some vel pra 
j anc c ( ee lie j 
: ‘ tical natural light, whict nters through a plastics kvlig f oO 
e Unified activity One floor as 


opposed to four.’ 

e Appearance. “Heightened inter- 
est on the public’s part. 

e Employee comfort Aur-condi 
tioning, space, and convenience.” 

e Exposure to business. “More peo 
ple Know where we are, who we are, 
and what we represent 

e More customers. “New custom 
ers far offset any loss we sustained in 
old customers.” 

In expanding on the virtues of these 
advantages, Flynn says this: 


“Parking space enables everyone to 


weathe easier and get around faster. 

A one-floor operation (compared 
with four at the old Flynn operation) 
is simpler and faster. . Appearance 
helps bring im customers for the first 
time, at least, and probably has a lot 
to do with their coming back 





“The comfort of employees is pretty 
important. Air-conditioning, parking gx CABLE, a problem child for storing, gets this up-to-date treatment. Greent 
space, cheerful surroundings, and a _— cable, which i ht, occuy the her rack he | BX, u 
cafeteria all help 

“In exposing Ourselves to business 


we'd have a hard time finding a better 


location. The crowds from the race 
track can’t help but see us. We're also 
open Friday nights for our customers 





This is good advertising 

“With customers we figured it 
might be difficult for some to follow 
us out here, and it was. But, we spent 
three years weaning some away from 
downtown, and Overall have lost very 
few. Here, fortunately, losses didn't 
compare with gains 
e Size is problem—Stocking is prob 
ably the one major problem that Flynn 
management will have to cope with 
Yespite the 5,000-sq ft fixture area, 
ome fixtures now overflow into the 
office area. 

“We have room to expand,” says 
Flynn, “and can do so just by knock 
ing out a wall or two. This is a prob 


lem we'd anticipated But, vou cant REEL RACK helps alleviate spa 





; ) i ’ ‘ 
have everything—or can you eels, which are ely 
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New House Features 


Efficient Movement 


efficiency no 
it Otto Frank 
the 


| ist 


ind 


ACK 
longe! is al 
Inc 


moved 


ol Spree 
problem 
of ¢ INCE 


enbush hicago 


fo new quarters 


firm was 
November 
The fayout 


within 


for the building, which 
the (¢ 
was planned by Sales 
Contortt. In lay 


Contorti stre 


city limits 
inager L. J 
floor plan 
ol 


hicago 
M 


the 


is still 


ne oul 


ssed the eas n flow 


nd time-s; 12g methods 


For i 


the \ 


materials a 
@ Convenience 
dep irt 
the 


vill-call 


to 
available 
Adjacent 


shipping 


irate entrance 


from 


directly 


to the 


ment 1s 
parking lot 
desk is the 


ind receiving 


I. NEW BUILDING 


if Tar ad i yf 


3. COMBINATION room 
general office ft 


both of which are neat 


and 
minimum 


department 
the shipping 
This permits a 
loading or unloading orders. 

[hese two departments in the ware 
the entrance to 
which is conven 
facilitating 


receiving doors 


ol Steps in 


house also are neal 


the office, 


ient 


general 
for all personnel in 


an ordel 


e Large 


700 


last 


About 


house 


Attendance 
the 
move 


attended open 


TSONS 


has solved 


our Franken 
We have more than twice 
no longer 


his 


I 
February 


ol 


Says 


many problems, 


bush 


and are 


) e 
space, 


sitting in each other's laps.” 


/ baste 





Modificahon 
department 
@) 











C 








peneral 
office 


/ Packing 
# dept 


Counter 


= 








2. GENERAL OFFICE 


of flow for 


and lunch room. is 


nployees the warehouse 


orders 


Salesmen 





for an ease 


IS Compact 


also 


4. MODIFICATION department is set up in one corner of 


to customer 


S provided as service 
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By Robert S. Bush 


Worehouse 











: 
| 
| 
d 
‘| 
| 
l 
E 
| 


7 
sh ng PLAN v | for Frank 
l k 1 to 
I t ling 
SO0-sq I ‘ ce ul ize of 
1 i OOO 
=. } 
IU ind 
Parking [ lot 
) \l old 





5. COUNTER and packing area are near shipping 


eiving dock and nea loorwa to general office 





7. CONDUIT RACKS are supported by metal frames i 8 INDIVIDUAL COMPARTMENTS 


enter of the warehous to eliminate tress on Wa f \ 
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Put technical punch in your selling—take this .. . 


20-Hour Electrical Course 


Here's a packaged course in electrical self-instruction, prepared espe- 


cially by EW for the busy distributor salesman who wants to get a 


really useful technical background in a minimum of spare time. 


CQUIRING a well-rounded under 
standing of the technology of the 
demands a 


electrical industry 


planned approach. It should not be 


left to chance and hearsay with the 
dea that mere exposure to the in 
dustry and contact with its” tech 
nictans will gradually develop a_ use 


ful technical background 
Such an approach will only confuse 
limit kind 


which will make a sales 


a salesman and him. The 
of knowledg¢ 
man valuable to his customers is of 
practical. It 


effort at 


iccurale can 


ganized, 


only come from formal 
learning 
Most 


time the 
to embark on 


salesmen do not have the 


inclination or the money 
formal schooling in 


And 


1 
trade or ex 


electrical technology there ire 
few courses available in 
tension school which provide a short 


practical instruction aimed at the 
needs of the salesman 
Outside ol the 


programs 


industrvs own 


training self-instruction is 


the only way in which a salesman 


can initiate and carry forward his 
own technical development 

To meet the widespread demand 
for electrical instruction, ELECTRICAI 
WHOLESALING has had a special 20 
hour course prepared for use by any 


This 


basic 


salesman course is 
aimed at building a framework 
of electrical understanding with the 


money 


electrical 


time and 


part ol the 


minimum possible 


investment on the sales 
man 
Consisting of only 


twenty one-hour 


sessions of home study, this course 


“paints the big picture”, leaving the 
many details to be filled in from daily 


experience 


The Course 


ELECTRICAI 
carefully designed for logical develop- 


WHOLESALING'S course 


56 


ment of the technical background, 
is divided into three sections; Theory, 
Equipment and Systems. 

Each 


of study 


section consists of a numbei 
sessions of one-hour duration 
textbook as 


based on use of a given 
follows 

IHEORY Text 
Electric ily This 


the fundamental 


Elementary 4 pplic d 
section investigates 


ictions. character 


istics and phenomena of electrical 
devices and circuits 

EQUIPMENT Text: “Electrical 
Equipment) Manual This section 
translates theory into actual types of 
equipments used in modern electrical 
construction and maintenance work 
SYSTEMS—Text: “Electrical Systems 
Design’ The last section correlates 


the first two sections, setting forth the 


Here Are The Books 
To Use 


For Section I— 
“Elementary 
tricity” by L. 
Smith 
Published by 
Book Co. 
Price: $3.75 

For Section I 
“Electrical Equipment Man- 
ual” by McPartland and 
Novak 
Published by 
WHOLESALING 
Price: $4.00 


For Section HI— 
“Electrical Systems Design’ 
by McPartland and Staff of 
EC&M 
Published by 
Book Co. 
Price $6.50 


Applied Elec- 
Raymond 


McGraw-Hill 


ELECTRICAI 


. 


McGraw-Hill 


makeup of actual electrical systems 
used in all types of buildings 

Three textbooks for the course can 
be purchas:d or obtained from a lend- 
recommended that 
they be purchased to serve as refe! 
books continued 


material not covered in the 


ing library. It ts 


ence and also fo! 


study oft 


course 
For any electrical salesman, these 
three volumes represent an excellent 


iround use 
hooks is 


for 


reference library for year 
Total cost of the 


$14.25, 


three 
which is the only outlay 


the course 


Study Plan 


In preparing to take this course, a 
must make a careful plan 
based on a firm, 
the course through 
Typical considerations 


salesman 
of action, 
resolve to 
to completion 
should include the following 


Serious 


carry 


a. Time spent on the course must be 
taken from other pursuits. It must be 
understood that 
Although each session is only 
an hour, this will mean one less hour 


some sacrifice is in 


volved 


for other more entertaining activities 


b. The course must have continuity, 
i.e., Study sessions must follow a fixed 
schedule from beginning to end of the 
course. If a fixed 
not observed, completion of the course 


rate Of progress 1s 


will be constantly in jeopardy 


c. Best results will be obtained if the 


course schedule is set at two or three 
separate one-hour sessions per week. 


It is important that no more than 
three sessions be scheduled for each 
week. This will provide — sufficient 


time gaps through the course for dis 


cussing and solving any puzzling 
problems which may arise during 
study sessions 


d. It is best if a definite hour be set 
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The Course Follows This Plan 


SECTION I - Theory (5 sessions) 
Voltage sources, current flow, Ohm’s Law, reactance, 
magnetism, single-phase circuits, three-phase circuits 
SECTION II - Equipment (7 sessions) 
Lighting equipment, motors, wires and cables, raceways, 
protective devices, switching devices, transformers, wiring 
devices, etc. 
SECTION III - Systems (8 sessions) 
Design and installation of branch circuits, panelboards, 
feeders, disconnecting means, overcurrent protection, mo- 
tor circuits, control circuits, signals and communications 


NOTE: Each session lasts one hour 





for study sessions on definite nights, Program of Study Sessions (one hour each) 


e.g., 8 to 9 o'clock on Monday, Tues- 

day and Thursday nights. The best 

nights are those when social engage- 

ments are least likely, to assure maxi- Using “Elementary Applied Electric- 8. Page 40, A. ¢ 
mum continuity of course. ity”— 9, Page 55, Wires 


e. If possible, arrangement should be 
made to have consultation with a com- 
petent technical person—such as a 
contractor or engineer friend or sales 
engineer, if your firm has one. 


much as possible, but do not get hung — pyoards 


Lo 
may clear themselves later. Do not 


ee : y go past page 14 until the next study 
f. The habit of technical discussion ~ pa 
session. Spend any extra time on the 


should be developed and_ technical 
given lesson. 


knowledge should be exercised honest- , 
‘ ™ + ae hapter l Read pages 14 to 20 


13. Pages 1 to 9 


Te >» > 
y i atically. Plenty o - : > 
ly and diplomatically. Plenty of ques (sections 23 to 32). Do problems 1 
tions can bring in a lot of knowledge. 5°. 5 . 
: : ‘ ys 2, &» 4%, 40 and 15 
g- If desirable, some form of financial 4 , hapter 2. Read and study pages 
incentive can be attached to comple- 44 49 33. Omit section 41 Build a good base 


tion of the course. A deposit of $10-20) 4 ¢ hapter 4. Read pages 44 to 52 these pages 


with a friend and a stipulation of for- (hrough section 68) in first half 14 Pages 9 to 20 
feiture if the course is not completed pour Read pages 52 to 61 in second diagrams and _ table 


can really keep the pressure on. half hour. Do not work the problems, 15. Pages 21 to 2 
Accompanying tables detail the 20 just read for maximum compre 16. Pages 29 to 

hour course. From there on, it’s up to _ hension. Feeders’) 

the individual Perserverance, of 5, Chapter 18. Read pages 250 to 17. Pages 41 to 4! 

course, is the key to successful com- 268, skipping all problems and spend Volt Systems’) 

pletion. And successful completion is ing time only on the text 18. Pages 49 

the key to technical proficiency on pages 5¢ 
Remember, though, you only get out Using “Electrical Equipment Manual” 8 to 61 

of this self-instruction course what you 6. Page 7, Incandescent Lamps. Read 19. Pages 74 to & 

put into it. In a way, you are the’ and study. 20. Pages 84 to | 

teacher and the student 7. Page 13, Fluorescent Lamps reneral understan 





Course Certificates 


As follow up to the presentation of this course, the Octobe ) 
ELECTRICAL WHOLESALING will contain a 2-page examination que 

This exam will be based on the texts used in this course. To those | 
who certify that they took the course and who obtain a score of & 

or higher on submitted answers to the course examination, FL! 
WHOLESALING will forward Certificates of Completion, suitab f 

The examination may be taken by individuals or companies may sup 


testing of their staffs. Complete information will be given with th 
in the October 1959 issue 
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up on little points. Skip them. They 49 pace 134. Wit 


tors and Ratings”) 
continuity of understanding. Stay with 


Motors 
and Cables 
1. Chapter 1. Read pages | to 14 40, Page 67, Raceways 


(sections 1 to 22) twice Digest _ 11. Page 88, Switchboards and Panel 
ing Devices 


Using “Electrical Systems Design”— 
(down to “Conduc 


Read slowly for 


it if it's rough going. Hash out any 
thing that does not readily come over 


of understanding in 


Read and stud\ 
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THE SALESMAN’S TECHNICAL NOTES 


No. 64 





Permanent 
wagner 


y Pointer 







Connection § 
to externa/ 
circus? 


lurr ent-carr YiII9 
Spira/ SPIINGS 


MOVING COIL METER 


Lectangular coil +s susperrded between 
poles of permanent magner Wher 
curren? From external circuit passes 
through cor, snteracton of page tic 
tields Causes Co1/ 7o Zurr on pivots. 
Pointer 41xead 7o corl moves across 
catibrated scale. When curren? 7s 
removed, Springs return pornter re 
rest? at zero pos:sror. 





Merer Movi7g 


Merer - —Lor/ 
a Mas Shunt 
—— Se 
Line . load 


AMMETER 


The moving Coll meter used 
Yo measure Curren? /s con- 
nected wy series with Phe (re. 
Since rhe arneur? of Cur- 
rer? which car be perm s- 
ted *to flow +hrough fhe 
cor/ ‘$s jimited, a Shurtr vs 
used as Shown yo perry 
the measurerneri) of pigher 
curtertIs. The curreri’ ¢ro7 
the exterrra/ circuit’ Aiv- 
va@es, part through rhe cerl, 
part through the shurt The 
portion Through the coi/ +s 
broportioria/ 7o the tota/ 
Currerr7 




















aay 











r1- Load 
O—-——_ 4 
Lire 

o—- a 


VOLTMETER 


The moving cor/ merer ased 
as a voltmeter /§ coril1ec7- 
Cd across the arcuih e/e- 
mer? the vo/fage Or WhICP 
/s to be measured The cur- 
rer? through the coi/ will be 
proportiona/ fo thar through 
the Joad. ard phus fo the 
voltage across the load The 
sca/e 14s cathibrated 17 vo/7S. 
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CLAMP-ON METERS 


/nnged jaws are opened, Slipped arourla 
Coriducrtor, and SHnapoed closed Current 
1s read At rectly withous apervng crr- 

cult faterchangeable a 


scales exterid 
eter a = 
is” 


Accessory seads 
and batery ar 
tachrnents permit 
use of (r71sfrumerir 
aS vollT—A~CTE. Aalr7T 
oAmrie Fer 
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Pinpoints the Information You Need on 





Meters and Tes 


By J. F. McPartland 
and W. J. Novak 


WIDE RANGI 
measuring and testing equipment 


of electrical 


is used in the construction, opera- 
tion and maintenance of electrical sys 


and utilization devices. These in 


tems Lik 
clude meters and testers for both ac 
and de circuits, used either as hand 
held instruments or panel-mounted 
instruments 

Although the terms “meter” and 
teste! are trequently used inter 
changeably, precise use of each word 


can be based on the following defini 
tions 


METER 


cates a 


An 


quantitative 


nstrument which indi 


characteristic of 


an electrical condition, a measure- 
ment of actual unit values for a par 
ticular circult—such as so many 
volts, Or amperes, or watts, or the 
value of frequency or power factor. 
rFESTER—An instrument which indi 
cates a qualitative characteristic of an 
electrical circuit. A continuity tester 
indicates that a path of current flow 


does or does not exist. A neon voltage 
tester indicates the presence or ab 
sence of a voltage across set ol 


terminals. Similarly, other testers pro 


vide a “yes” or “no” answer to investi- 


gations of electrical conditions—with 


out actually measuring the value oft 
the condition 
AC Meters 

Instruments used for measuring the 
characteristics of alternating current 
circuits vary widely in complexity, de 
pending upon the purpose for which 


they are used meters ar 


Typical ic 
follows 


Voltmeters 


aS 


These are electromag- 


netically operated units which are con 
nected across circuits to measure the 
value of voltage. Internally. sets of 
coils (or a coil and iron vanes) are 


arranged to produce a form of motor 
flow 
the 


to 


And 


action 
through the coils 


In response current 


because 


current flow and its resultant torque 
are directly related to the voltage 
present at the meter terminals, the 


turning motion can be imparted to a 


spring-retained pointer to indicate 
voltage value on an appropriately 
calibrated scale of values. Such a 


scale is placed in the viewing window 
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all with the 


ranged 


ol meters pointe! 


to move 


iCTOSS 


indicate values 


Calibration reters to the adjustment 


of a meter so that tts reading ts accu 
rate. This is done in the tactory in 
tially against a known standard of 
voltage values. Some provision ts 
usually made in the meter unit itselt 
to permit setting of the pointer to th 
scale zero, to accommodate variation 
in spring tensions or other mechanic 
changes which vary the at-rest po 
tion of the pointer 

Voltmeters are contained in small 
assembly cases, with the viewing win 
dow on the front. In operating prin 
ciple there is no difference betweer 
hand-held meters, meters in combina 


tion volt-amp-ohm assemblies and 
meters mounted on control panels, on 
switchboards or on unit substatior 


housings 
In 


type 


ot the hand-held 


with 


use, voltmeters 


are equipped wire leads 


The CHps are 


with clips on their ends 


used to attach the leads to the term: 
nals or conductors across which it 
is desired to measure the voltage 


wired pel 


Switchboard 
manently 


meters are 


into the bus conductors 


within the housing 


Ammeters—tIhese measuring instru 
ments Operate On the same electro 
magnetic principles as the voltmeter 
But whereas there are two specific 
techniques suitable for voltmeter op 
eration electrodynamometer (fix 
ind moving coils) and tron-vane type 
(one coil with induced magnetic int 


action between it and sott iron vanes) 


only the latter tvpe of meter mo 
ment. the iron-vane tvpe is used fk 
ammeters 

The basic ammeter of the type d 
scribed above has i coil wound trom 
i few turns of larger size wire rathe 
than many turns of fine wire as used 
in the voltmeter of the same _ typ« 
This ammeter is connected in seri 


with the conductor and load to meas 


ure the load 


' rit 
In a CIFCU 


current 
this type of hand ammeter, the circuit 
must be opened to permit insertion of 
the mete! 

Switchboard or panel mounted me 
may be directly 
the circuit for which they will indicate 


ters connected into 
current value or they may be coupled 
to the circuit through a current trans 
former when the current to be meas 


ured is too large for the meter 


the scale to 


lhis tr orm 
peing Te 
duce 4 n n 

hxed it ! t n 

urrent. I} nect 
the sec I 
ik provid n yf 
ic Cl The ry tre 
cuit ng mete! 

\ oO} 

Tor ol | b { 

ent flow thre I tv . I 
conductors the clamp-on ammeter, 
This h l-held lily car 
1eVIC nict ( ] ec op 

| th ‘ I mic 

urre tlo 

lh t tually ce 
sists of if I nstorme n 
met mk ! Te na small 
tool-like d \t on Te urve 
clamp rranged to permit 
opening them to hook on to a co 
ductor in which it is d red to me 
ure the current flow. The clamy i 
ire then closed the conductor, | 
effect passes through a closed loop 
the end of the meter « 

In this position, tl ymductor ul 
der test act Ss Ul prim windin 
ot a transi nm th tt VS cling 
iS closed magnet th to provid 
an induced emt and irrent in th 
secondarl Li? \ tf th met I 4 i 
This ¢ nt « I th brat 
meter movem Te th 
ol I t » tn l 
h b } 

C lamp-« ! ' } 
ou 1 I 1 ¢ 
Wn ( nmet nit Ss 
ts ( ted 7 

lin " 
oadt i 

I tl I 
t 1 y 

j 
a Ls 
hecked. Sor { t 
ils } k 

i} 
Drated ny 
( mp 

' ) oft t t ot 
mediun i n t ) 
for a wid i 
typical mod n rat 
ot 0-10 0°10 () ‘ Te 
ranges of Ol ) ) 





Next Month: 
Meters & Testers—lil 














How Do You 
Equip Your Salesmen ? 








Give your salesmen NATIONAL PRICE P. S. We could have shown the smiling 

SERVICE and you give them TIME... . salesman above using the plain brown 

extra time for SELLING. NPS has a conservative-looking leatherette carry- 

simple format, is completely illustrated, ing case but - we didn't want to hide that 

contains net prices, and is always up to beautiful red NPS binder and we were 

date. afraid you might think he was a lawyer 
or even one of those Madison Avenue 

NATIONAL PRICE SERVICE condenses boys. 

and refines hundreds of catalogs, pricing 

references, etc. And. . . NPS is avail- 7 SN 

able with a carrying case (at no extra HENDERSO? R B59 

cost) which makes it easy for salesmen 360] Euclid Avenue Dt 

to meet. . . and sell. . . their custom- La ee ee oe ae ee 

ers with a single sales tool, oat. es ay A 















National 
Price Service 


( 














HENDERSON-HAZEL CORP. 


13601 EUCLID AVENUE + CLEVELAND 12, OHIO 
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PROTECT 


YOURSELF 


know the policies | With this 
of your suppliers | 3 COOPERATIVE 
y 


| 
\ POINT 


POLICY 








see next page 


















The only case we know of 
where it doesn't pay 

to have 

good connections 


THIS 
COULD 
BE 
YOU... 


see next page 


know the policies 
of your suppliers 








—— 
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it doesn't pay 
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know the policies 
of your suppliers 














HARVEY HUBBELL INC. 


HUBBELL'S POLICY 


@ 
¢ 0opeulion: ee NOT COMPETITION 








Sie Pr tnt 


HUBBELL-DISTRIBUTOR 


Pr ty, nerstiip ( tales Policy 


1. COOPERATIVE SALES POLICY 

. SELECTIVE DISTRIBUTION 

§. PRICE PROTECTION 
LIBERAL RETURN GOODS POLICY 
NON-DISCRIMINATORY DISTRIBUTOR PRICE POLICY 
FIELD ENGINEERING ASSISTANCI 


NATIONAL ADVERTISING 


SALES PROMOTION SUPPORT 
INVENTORY CONTROL PLAN 
DISTRIBUTOR SALES TRAINING 
FRADE SHOW PARTICIPATION 


COOPERATION WITH DISTRIBUTOR 
AND INDUSTRY GROUPS 


HARVEY HUBBELL, INCORPORATED 





ALABAMA 
James E. Heusser 
312 Glynn Drive 

Birminghan 

VE 3.044 

always at your service... CALIFORNIA 


HUBBELL FIELD SALES 
REPRESENTATIVES 


ver A Anoersen 


HARVEY HUBBELL 


Parkway 
mento (home 
ert T Flynn 
385 Via Honda 
an Lorenzo (home 
Rolan L. Settles 
54 Lassen Ave 
Mt View ‘home 
A M McMillan 
HARVEY HUBBELL. INC 
103 No Santa Fe Ave 


Ane 
l Angeles 


Walter Haffner 
Jame Jeffers 
stuart F Pentz 


Arthur B. Wells 


COLORADO 
Paul A. Doude 
1645 Wazee Street 
Jenver 2 
Keystone 4.6798 
Paul A. Douder 

CONNECTICU 


Thor P 


FLORIDA 


Lester J). Hartma 
49)) 

sa 

Eve 


HARVEY HUBBELL INC. 


ILLINOIS 
Reginald Rer 
HARVEY HUBBE 


angamon 


hae 
Fred W 

William F. Iser 
David J. Lawless, J 
Robert Francis Lew 


John E. Matthews 


INDIANA 
erald R. Belder 
2F 3th Str 
Indianape 
Liberty 6-8857 


IOWA 


>. He Gentry 


poricy 


1101 Oakland Dr 
a Muscatine 


A 
Amherst 3-6494 


KENTUCKY 
Arthur E. Schrepple 
0 Langely, 4611 
Louisville 
Emerson 3 5497 


LOUISIANA 
M. Morin Rivera 
2554 Pressburg Street 
New Orleans 


Galvez 1161 


MARYLAND 
Frank C. Butts 
2301 N. Charles Street 
Baltimore 18 
Chesapeake 3-8290 


MASSACHUSSETTS 
Ervin R. Cameron 
64 Bouve Ave 


yckt 


Andover 


Greenleaf 5-2942 


MICHIGAN 
H Duane Miller 
1724 Paul R. Street, SE 
rand Rapids 
herry 5-1467 
D Allen Nesbitt 
5? Tir 


nset [ 


Washingt 


vinghan 


MINNESOTA 


Fred L Larse 


MISSOURI 
Ray F 


NEW JERSEY 


ames A Ke e 


NEW YORK 
Michae F t 
HARVEY HUBBE 

5 Park Place 
New York 
Barclay 7-265 
Raymond J. Farley 
Stephen M. Kennedy 
John J. Klein 


tephen Palut 


1 9.8854 


NORTH CAROLINA 
seorge F 
be £ 


d Pr 


oH'I0 
John J. Beels 
95 Ceramic Drive 
Columbus 14 
Amherst 3-4191 
George H. Swilling 
316 Marion Bidg 
1276 W. Third St 
Cleveland 
William H. Teegardin 
7401 N. Timberlane Drive 
nnati 43 
ist 11-6931 


OKLAHOMA 
Harold B. Lever 
2700 Elmhurst 
Oklahoma City 16 
Victor 3-9355 


OREGON 
David King 
2 Regal Bidg 
20 S. W. Stark St 


PENNSYLVANIA 
Arthur M Benedict 
33 Pickering Street 
Philadelphia 50 
Waverly 4-5814 
iS Harbrecht 
54 Red Rose Way 
Lev ‘? wn 
Windsor 5-8795 
ester P. Reed 


4 Yale Ave 


RHODE ISLAND 
Arthur R Newmar 


Broadway 8-8 


VIRGINIA 


Ra ee 


WASHINGTON 


uM 
v 


Ma 


WISCONSIN 


hn F. Nolar 
8804 W. Capitol Dr 
Milwaukee 16 
+ 4.62 


pK 4 





Electrical Wholesaling Presents .. . 


An Original Report Defining Trends in.. . 


Customers Departments 


Capitalization Average Age 


Products Sales Personnel 


ERE ts a statistical portrait in depth—one th 

presents and interprets important trends in the 

electrical distribution industry. For the first 
time, ELECTRICAL WHOLESALING offers answe 
questions such as 

@ How is the customer composite 
trical distribution industry changing 

e How much of a capital investment 
distributor have in his business? 

e What product groups are dist: 
or dropping? 

e How deeply are distributors d 

and what's the trend here” 

@ What is the average 
What is the significance of the change? 

@ How does the “typical” distributor salesmat 
stack up—as a salesman and as a person? How 
has his profile changed over five yvears? 

e Sources—The data and conclusions presented 


+> 
trom thre 


on the following 23 page e draw! 
principal sources 

e A tabulation by the McGraw-Hill Researct 
Department of information furnished by 1,02 
independent electrical wholesaling establishment 
for the 1958-59 Directory of Verified Electric 
Wholesale Distributors This data is omp 
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Highlighting Some of the Industry's 





added more floor space, more a increased it proportion of Sar t \ lg Organization 
more dollar to its invest Sales tw yp customers—elec has en nes ipproximately 


inventory ricé act zz dustrials 


is one of eight outside and inside though relatively young, came up is covering 
salesmen who work for the same dis through the ranks is organization tensely 
tributing firm and has sound experience in selling more accounts 
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Changing Dimensions 
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CONCENTRATION 
Distributors Are Strategically 


Billings 


Rapid City 


This map is based on the ‘1958-59 Directory of 
Verified Electrical Wholesale Distributors” 


ELECTRICAL WHOLESALING—May, 1959 








Spotted in 


nneapolis 


St. Paul. 


Milwaukee 
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Key Marketing Centers 
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DENSITY KEY 


1 to 4 establishments 

5 to 9 establishments 

10 to 19 establishments 

20 to 29 establishments 

30 to 39 establishments 
More than 40 establishments 


Numbers indicate the 

total verified electrical 
wholesaling establishments 
in each state. 
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RETAILERS— 12.5 of sales 


INDUSTRIALS—27.1% of sales 





| eee 
oe 





OTHERS—-4.6 of sales 


Contractors and Industrials 
Become Bigger Pieces of the Pie 


Behind the burgeoning of electrical contractors and indus- 
trial plants as bigger buyers is the decline of the retail 
dealer. "Others" (utilities, REA's, etc.) remain unchanged. 


HE customer composite for the electrical distribution 

industry is changing. These changes so far can be 

summed up simply: the retail dealer part has declined 
the electrical contractor and industrial portions have 
grown, and the utility, REA coop, municipality com 
ponent has remained the same 

These modifications in the mix are immediately ap 
parent in a comparison of the customer composites de 
rived from studies of 1956 and 1958 data. Based on 


estimates of how 1,024 independent distributors break 
down their own sales, the most recent analysis reveals 
e Contractors accounted tor 55.8‘ of the total sales 
(up trom the 1956 figure of 52.3% ) 
e Industrials accounted for 27.1% (up from 25.8% ) 


> 


e Dealers accounted for 12.5 (down from 17.2%) 
utilities, REA coops, municipalities 
(exactly the same as the 1956 figure) 


om Others 
acounted tor 4.6% 
e How Come?—lIt seems a ftair assumption that the 
diminishing of dealer business is partly due to what has 
taken place in the marketing of appliances The so-called 
discount revolution” has taken its toll of smaller appli 
ance dealers-——the distributor's primary retailer customers 
Another reason may be simply that the growth of sales 
to the long-bustling construction market has been out 
stripping sales to the long-in-the-doldrums appliance 
market. A bright spot in the dealer sales picture (one 


hased on field observations rather than actual data). how 


72 


ever, is that distributor sales of electrical supplies to 
hardware stores and others seems to be increasing 

[wo factors to keep in mind about the customer com- 
posites: (1.) They do not necessarily represent the sales 
breakdown for the “average” distributor, since many 
firms specialize in selling to specific types of customers 
industrials, for example. Almost all distributors serve 
several classes of accounts, however. (2.) Changes from 
1956 to 1958 in the customer composites may be ex 
plained in part by variations in the firms appearing in 
the two tabulations 

Nonetheless, the fact is that changes have undoubtedly 
occurred. This shows clearly in a comparison of the per 
centages for Illinois (see table at right). In both tabula- 
tions, the same 67 firms figured 
e Random Observations—Several generalizations can be 
drawn from the data on the facing page 

e Retailers remain—and in some cases have grown 
aS an important customer group for distributors in rural 
areas and states. The per cent of sales to dealers in Iowa, 
for example, is 20.5% 

e Utilities, REA coops and others constitute a not 
so-smal] customer group for distributors in many south 
ern and western states. In some Texas, for example 
the per cent of sales to “others” shows a degree of 
growth that can be attributed to more positive factors 
than variations in the firms included 
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Alabama 
Alaska 
Arizona 
Arkansas 
California 


Colorado 
Connecticut 
Delaware 

Dist. of Columbia 
Florida 


Georgia 
Hawaii 
Idaho 
Iinois 
Indiana 


lowa 
Kansas 
Kentucky 
Louisiana 
Maine 


Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 


New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 


Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 


South Carolina 
South Dakota 
Tennessee 
Texas 

Utah 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 
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Number of 
Establishments 


Included 
1956 1958 
11 15 
n.a n.a. 
5 5 
3 10 
60 77 
6 8 
18 24 
2 2 
2 2 
20 24 
24 18 
3 3 
2 2 
67 67 
28 31 
19 27 
13 7 
12 11 
18 17 
1 2 
10 11 
42 43 
47 49 
14 16 
i 8 
26 30 
8 6 
7 11 
4 4 

3 

53 54 
2 3 
94 Ye 
31 24 
2 4 
49 57 
10 

14 8 
82 72 
8 8 
11 12 
3 7 
20 16 
46 45 
3 3 
3 3 
10 21 
20 15 
15 10 
18 20 
n.a 1 
988 1,024 
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Contractors 
1956 1958 
62.0 57.0 

n.a n.a. 
68.0 79.0 
71.7 65.0 
S7.5 64.7 
65.8 71.3 
47.4 57.1 
45.0 80.0 
50.0 90.0 
67.4 76.5 
54.2 65.9 
50.0 43.3 
67.5 80.0 
51.6 51.5 
48.6 43.9 
55.8 51.6 
49.9 64.6 
55.0 62.3 
45.8 52.1 

n.a 50.0 
52.8 54.5 
51.6 56.6 
46.3 50.0 
70.0 62.1 
54.5 51.3 
50.0 57.8 
69.4 79.1 
60.0 68.6 
ty Be 36.7 
$7.5 60.0 
44.8 49.7 
62.5 66.7 
45.3 50.5 
58.7 60.2 
92.5 80.0 
46.0 47.1 
58.5 67.0 
57 69.3 
479 51.0 
43.8 41.4 
1.0 45.8 
80.0 60.7 
49.4 59.0 
59.7 56.1 
56.6 65.0 
50.0 45.4 
62.5 59.3 
59.0 68.0 
33.2 41.0 
56.7 56.0 

n.a 75.0 
$2.3 55.8 





Industrials 


18 


14 
°20 


17 


»0 


@ 


10 ¢ 


1958 


28.9 
n.a. 
13.0 
17.0 
21.0 


14.3 
32.4 
15.0 

7.5 
14.0 


22.8 
18.3 
10.0 
29.9 
35.2 


24.4 
17.5 
22.7 
22.9 
35.0 


35.0 
33.0 
35.5 
18.7 
22.6 


16.6 

6.7 
11.1 
26.7 
20.0 


36.7 
31.7 
31.0 
24.3 

2.7 


36.1 
20.5 
18.8 
31.2 
48.6 


30.0 
12.2 
21,3 
25.0 
21.7 


17.3 
20.5 
12.3 
40.5 
25.1 

5.0 


27.1 


Retailers 


1956 


30 ( 
40 ( 


16 ( 


16.7 


18.2 
16.4 


1958 


7.1 
n.a- 
6.0 
17.0 
10.2 


9.4 
7.8 
0.0 
2.5 
8.4 


7.3 
16.7 
10.0 
16.0 
18.6 


20.5 
13.7 
11.5 
13.5 
14.0 


5.0 
7.3 
11.0 
15.4 
19.4 


20.1 
11.7 
15.8 
23.3 
16.7 


10.6 

0.0 
13.6 
10.1 
11.8 


12.8 
6.0 
8.3 

13.5 
7.9 


10.0 
27.1 
10.0 

9.6 
13.3 


30.0 
11.7 
11.7 
15.8 
14.1 
20.0 


12.5 


1956 


Others 


1958 


7.0 
n.a. 
2.0 
1.0 
4.1 


5.0 
2.7 
5.0 
0.0 
1.1 


4.0 
21.7 
0.0 
2.6 
2.3 


3.5 
4.2 
3.5 
11.5 
1,0 


5.5 
3.1 


5.5 
2.5 
4.5 
13.3 
3.3 


3.0 
1.6 
4.9 
5.4 
5.5 


4.9 
6.5 
3.6 
4.3 
2.1 


14.2 
0.0 
9.7 
9.3 
0.0 


7.3 
8.5 
8.0 
2.7 
4.8 
0.0 


4.6 
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Alabama 
Alaska 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
Dist. of Columbie 
Florida 
Georgia 
Hawaii 
Idaho 
Hinois 
Indiane 


lowa 
Kansas 
Kentucky 
Louisiane 
Maine 


Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 


New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 


Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 


South Carolina 
South Dakota 
Tennessee 
Texas 

Utah 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 








17,400 
n.@a 
9,412 

75,000 

17,844 


17,179 
16,317 
34,000 
15,000 
18 360 


13,052 
11,333 
13,500 
20,425 
15,192 


41,426 
14,042 
17,063 
31,655 

8,000 


21,810 
20,598 
21,571 
22,686 
13,670 


19,701 
8 096 
21,286 
17,031 
9,250 


12,499 
15,000 
21,736 
14,414 
16,000 


24,600 
18,704 
16,615 
23,467 

9,163 


12,318 
15,833 
16,764 
18,864 
10,366 


15,666 
16,650 
17,414 
16,923 
19,526 


n.a 


19,417 





17,158 

9,000 
10,000 
16,288 


16,365 
23,667 
15,000 
22,346 
25,393 


21,426 
14,643 
21,455 
46,247 
20,250 


24,227 
18,864 
20,182 
24,750 
15,625 


20,333 
10,717 
15,909 
25,333 

7,000 


13,790 

9,800 
19,706 
13,779 
21,625 


23,918 
23,400 
37,188 
21,903 
19,438 


7,900 
17,071 
17,875 
28,098 
11,500 


16,500 
26,729 
19,500 
17,050 
20,100 

9,300 


20,734 


CAPITALIZ:s 
Distributors 


HE ELECTRICAL DISTRIBUTOR’S investment in 

capital facilities—warehousing, materials handling, 

display, transportation and delivery, office mechaniza- 
tion, engineering counsel and credit—is at least a multi- 
million dollar proposition today. 

This and many other significant facts about the whole- 

saler’s financial stake as the “vital link” in the electrical 
industry were derived from the answers to a 4-page, 
61-question survey mailed out to 639 independent 
electrical distributors across the nation in February. 
Ihe total operating facility capitalization of those an- 
swering was $29,038,138.64. 
e Fast Return—The wholesalers surveyed were asked to 
complete and return the questionnaires by March 26th 
By that date, 215 had been received. Since then, many 
more have come in—but too late to be included. 

Attesting to the willing cooperation of the respondents, 
many furnished EW with precise dollars-and-cents fig- 
ures, even though the survey letter asked only for 
approximate sums on facility dollar investment. But for 
two categories—Special Service and Credit and Collec- 
tions—the survey steered clear of operating expenses, 
as such. The main objective was to present as clear and 
accurate a picture of operating capitalization as could 
be obtained 

For comparison and delineation of trends, some of the 
questions asked in EW’s 1953 survey of equipment were 
repeated in this poll of management. These fell unde 
Warehousing, Transportation and Delivery, Materials 
Handling and Mechanized Office Procedure 
e More Warehousing—The average square footage of 
floor space has increased nationally and in most states 
between 1956 and 1958 (see chart at left). Only 14 states 
showed a decrease in the average amount of space 
They were: Arkansas, Delaware, Florida, lowa, Ohio, 
Massachusetts, Michigan, Nebraska, New Hampshire, 
New Mexico, New York, North Carolina, Pennsylvania, 
South Carolina—plus the District of Columbia. Those 
States showing the greatest gains percentage-wise—were 
Hawaii, Indiana, Nevada, Oregon, Rhode Island, Texas 
ind Virginia 

This warehousing is comparatively new (average age: 
23.8 years) and almost evenly split on single versus multi- 
floor types. It seems reasonable to assume a trend to 
one floor operation in the next few years will continue 
as moves and expansions go on (18% plan such changes). 

Materials handling has gained more and more dis- 
tributor attention, especially on time and space-saving 
special reel-racks. There’s also more emphasis on display 
aS a necessary adjunct to the wholesaler’s operation, 
the survey showed. The old days of sticking a few items 
on a wall near the counter are almost over, with 75% 
of those reporting maintaining separate showrooms dis- 
playing a variety of items—at no small expense. ($7,750 
was the average investment) 

The cost of transportation for salesmen and trucks 
for speedy and efficient delivery was also substantial— 
over $1 million for trucks and more than $1.6 million 
for cars, station Wagons and small pick-ups. Distributors 
answering this survey also indicated a trend to more 
specialized machine procedures in breaking the paper- 
work barrier 

These are just a few highlights of the capitalization 
survey. Read details on the following pages. 


ELECTRICAL WHOLESALING—May, 1959 








Investment in the Multi-Millions 
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WAREHOUSING—-Today’s electrical distributor ope! 


erates out of a relatively young warehouse. Average age 


s 23.8 years. 47.7% of those responding reported single 
story structures, 51.6 were multi-story (ranging trom 


to 6 floors) and the remainder used both types. In the 


November °53 survey it was: single—39.8 multi 
57.1 both 3] Total replacement cost reported 
$41,728,564, indicating an average of $199,653.42. 
48.6 own their buildings, 19.4 rent and 31.9 
lease In 53 it was: own 46.3 lease 51.9 (no 
yrreakdown tor rent): own and lease 11.8 On loc 
tion, 71 of those responding were downtown, the re 


mainder on the outskirts. For those who owned, total 
nvestment in building was $14,826,132—for an average 
of $141,201.25. Non-owners paid a yearly $14,586 

which oddly was 4 cents shy of the average investment 
} 


n branch houses by those who had them ‘ of dis 


tributors planned moves (25 ) or expansions (7 ) 
In °53, it was: move, 15.7 expand 0 Cost of 


lanned changes iveraves $2,621,200. 


MATERIALS HANDLING EQUIPMENT—Capping a 
long-time trend, electrical distributors have improved 


the mechanization of their materials handling opera 





tions. 29.7 of respondents to the EW survey have 
litt trucks of all types 98.1 had hand trucks A total 
of 26.9 speeded the flow of goods with conveyors 
Ot this total, 83 used the gravity type, while the 

muining 17 employed motor 1 conve systems in 
their warehouses. On special reel racks, 59.5 ot those 
nswering have installed and are sing some torm of 
icking system to cure the old wire and cable handling 
headaches. with savings in space and time. 55.8 of the 
distributors reporting indicated the Se Of special conduit 
icks aS another etfort- and room-saver. 13 ire now 
utilizing special conduit sheds. Almost all (97.2 ) 


equipped with cable cutting and measuring gear. Among 
ther materials handling aids indicated were hydraulic 
hand trucks, overhead cran with chain tall, hydraulic 
ift. motorized and electric hoists, etc. Total investment: 
$1,086,825. Average per house: $5,680. 


) 


DISPLAY AND DEMONSTRATION Ihere’s a defi- 


nite trend to separate display rooms in trical distribu 
tors establishments, the surve found 75 of the 
mple agreed on that. They devoted total of 332,746 
} tt to it. for an average ot 5-sq tt each. As to 
hats in these rooms, hers how it breaks down: 100 
show lighting; 83.4 display electric heating—that red 
not p oduct Z f th port gp si ¥ elect 
ho iscw | AT ae OS ; too \ yf s 
ners. 90.1] lisp] fans and 70.4 ount | kers 


panels etc. on their showroom walls. Other items they re 


showing off include chimes, range hoods, clocks, built 

ovens, air cOnditioners, Majo! pphlanc ound equip 
ment, electronic parts, underfloor duct and = structural 
metals ntercoms, wiring devices stereo, motor controls 
ndustrial package electronic ontur ¢ tric heating 


nd non-electric housewares. Total investment in display 
and demonstration facilities: $1,123,750. Average: $7,750 
per reporting electrical distributor. 
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“The Facilities are Permanent 


IRANSPORTATION AND DELIVERY — Electrical 
distributors answering this EW survey definitely have 
wheels. Regarding trucks, 78.6% own their own, while 
20.4% lease theirs. 1% both own and lease. The total 
513 trucks—an average of 2.4 per house. In the 1953 
survey, 72.5% owned, 21.7% leased, 5.8% owned and 
leased. As to type, 61% use trucks under 5.000-Ibs, 
30% between 5 and 10,000-lbs and 9% in the more- 
than-10,000-Ibs class. Others listed: two-way radio trucks, 
a boom truck and several Volkswagen buses. Total in- 
vestment in trucks: $1,076,529 or an average of 
$5,007.10 per distributor, 53.8 provided autos for 
salesmen for a total of 518, or 4.5 cars per house. 77.2‘ 
lease and 1% own and lease. In 
6.5% em- 


( 


own the autos, 21.8 
addition, 37.1% have station wagons and 
ploy pick-up types. Total dollar investment of those who 
furnish these vehicles is $1,660,331. Average per respond- 
ing distributor totals $14,693.19. 


MECHANIZED OFFICE PROCEDURE—Office auto- 
mation is making headway, particularly in the basic 
paperwork operations, the survey found. 80% of those 
responding have specialized office machines for book 
keeping. This compares favorably with 44.6% in the 
1953 poll. 66.5% have special billing machines, 58.6% 


have accounts receivable and 37° have accounts pay- 
able mechanization. Other machine applications: payroll, 
22.7 and stock control, 26.5. In the growing struggle 
to trim costs while speeding efficient office operation 
more additions will certainly be made in this phase of 
the electrical distributor's business. Of those reporting use 
of specialized machines, 80.7% own, while 17.2% lease 
2.1% own and lease theirs. Those who own have a total 
investment of $1,124,451—-for an average of $6,013.12 
per distributor. Those who lease pay a total of $45,350 a 
year, or an average of $4,122.72 per year, per distribu- 
tor. The total investment in other non-specialized office 
machines is $895,979.60, for an average $4,791.33 per 
reporting distributor. 


SPECIAL SERVICE—84.6% of the distributors answer- 
ing this survey indicated that they do offer their customers 
engineering counseling. Of this group 79.5% furnish 
lighting layout and assistance, 70.6% provide wiring 
layouts and assistance. Getting into the technical know 
how required in some package sales of “big stuff”, 52.1% 
reported giving “engineered products” layout and assis- 
tance to customers. Whether or not they gave “take-off” 
service to Customers made many of those answering go 
out of their way to comment. Those who answered yes 
(46.57 ) seemed to feel that this was an integral part of 
every electrical distributor’s service function. The re- 
mainder (53.5%) were just as emphatic in taking the 
opposite view. Many went out of their way to write 
NO!" and then added their reasons. The general ob- 
jection was: “It’s the customer's job and we do it only 
in rare instances——if at all.” Total investment in special 
service: $1,167,500. Average: $6,414.84. 
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But the Costs Keep Moving Up’ 





dygrer POLICIES, as stated by the electrical distributors 


varied on everything but terms. Most were “2 LO 


days net 30 
As tor general credit operation here are some of the 
many explanations EW received in answer to the ques 
) 


tion; “What is your current credit policy 
“Tough!” 


Solicit not only the best credit risks, but also give the 
border-line accounts a tair chance to prove their worth 
Collection follow-up three to four times each month by 
letter, phone or personal contact. Salesmen are required 
to assist in making collections from their past due ac 


counts.’ 


“We handle each account as a separate case and try to 
maintain a 45-50 day average.” 


W oll with the punches. We sell, to considerable 
degree, on a very hazardous credit market. because the 
fairly well capitalized contractors (and some industrials 
buy at either factory cost or close to it. We try to adhere 
to our terms of sale as much as possible, generally sus 
pending an account more than 30 days past due. Wher 
in account becomes 90 davs delinquent we refer it to 


collection agency 


“We judge account for account—on its own merit.” 


Our policy ts very strict, but we have to go along with 
slow-paying contractors and industrials or stand a chance 
of losing the business. We are an independent distributors 
and the long credit extended to accounts by “chair 


houses is hard on our position of trying to be strict. We 


only try to better our credit position month by mont 


“We sell customers in whom we have confidence and keep 
close tab on those who fail to discount each month.” 


| 


“Unless spec rrangements have been made. we allow 


reat 
the cash discount which may be in effect on the particular 
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CREDIT AND COLLECTIONS After stating their 
credit policies (see below) 78.7 of the distributors an 


swering reported they were satisfied with the set-up. O! 
the other 21.3%, 54.1 indicated that they were consid 
ering making a change in policy. Consensus of change 
get tougher and possibly adopt interest penalties on de 


linquent iccounts The average bad debt loss as a pe! 
cent of sales was .46 The range was trom .0O75 
ill the way up to 7 +5 of those answering said 


they had a full-time credit manager. The total cost per 
year for performing the credit function was $1,115,450. 
The average, per answering distributor, was $7,196.45. 


commodities purchased provided remittance Is made 


1 before 10th of month following date of purchase 


“Open accounts wherever possible, even slow ones. 


If customer is 30 days in arrears, Nn ( ves a letter 
It there are no results, another lette il 0 davs. If this 
does not do the job, he’s put on C.O.D. and h iccount 
turned over to a collection agency. Ordinarily, accounts 
that run over 30 days are made C.O.D. until paid in tull 
If account ts questionable ifter payment made it s 
kept on a C.O.D. basis. Any account from 6 t 2 months 
delinquent 1s turned over t n attorney fo! ttlement 
r suit 
We're loose. We extend ourselves on bonded jobs. Ma 
iccounts are moral risks. Very few can give a D & B or 
inv financial statement at | 
“Firm! . . . But understanding.” 

We re iM bl] dul nber { 
counts are becoming slow. The customers expect you to 
ve away the material and tt finance them for 2? to 
months besides! As a general 1 ( Wi elect our accounts 
ind if the dont discount tt I ) s A certainly VOUId 

ither not have their bus 


“Our policy varies with jobs and customers. Want to 
make changes but don’t know how.” 


Wie illow eacn disco i it ip lk ul ist Ol tf . TOHOW I x 
month—but no late! [his function of credit is ou 
biggest headache as most contractors cannot pi withio 
the regular time period. We have not found a satisfac 
tory solution. We would like to see tl Whole industry 
ad I ) tandard hd ) t 


“We get everybody into the credit act—management, the 
credit manager, inside and outside salesmen—and keep 
pressure on. It usually works, too.” 
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PRODUCTS 


> 
- * - 
~ SSO Se emg ae 
be 7 . r a? 
% 


FYPES of products stocked and sold by 
distributors changed slightly over a 
two-year period. Median establishment 
regularly carried stock (including con 
signed) valued at $100,000-250,000 


Some Added, Some Dropped 


—But Dollar Investment Grows 


More distributors handled apparatus and supplies-type lines in 
1958 than in 1956, fewer handled appliances. In same period, 
number with product investment of $100,000 and over increased. 


WO over-all trends emerge from a comparison of 

the types of products handled by electrical dis 

tributors in 1956 and 1958 and the dollar invest 
ment they had in these products for those two years 
Ihe trends are 

sd Slightly large! percentages Of establishments handled 
specific apparatus and supply-type products in 1958 than 
in 1956. There was a corresponding—but sharper 
drop in the percentages of establishments handling ap 
pliance-type products 

e Dollar values of inventories increased from 1956 
to 1958. In 1958, 69.3 ot the establishments studied 
regularly carried stocks valued at $100,000 or more. For 
1956, however, the figure was 63.4‘ 

Part of the explanation for these changes lies in varia 
tions in the sample groups—more establishments were 
included in the 1958 tabulation ilso, some establish 
ments appearing in the 1956 analysis did not figure in 
the 1958 tabulation. The major explanation, however 
lies in the fact that these changes have actually occurred 
¢ Down to Cases—Here is a product by product pic 


ture of these changes (a finer state analysis is tabled o1 


fhe following five pages) 

e Electrical Supplies —100 f the establishments in 
luded handled this wide and loosely-defined group of 
products in 1956 and 1958 

® Commercial Lighting—97.2 handled it in 1958 as 
igainst 96.5 in 1956 (a gain) 

@ Industrial Lighting Ye handled it in 
igainst 96.1% in 1956 (a gain) 

@ Residential Lighting—s&? 
igainst S13 in 1956 (a gain) 

© Motors—47.3° handled them in 1958 as against 


2.5% in 1956 (a drop) 


handled it in 1958 as 


e Motor Controls—93.8 handled them in 1958 as 
igainst 89.7 in 1956 (a gain) 
@ Distribution 


items in 1958 as against 89.6 in 1956 (a gain) 


Equipment— handled — these 
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e Converters and Rectifiers—19.2 handled them in 
1958 as against 18.6% in 1956 (a gain) 

e Pole Line Equipment—50.8% handled it in 1958 
is against 52.2% in 1956 (a drop) 

e Testing Instruments—48.i% handled them in 1958 
is against 46.4% in 1956 (a gain) 

© Power Tools—66.8% handled them in 1958 as 
against 62.8% in 1956 (a gain) 

e Electric Heating—78.9% handled it in 1958 as 
igainst 73.5% in 1956 (a gain) 

e Sound and Signaling Equipment—72.4 
in 1958 as against 65.5% in 1956 (a gain) 

e Fans and Ventilating Equipment—96.2 
n 1958 as against 96.2% in 1956 (no change 


handled it 


handled if 

e Air Conditioners—35.9% handled them in 1958 as 
igainst 48.6% in 1956 (a drop) 

e Electric Housewares—47.8% handled them in 1958 
is against 52.0% in 1956 (a drop) 

e¢ Major Appliances—13.1% handled them in 1958 
is against 21.0% in 1956 (a drop) 

e Television and Radio—15.1 handled them in 
1958 as against 20.5% in 1956 (a drop) 
¢ Customers Confirm—An analysis of changes in the 
72) confirms the decline in ap 


pliance-type business for the electrical distributor. The 


customer mix (page 


‘lectrical contractor and the industrial plant have be- 
come bigger customers for the electrical distributor 
vhile the retail dealer has become a diminishing one 
e Inventories Up—Based on information received early 
in the years covered, a comparison of the dollar values of 
nventories (including consigned) regularly carried re- 
veals these upward trends 

® Over $500,000—carried by 9.2% of establishments 
in 1958 as against 9.1% in 1956 

@ $250,000-500,000—carried by 18.8 in 1958 as 
igainst 17.3% in 1956 

® $100,000-250,000—carried by 41 n 1958 as 


+4 


against 37.0% in 1956 
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Number of 
Establishments 
Included Electrical Commercia Industrial 
Supplies Lighting Lighting 
~ ai : “ " cae é . . 
1956 1958 1956 1958 1956 1958 1956 1958 
} } 
Alabama 11 15 100.0 100.0 100.0 100.0 | 1000 100.0 
Alaska n.a n.a. n.a n.a. na n.a. n.a n.a. 
Arizona 5 5 | 100.0 100.0 100 100.0 10 100.0 
Arkansas 3 10 | 100.0 100.0 100 < 100.0 100 90.0 
California 60 77 | 100.0 100.0 98 3 100.0 100. 97.4 
, , 
Colorado 6 s | 100.0 100.0 833 100.0 83.3 100.0 
Connecticut 18 24 | 100 ( 100.0 100.( 95.8 100 95.8 
Delaware 2 2 100 100.0 100 100.0 100 100.0 
. District of Columbia 9 2 | 100. 100.0 100.( 100.0 100 100.0 
Florida 20 24 | 100.0 100.0 100 91.7 100 87.5 
, > 
Georgia 24 18 | 100.0 100.0 96. 100.0 1,00 100.0 
. Hawaii 3 3 100. 100.0 1 100.0 100 100.0 
Idaho 2 2 100 < 100.0 10 100.0 100 100.0 
IMinois 67 67 | 10 100.0 74 100.0 97 100.0 
Indiana 28 31 | 100.0 100.0 96.4 100.0 100.0 
' ! ' 
lowa 19 27 100 100.0 100 100.0 89 100.0 
Kansas 13 7 | 100.¢ 100.0 1 100.0 1 100.0 
Kentucky 12 11 100 ¢ 100.0 10 90.9 1 ) 81.8 
Louisiana 18 17 100 100.0 10 100.0 1 100.0 
Maine 1 2 |} 100 100.0 100.0 100.0 100.0 
' ' ; 
Maryland 10 11 100 < 100.0 1 90.9 1 90.9 
Massachusetts 42 43 100 .( 100.0 95.9 97.7 1 100.0 
Michigan 47 49 100 100.0 10 98.0 100.0 
Minnesota 14 16 | 100 100.0 1 93.8 1 93.8 
Mississippi 11 ~ 10 100.0 09 100.0 09 100.0 
t ’ ; 
Missouri 26 30 10( 100.0 96 96.7 6 9 96.7 
Montana B 6 100 100.0 1 100.0 87 100.0 
Nebraska 7 11 | 100 100.0 1 100.0 100.0 
Nevada 4 4 10 100.0 10 100.0 75.0 
New Hampshire 9 3 |} 100 109.0 1 100.0 100.0 
, + , 
New Jersey 3 54 100 100.0 1 94.4 8 98.1 
New Mexico 2 3 100 100.0 1 100.0 1 100.0 
New York 94 98 100 ( 100.0 % 8 94.9 68 99.0 
North Carolina 31 24 100 100.0 96 8 100.0 ? 100.0 
North Dakota | 4 | 100 100.0 100.0 100.0 
; ; ; ; 
Ohio 49 57 101 100.0 94.7 89 8 96.5 
Oklahoma 13 10 | 100 100.0 100.0 100.0 
Oregon 14 - 100 100.0 29 100.0 29 87.5 
Pennsylvania 89 72 100.0 3.9 98.6 ? 97.2 
Rhode Island ~ 5 1 100.0 100.0 1 100.0 
j , , , 
South Carolina . 12 100.0 91.7 100.0 
. South Dakota 7 10 100.0 ! 100.0 100.0 
Tennessee 2 16 1 100.0 ? 93.8 8 93.8 
Texas 46 45 10( 100.0 7.9 91.1 3¢ 97.8 
Utah 3 3 | 100 100.0 6¢ 100.0 3.3 100.0 
; ; ; 
Vermont 3 3 | 10 100.0 100.0 1 100.0 
Virginia 10 21 106 100.0 100.0 100.0 
Washington 20 15 | 106 100.0 } 100.0 8 100.0 
West Virginia 15 10 10 100.0 100.0 86.7 100.0 
Wisconsin 18 20 |} 100. 100.0 89 100.0 89 95.0 
Wyoming n.a 1 na 100.0 n.a 0.0 0.0 
' t y 
988 1,094 | 100 100.0 2 97.2 2 97.7 


| 
| 
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Distribution Converters 
Equipment | and Rectifiers 
| 


1956 1958 1956 1958 


Alabama 4 .C : ‘ 93.3 0. 7.0 
Alaska 7* eas a. na. | n.a n.a. 
Arizona ) ( 100.0 
Arkansas 90.0 
California 


20.0 
10.0 


| 
| 
93.5 | 10 14.3 


ws | «693.3 25.0 
Connecticut 100.0 22 2 20.8 
Delaware 50.0 C 0.0 


Dist. of Columbia ’ ' me) 50.0 | ¢ 0.0 
Florida : ‘ ) 16.9 79.2 48 4.2 


Colorado 


Georgia 77.8 19 16.7 
Hawaii 100.0 ( 33.3 
idaho i : 50.0 ) 0.0 

¢ ( 95.5 13.4 16.4 
90.3 35.7 38.7 


iinois 
Indiana 


lowa 4 . 4 4 92.6 91.1 59.3 
Kansas ‘ ) : 1 ¢ 95 100.0 ] 42.9 
Kentucky s é s 71.7 1 100.0 16.7 18.2 


Louisiana , 3 94.1 27. 11.8 
Maine s J 100 100.0 ) 0.0 


Maryland . 5. 1 100.0 10.( 18.2 
Massachusetts 81 . . ) 95.% 97.7 26.9 25.6 
Michigan / 97 95.9 27 14.3 
Minnesota 2.9 . 4 5. 2.9 11.4 81.3 ) 12.5 
Mississippi ‘ 4 : } 1 ( 87.5 1 25.0 


Missouri 3. é 6. 96.9 100. 13.3 
Montana , 3 7 66. 125 16.7 
Nebraska $ j 1 81. 43 0.0 
Nevada 5 . 1 100. ) 50.0 
New Hampshire .0 6. 1 100. 33.3 


New Jersey : { 5 ; 98. 27.8 24.1 
New Mexico . 1 @) J ( 0.0 
New York s g. »4 1 91. 94 17.3 
North Carolina ) . { 29. 83.4 95. 16.1 16.7 
North Dakota mi 1 .0 00 75.  ¢ 25.0 


Ohio ‘ 14 ; ¢ 37.8 96. 3 14.0 
Oklahoma yj 69 >. 100 80. } 8 30.0 
Oregon 1.4 7.5 , ( ’ 28 12.5 
Pennsylvania } { 38. ) 85.4 94. 1 23.6 
Rhode Island 52. ; 87 ’ 37 25.0 


South Carolina 5.¢ ii 81 . ( 8.3 
South Dakota af 9 1 ‘ 6.7 42.9 
Tennessee ¢ 81. a ? 1 < 20.0 18.8 
Texas { . J 3¢ 1 12 17.8 
Utah O¢ 66. 66.7 ¢ ] s 0 0.0 


Vermont 6. 66.7 . ( 33.3 
Virginia ) C 3. 80.0 0 19.0 
Washington 3 ‘ 3 6. 80 .( 5 20.0 
West Virginia } 0 é ) } 80 ¢ ¢ 0.0 
Wisconsin ) 35. 0 8° , 15.0 
Wyoming . 0 n.a 0.0 


19.2 
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May, 


Pole Line 
Equipment 


1956 1958 


60.0 
n.a. 
20.0 
20.0 
48.1 


66.7 75.0 
38.9 16.7 

100.0 100.0 
0.0 

38.1 25.0 


22.2 
100.0 
50.0 
31.3 
51.6 


74.1 
85.7 
36.4 
70.6 

0.0 


72.7 
55.8 
36.7 
62.5 
62.5 


56.7 
16.7 
90.9 
100.0 
66.7 


53.7 
66.7 
51.0 
50.0 
75.0 


42.1 
70.0 
62.5 
55.6 
37.5 


66.7 
100.0 
68.8 
60.0 
100.0 


33.3 
66.7 
40.0 
70.0 
40.0 

0.0 


50.8 


Testing 


Instruments 
1956 1958 


53.3 
n.a. 
40.0 
40.0 
51.9 


75.0 
50.0 

0.0 
50.0 
29.2 


38.9 
33.3 

0.0 
38.8 
67.7 


66.7 
57.1 
27.3 
58.8 

0.0 


54.5 
46.5 
44.9 
37.5 
62.5 


50.0 
33.3 
36.4 
75.0 
33.3 


61.1 
33.3 
49.0 
79.2 
75.0 


47.4 
40.0 
50.0 
47.2 
75.0 


33.3 
85.7 
37.5 
46.7 
33.3 


66.7 
42.9 
20.0 
20.0 
30.0 

0.0 


48.1 
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Electr 
Heating 


1956 1958 


93.3 
n.a. 
100.0 

60.0 

93.5 


62.5 
83.3 
100.0 
50.0 
79.2 


83.3 
33.3 
50.0 
71.6 
90.3 


81.5 
71.4 
72.7 
64.7 
100.0 


81.8 
72,1 
79.6 
68.8 


53.3 
100.0 
63.6 
100.0 
100.0 


81.5 
66.7 
80.6 
87.5 
50.0 


68.4 
90.0 
100.0 
70.8 
75.0 


75.0 
100.0 
100.0 

82.2 

33.3 


100.0 
85.7 
100.0 
80.0 
70.0 
c.0 


78.9 





Alabama 
Alaska 
Arizona 
Arkansas 
California 


Colorado 
Connecticut 
Delaware 

Dist. of Columbia 
Florida 


Georgia 
Hawaii 
Idaho 
Ilinois 
Indiana 


lowa 
Kansas 
Kentucky 
Louisiana 
Maine 


Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 


New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 


Ohio 
Oklahoma 
Oregon 
Pennsylvania 


Rhode Island 


South Carolina 
South Dakota 
Tennessee 
Texas 


Utah 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 

















Air 


Conditioners 
1956 1958 
54.5 27.0 

na n.a. 


0.0 0.0 
100 30.0 


0 
50.0 42.9 


25.0 
25.0 
50.0 
50.0 

8.3 


11.1 
33.3 

0.0 
44.8 
61.3 


63.0 
28.6 
9.1 
29.4 
0.0 


18.2 
37.2 
34.7 
50.0 
50.0 


33.3 
50.0 
18.2 

0.0 
66.7 


29.6 
33.0 
37.8 
16.7 
75.0 


43.9 
30.0 
50.0 
29.2 
37.5 


0.0 
57.1 
43.8 
35.6 

0.0 


100.0 
42.9 
33.3 
30.0 
55.0 

0.0 


35.9 











Electric 
Housewares 
1956 1958 
27.3 47.0 
n.a n.a. 
0.0 0.0 
100.0 40.0 
48 3 35.1 


50 50.0 
41.7 

50.0 

0.0 

33.3 


22.2 
33.3 

0.0 
58.2 
71.0 


85.2 
57.1 
18.2 
52.9 
100.0 


54.5 
51.2 
34.7 
50.0 
37.5 


46.7 











Major 








Television 


and Radio 


1956 1958 


27.3 20.0 
n.a n.a. 
0.0 0.0 

co 10.0 

16.7 7.8 


33.0 12.5 
22.2 12.5 
50.0 0.0 

0.0 0.0 
14 0.0 


16 5.6 
33 
50 
11 
92 


10 
38 
16 
22 

0 


20 
38 
16 
28 
36 


15 
14 
25 

0 


11 

50 
20 
16 
50 


22 
23 
21 
24 
12 


18 
33 





Over 
$500,000 


1956 


94 
n.a 

0.0 
0.0 
8.5 


0.0 
0.0 
0.0 
0.0 
23.8 


0.0 
33.3 

0 
13 

3 


1958 


0.0 
n.a. 
0.0 
10.0 
10.8 


0.0 
0.0 
0.0 
0.0 
8.3 


0.0 
0.0 
0.0 
11.3 
0.0 


6.3 
0.0 
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$250,000- 
$500,000 


$100,000- 
$250,000 


$50,000- 
$100,000 


$30,000- 
$50,000 





1956 


9.1 

n.a 

0.0 
33.3 
415.3 


33.3 
22.2 
50.0 
50.0 

7.3 


12.0 
0.0 
0.0 
9.0 


1958 


13.3 
na. 
0.0 
0.0 
20.3 


25.0 
22.7 
0.0 
100.0 
16.7 


11.1 

0.0 
50.0 
16.1 
30.8 


25.0 
28.6 
10.0 
6.3 
100.0 


22.2 
10.0 
20.8 
18.7 
12.5 


20.0 
25.0 
36.4 
0.0 
0.0 


13.2 
33.3 
18.7 

8.7 
25.0 


23.2 
40.0 
14.3 
19.4 

0.0 


9.1 
25.0 
25.0 
27.3 
33.3 


33.3 
10.0 
40.0 
11.1 
15.8 
100.0 


18.8 








1956 


279 
na 
60.0 
33.3 
39.0 


50.0 
61.1 
50.0 
50.0 


1958 


33.3 
n.a. 
100.0 
30.0 
41.9 


75.0 
50.0 
50.0 

0.0 
33.3 


50.0 
100.0 
0.0 
48.4 
38.5 


43.7 
42.9 
20.0 
37.5 

0.0 


55.6 
40.0 
47.9 
68.8 
12.5 


30.0 

0.0 
27.3 
75.0 
33.3 


52.8 
33.3 
31.9 
39.1 
75.0 


35.7 
40.0 
57.1 
43.3 
62.5 


27.3 
50.0 
50.0 
31.8 

0.0 


33.3 
55.0 
20.0 
44.4 
31.6 

0.0 


41.3 
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1956 


36.4 
n.a 
40.0 
33.3 
33.9 


0.0 
11.1 

0 

0 
28 


36 
33 
50 
23 
14.3 


31 
23 
25 
22 

0 


10 
22 
31 
14 
54 


38 
50 
14 
25 


0 


1958 
46.7 
n.a. 

0.0 


20.0 
25.7 


0.0 








1956 1958 


18.2 
n.a 
0.0 
0.0 
Pe 


16.7 


6.7 
n.d. 
0.0 
30.0 
1.4 


0.0 
13.6 
0.0 
0.0 
8.3 


5.6 
0.0 
0.0 
4.8 
0.0 


0.0 
14.3 
0.0 
6.3 
0.0 


11.1 
7.5 
2.1 
6.3 
0.0 


10.0 
0.0 
0.0 





¢ 
> 
> 


1956 


20,000 


30,000 


1958 


0.0 0.0 


n.d 


0.0 0.0 
0.0 10.0 


0.0 


0.0 
0.0 
0.0 
0.0 
0.0 


0.0 
0.0 
0.0 
0.0 
7.7 








$10,000 
$20,000 
1956 1958 
00 0.0 
na n.a. 
0.0 0.0 
0.0 0.0 
0 0.0 


0.0 
0.0 
0.0 
0.0 
0.0 





LIGHTING 


Specialization 


At a Standstill 


U.S. distributors increased percentage of 
lighting, pole line equipment departments 
slightly; electric housewares are down. 


Ihe Real Trend I 


] ’ 


Lighting —D 
rt ts. D 


| 


Electric Housewares. — Dist 
; } 


| 
cen 
R ol W ae. (S.¢ 
Pole Line Equipment——D butors in 15 stat 
t p it departments. There were 


ley ment. Highest per 


LD 


Pole Line 
Equip 


ment 


Alabama 0 ( 0.0 
Alaska f n.a 
Arizona 

Arkansas 

California 


Colorado 
Connecticut 
Delaware 

Dist. of Columbia 
Florida 


Georgia 
Hawaii 
Idaho 
Illinois 
Indiana 


lowa 
Kansas 
Kentucky 
Louisiana 
Maine 


Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 


New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 


Ohio 
Oklahoma 
Oregon 
Pennsylvania 


Rhode Island 


South Carolina 
South Dakota 
Tennessee 
Texas 


Utah 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 
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1 


CLIMBING line on gray 


tr 
l 


erectrica Olesale 


Getting Younger 
All the Time 


New establishments, new branches: two 
big reasons why the average establish- 
ment age has jumped 4 years to 1936. 


S the electrical industry 
cal wholesaling industry. | 
presented the first “Basic Dimer 

May "52, p. 131) 
tributor has been on the move 
finding new sites. In addition 
of new blood to the industry 

When measured seven \ 
establishment of i [ 
ment wa 1925 Ihre 
1932. In 1958 the 
e Two Factors—Pe! 
this change in the av 
independent electrical 

e New establishmet 

e Branches have 

Ii i minor extent 

electrical distributors 
acquisition of these firms 
lishments in the industry 
e Finding the Trend--Some otf 
tling jump in the average year of establ 
1956-58 (see table t rioht Other 
ing a Significant change, seem to have 
degree. This is due to the fact that 
is a comparatively small number of « 
any changes or additions 
vear of establishment const 
Conversely, states having many 
have their average vear affected 
or firms, thus giving 


trend 
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Alabama 
Alaska 
Arizona 
Arkansas 
California 


Colorado 
Connecticut 
Delaware 

Dist. of Columbia 
Florida 


Georgia 
Hawaii 
Idaho 
Illinois 
Indiana 


lowa 
Kansas 
Kentucky 
Louisiana 
Maine 


Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 


New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
— FT 

Ohio 
Oklahoma 
Oregon 
Pennsylvania 


Rhode Island 


South Carolina 
South Dakota 
Tennessee 
Texas 

Utah 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 





COUNTER salesmen are working OUTSIDE salesmen are concentrating 


harder, see more business at counter on a bigger area for more sales 


Optimistic Outlook for This Year 
ls Seen by the Typical Salesman 


Today's distributor salesmen are experienced personnel work- 
ing hard to offset the effects of the past recession. Most are 
traveling further, calling on more prospects in a bigger area. 
Working for the typical independent firm (see table) is an aver- 


age of 4.2 outside salesmen and 3.8 inside salesmen—8 in all. 


N THE main, the typical electrical wholesaler’s sales things are clear: although the radius of his territory ts 
man has the same basic desires, duties and experi larger (134.7 miles) than it was five years ago (97.5 
miles), he is traveling less each month on business this 
year (1,049 miles) than in 1954 (1,716) miles 

Although he now is traveling fewer miles, his total 


ences today that he had five years ago 
here are exceptions, however! These very definitely 
reflect the changing times, the changing methods of sell 


ing and the recession which ts past 
¢ Good Days Ahead—Anticipating future business, the 
typical distributor's salesman is extremely optimistic. Of 
those who expressed their feelings, 84.7% said they ex 
pected an increase in business for 1959. This is com 
pared with 63.3% who answered in the affirmative in 
1954. This opinion is of particular interest following the 
recession 
Only 15.2 
year. 0.1 see no change from 1958 


foresee a decrease in business for this 


Specifically, the forecast of salesmen ranged from an 
increase of from 5% to 50%. Most believed there would 
be a 10° 


sO optimistic, most saw a decrease of 10% 


increase in business. Of those who were not 
Also reflecting the effects of the recession is the amount 


of territory covered by the typical salesman in relation 
to the number of customers upon whom he calls. Two 


86 


number of accounts has increased from 92.4 in 1954 to 
123.6 at present. This means that—probably because of 
the recession—salesmen are hitting harder in their ter- 
ritories, calling on more prospects in a bigger area 

In addition, the percentage of customers in all cate- 
gories contractors, industrials, dealers, commercials, 
institutions and municipalities, utilities and REA co-ops 

has increased in the past five years. Contractors still 
make up the largest per cent of the salesman’s accounts 
35.9% . Industrial and dealer customers are next, making 
up 30% each of the salesman’s accounts 
e Vital Statistics—The typical electrical wholesaler’s 
salesman is experienced, having been in the overall whole- 
saling business 10.6 years 

In a selling capacity, he has been a salesman 9.6 years, 
ind has worked for 1.7 electrical wholesaling companies 
At his present job, he has been working 7 years 
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More than half (56.5%) nave gained selling experi 
ence solely in the electrical wholesaling field. And as a 
typical procedure, 70.3% have achieved their present 
positions by coming up through the ranks. This com- 
pares with the 77.4% who came up through the ranks 
five years ago 

Basically, each salesman has spent 1.9 years in ship 
ping-receiving, 3.4 years at the city counter, 3 years on 
inside sales and 7.3 years on outside sales 

Most salesmen are paid on a salary basis today (40% ) 
This is in contrast with the majority figure in 1954 
(48.4%) who received salary plus commission. At pres 
ent, 38.3% receive a salary plus commission. Straight 
commission is given to 19.1%. Mainly, most (68.4°¢ ) 
are Satisfied with their present compensation setup 
e Earnings Unchanged—In the past five years, the earn 
ings of the typical salesman have changed very little 
In 1954, most (47.6% ) were earning between $4,000 and 
$6,999 annually. Now, 55% earn the same amount 
Here again, this is probably due to the decrease in sales 
caused by the recession 

Fewer are earning $7,000-$9,999. These amount to 
24.2% compared with 34.9% in 1954. Several salesmen 
said their salaries had been cut during 1958 to compen 
sate partially for the lack of business 

The typical salesman today prefers active sales work 
While 86.5% said they preferred this type of work 
57.9% also indicated they had no desire to hold an 
executive position behind a desk 
e The Personal Side 
old. The majority is married and has two children. Most 
(97.9% ) have attended high school, while 42.8 have 
attended college. Of those who were in military service 
52.1 served during World War II. With the exception 
of two who served during World War I, the remainder 


Today's salesman is 39.8 vears 


are Korean veterans 

A greater percentage (84.6 ) own their own homes 
than in 1954 (79.9%). Despite the recent tightening of 
money. those who own are paying more than they did in 
1954, another indication of the optimistic outlook for tt 
future 

While the largest percentage (51.8°°) owned homes 
valued between $10,000 and $14,999 in 1954, the figui 
dropped this year to 45.8%. Although most salesmen 
still own in this category, a jump is noticeable in th 


$15,000-$19,999 price range. In 1954, 22.1% owned 


~ 


this group. Today, the figure has increased to 2 
e Sells Himself—In practicing what he preaches, the 


R 


typical salesman has a 100-amp electrical service in his 


home. This figure shows 57.1% for this year compared 
with 37.8% five years ago. At present, 34.9 I 
60-amp service and 8% have 200-amp service 

As for transportation, 92.1% own one car, compat 
with 87.7% in 1954. About 6 own two cars now. Th 
average car owned is a 1954 model 

Most salesmen like to travel on their vacations 
even after using a car extensively for business purposes 
(average: 1,049 miles per month), 90.1 still like to 
use this form of transportation on their free time. Most 
of the remainder (9.2%) like to fly to their vacation 
destinations. Only 0.7% travel by train 

Sports play an important part in the habits of the 
typical salesman. For instance, 38.6‘ 
26.4% enjoy bowling, 20.7% like to hunt and fish and 
14.3% participate in some form of baseball, softball 
football or basketball 

On the following three pages is a detailed statistical 
comparison between the 1954 survey and the answers 
to the same questions for 1959. The statistics for this 
year were received from 140 salesmen: 75.5°7, outside: 
13.7, countermen, 10.8°, inside. 


like to play voll 
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Alabama 
Alaska 
Arizona 
Arkansas 
California 


Colorado 
Connecticut 
Delaware 

Dist. of Columbia 
Florida 


Georgia 
Hawaii 
Idaho 
Hlinois 
Indiana 


lowa 
Kansas 
Kentucky 
Louisiana 
Maine 


Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 


New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 


Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 


South Carolina 
South Dakota 
Tennessee 
Texas 


Utah 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 





Sales Personnel (cont.) 





The Typical Distributor Salesman— 


He has been in the electrical whol: 


saling business 


He has been a salesman in the elec 
trical whole saling business 


| 


Since entering the electrical whole 
saling business he has w rked fo 


He nas beer 


achieved 


His selling experienc: 


way about h 
compensation 


His earnings last year w 


He travels approximately thes« many 


miles per month « 


He makes approxir 
calls in the aver 


10.6 years 


9.6 years 


7 companies 


coming up through the ranks 
(70.3% did) 


solely to electrical wholesaling 
(for the majority: 56.5°c) 


salary 

(40° receive salary; 38.300, salary 
plus commission; 19.1°°, straight 
commission; 2.6°c, other) 


satisfied 
(68.4°° are) 


$4,000-$6.999 
(2.8 earned $2,500-$3,999; 55%, 
$4.000-$6,999; 24.2°, $7,000-$9,- 
000; 12.15, $10-15,000; 5.9%, 
over $15,000) 


134.7 miles 
(range: 6 miles-1,000 miles) 


1,049 miles 


traveling same or less this year 


8.1 calls 
(range: 3 calls-25 calls) 


123.6 accounts 

(they include 35.9 contractors, 30 
industrials, 30 dealers, 13.1 com- 
mercials, 6.2 institutions, 8.4 mu- 
nicipalities, utilities REA co-ops) 
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He feels this way about business 
prospects for this year 


He feels this way about holding an 
executive position behind a desk 


He prefers 


His age is 


His formal education includes having 


attended 
He served his country ir 
He 


owns Ni 


The approximate value of his home 


in this rang 


The size of the electrical servic: 





nis nome S 
He wns 
The car he owns Is 


When it comes to clubs and gro 
activities he 
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Five Years Ago 


and Today 


tin optimistic 
. ae | . & = 
( (84 see an increase; 15,2 
decrease: 0.1 no change) 
wouldn't want it 
) f I (87.9 feel that way) 
i ne sales work 
(86.5 do} 
) 39.8 vears 
married 
8.5 are) 
two children 
high school 
(97.9 attended high school; 42.8 
i. I ittended college) 
W W World War Il 
(SZ.3 did) 
own home 
84.6 dao) 
M0-S14.999 
2 on homes worth $5,000 
5.8 S10.000-$14.999: 
28 $15.000-8$19,999: 12.6 
2 0-$24,.999; 4.4 $25,000 
S79 9 0.45 40, 000-834.999.- 
, — ) os ) 
100 amps 
57.1 have 100-amp service: 
34.9 have 60-amp. service: & 


200-amp. service) 


( if 

2.1 do) 

54 model 

[ 

j | n to fraternal orders: 

) to church clubs: 24,2 to 
civic organizations: 21.1 to vet 
ran rgvanizations: 14.8 to pro 


CONTINUED 














Typical Salesman—Five Years Ago and Today (cont. 


Clubs and Activities golf clubs; 9.4% to country clubs; fessional societies; 7% to golf clubs; 

(continued) 11.4% to alumni associations; 9.3% to country clubs; 15.6% to 
4.8% to political clubs; 14.8% to alumni associations; 2.3% to politi- 
others) cal clubs; 8.5% to others) 


The rate of his church attendance is high high 


(57.3% attend regularly) (69.1% attend regularly) 


With his present job, he is basically atisfied satisfied 
(82.6% are) (81.2% are) 


Those who are traveling more on 693.9 more miles this year 1567.4 more miles this year 
business say they cover (24 say this) (72.3% say this) 


In traveling, he is gone from home | days per month 9 days per month 


The functions of some include specialization specialization 
(37.5 are specialists in electric (9.2% are specialists in electric 
heat, motor controls and lighting) heat, motor controls and lighting) 


Some of his training involves sales courses sales courses 
are taking product or (15.7% are taking product or 
courses) speech courses) 


He has an expense account expense account 
S.1 do ) (56.8 do) 


During his vacation, he likes to travel 
10% by (90.1% travel by car; 9.2% by 
5 by bus) plane; 0.7% by train) 


He is a man who likes sports sports 
(35 like to play golf; 28.3% (38.6% like to play golf; 26.4%, 
hunting and fishing: 20.1%, bowl bowling; 20.7%, hunting and fish- 
ing; 16.6, baseball) ing; 14.3°, baseball) 


He spends 23 per year on sports $240.28 per year on sports 


His business entertaining varies 9.4% do; 40.6% don't 38.3% do; 61.7% don't 


For entertaining business associates, $3.20 per month $60.02 per month 
he spends 
For periodic gifts, he spends 215.37 per yeat $216.07 per year 


On business calls, he prefers to wear a business suit business suit 
(78.6% prefer suits; 21.4% prefer (55.8% prefer suits; 44.2% prefer 
sports clothes; of the total, 66.6% sports clothes; of the total, 50% 
wear hats) wear hats) 


Reprints of “Changing Dimensions” are available at the following rates: 1-49 
copies, d0¢ each: 50 copies and over, 40¢ each. Address orders to Reprint 
Dept., ELECTRICAL WHOLESALING, 330 W. 42nd St., New York 36, N.Y 
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Your Crouse-Hinds Distributorship Insures... Your Crouse-Hinds Distributorship Insures... 
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We think of our distributors 
as partners in the marketing of our 
products. In that spirit we strive to do 
our part—as explained on these pages. 


In that same spirit we look for our 
distributors to do the same. With this 
in mind it is natural that proved, 
reputable firms are favored for 
appointment as distributors. This does 
not necessarily mean the largest firm 
in a given area. It does mean 
aggressive, forward-looking outfits 
who know that building a reputation 
for quality and completeness of stock 
and prompt, dependable service 
pays off in growing profits. 


Your Crouse-Hinds Distributorship Insures... 


in these three ways... 


AUTHORIZE O 


No direct factory- 
to-customer competi- 
tion. All sales devel- 
oped as a result of work 

OAPORTUN/ TIE S Al by Crouse-Hinds field 

—~|i men are funneled 
through local distribu- 
tors. No two-timing... all the leverage on sales 
opportunities is in your hands. 





One price, one discount for all. All Crouse- 
Hinds distributors are treated alike. List prices, 
discounts, terms, delivery and field service are the 
same for all. No “Special” discounts: Every last 
penny goes into the superior quality of products, 
service, and promotion of your opportunities. 


Distributorships are strictly limited to the 
number required adequately to serve a given 
area .. . assuring maximum potential for each 
distributor. 

A Crouse-Hinds Field Representative 


does not recommend the patronage of one distrib- 
utor over another. 





Your Crouse-Hinds Distributorship Insures... 


Products 


“Condulets* or approved equal” is a standard 
notation on spec sheets all over the country. This 
is a result of the proved quality, durability, and 
design leadership of the world’s most complete 


line. Here are just a few Crouse-Hinds “firsts 


First complete line of explosion-proof equip- 
ment a head start for you in the rapidly 
expanding market for explosion-proof and dust 
ignition-proof equipment in hazardous locations 
Examples 

se 
; * 
| F } 
= 3 
“Ss 
The first approved lighting system 


for Class I, Groups A and B loca 
tions. l 


The first 
explosion-proof lighting fix- 
tures for mercury vapor 
lamps 


First cast conduit fittings 

uch fittings. Contractors kn 

re gular or sper ial fittings from \ 
ne “Condulet 


First complete line of enclosed floodlights { 


he iv) duty LiS¢ 
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Design 
Leadership 


Design Department: The Crouse-Hinds Design 
Department is the largest in our industry, han 
dling both new product design and application 
engineering. This enables us to make the many 
design modifications for special applications re 
quested by your customers 


Testing Laboratory: The Crouse-Hinds Testing 
Laboratory is the only one in existence. outside 
of the Underwriters’ Laboratories, that is fully 
equipped to test explosion proot equipment for 
all Classes and Groups under Article 500 of the 
National Electrical Code 


-— _———~ 


auton vA i : 


Underwriters’ Laboratories 

Relations: A senior Crouss 

Hinds engineer has the full 
time job of Underwriters’ Laboratories Coordina 
tor. Under his guidance, our engineering staff 
works very closely with UL, on all product devel 
opment. A UL inspector is in residence at ou 
plant most of every year 





Your Crouse-Hinds Distributorship Insures. 


no stone unturned to 
prospects with effective 
let him know that you are his 

or Crouse-Hinds products 
tblishment in short 
ct prospects into 
yu isers into regular customers 

1 these efforts i 
The Crouse Hinds Fir ld Re prese ntative 


n » gnited 
stions Sup 
rular meet 
CUSSIONS ON 

1bOWS how for 
nonstrations 
ind applications 


mm ike : 2 


dd j 


In } ee Fete cee nakes regular calls on 
edi n your territory. Helps 

tential y frequent talks 

customers 1 

Explains appli 

nts. Follows up 

ne im customer s 


purchas SCS Makes 
is up to date 
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Advertising 











Morthly Trade Advertising 


Most Complete Catalogs in the Business 
|= (MW) it tec the ( t rie 


Technical Literature, t 
? 


‘+ 


Distributors’ Helps: |) 


] 


National Trade Shows 


CROUSE@H INDS 


MAIN OFFICE AND smgegesoty VaRSUSE. sence — 


@ CONDULET” ELECTRICAL EQUIPMENT Guahintee pean and Conventional) @ FLOODLIGHTING 
@ TRAFFIC CONTROL SYSTEMS @ AIRPORT LIGHTING and WEATHER MEASURING EQUIPMENT 


These products are sold ey re an electrical distributors. be. pages engineering help. contact one 
of the tetowing offices: Bot B 


WHY SPACE IS 
FRONT-PAGE NEWS... 


ce 


eV EMMBEEPLAIN DEALER 


FREE U.S. Soldiers to Get 
Fegan Portable Atom Guns 


2 Small Nucleor 
Weapons Aum at 
Equolizing Reds 


Compact Clark Relays control 72 circuits 


from panel area smaller than a newspaper 


d integrated | 
lable today convertible po 
n, u versal pole, and time delay 
s it! And only Clark offers si 
I ge Of Operation, so many ¢ 


tacts, in a panel area of such small 


Shown mounted here with the Clark 
Size 1, Type “CY” Starter are 10 com 
pact Clark Relays which include four 
time delay contacts (two normally open 


two normally closed), 52 instantaneous Cc L A Fe K Cc O N T ae oO L 2 a iad 


contacts (14 normally open, 14 nor- 
Everything Under Control * 1146 E. 152nd St. Cleveland 10, Ohio Company 








REPUBLIC 


ELECTRUNITE E.M.T. 


were’s WHY SILWE:: y 
FINISH 


IN ~ 
NOW... hat mak loc fee 
LP 37% « STO 


4 Pm > 
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new product improvement 


NEW PROMOTION 
new profit potentia/... 


a 





THE BEST COSTS; LESS INSTALLED 
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Republic ELECTRUNITE" E.M.T. has everything ...in product! 
New, SiLver-colored SLIcK-inside finish makes wire pulling 
up to 37% easier. Easier to install, easier to sell! 

... bas everything in promotion! Biggest, most dramatic 
sales-building promotion that ever hit the trade. Everything 
you need to help you move stocks off your shelf and to the 
job. Attractive, dynamic direct mail, on-the-job reminders, 
and interesting pocket demonstration that goes anywhere 
your salesmen go to show why Republic ELECTRUNITE E.M.T. 


eee 


SILVERSLICK inside finish makes 
wire-pulling, up to 37% easier 
Wire pushing easier, too 


ao ae 


A 


is better. 

To put motion in your sales and to keep electrical contrac- 
tors coming back for more of everything you sell the trade 
—stock, promote, and sell Republic ELECTRUNITE E. M.T. 
Call your Republic representative for a demonstration of 
the “‘inside”’ story. 


REPUBLIC STEEL 
STEEL AND TUBES DIVISION 


“INCH-MARKED’® an exclusive 
sales feature that teams up with the 
ELECTRUNITE Bender for easier fabri- 


: cation and installation 


“GUIDE-LINED” newest sales feature 
for easier bending alignment and better 
visibility. Eliminates “wows On all 
popular sizes 





ACCEPTANCE first in preference by 
brand name in unbiased surveys an 
ELECTRUNITE feature 

Cleveland 8, Ohio 
BENDING INSTRUC- 
TIONS for ELECTRUNITE 
bending system... an 
ELECTRUNITE extra 


N.A.E.D. 51st ANNUAL CONVENTION 
Conrad Hilton Hotel — Chicago, Ill. 
May 24-27 Booth #316 


SSSSHSSESSSSSSESSSSSHSSESHEEEEEESEEEEEE 


Seeeseeeeeeseeeeeeeeseeeseeeeeeeeeee 
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from 

the world's 
largest 
exclusive 
fluorescent 
lamp ballast 
manufacturer 


KOOL KOIL SINGLE CASE BALLAST 
FLUORESCENT LAMP BALLASTS TO OPERATE VHO, SHO, PG LAMPS 


THERMALLY ACTUATED WGA VOT’ COLOR CODED LABELS FOR INDIVIDUAL PACKAGING OF 
PROTECTIVE DEVICE POSITIVE VOLTAGE IDENTIFICATON 


NATIONWIDE SERVICE FLB SERVICE 
STOCKING DISTRIBUTOR PLAN WARRANTY PROGRAM 


et 


SEND FOR FLUORESCENT 
LAMP BALLAST MANUAL 


"Aha acrt of the Lighting Indnstry’ ANNO naga 


TRANSFORMER CO. 


2950 NO WESTERN AVE CHICAGO 18 HA 
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What's 
in the 

package 
for 


ou? 


Firm Sales Policy, w. 


don’t sell to everyone our distributors 
are the “cream of the crop” who have 
discovered handsome profits by honestly 
representing Bryant products. In exchange 
for honest representation, we offer our dis 
tributors a firm price and discount structure. 
We do not believe in. or engage in, favor 
itism— because it is our conviction that 
everyone who sells Bryant products is en 


titled to his fud/ share of profit. Our built-in 


quality helps everyone maintain a full profit 
margin, despite cut-rate competition. 

What’s in the new Bryant package? The 
products, the service to help you and your 


salesmen create more sales 


Prod uct, of course 


of superior wiring devices. New product 


( omptete Line 


ideas . . . like the dramatic new Bryant 


Fashion Plate* and Tap-eez. 


Sales Help that extends far be- 
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yond printed material. Your Bryant repre 
sentative helps you cultivate customers 


depend on him. 


° 
Quality. » » every wiring device is 
engineered, designed and manufactured to 
the highest standards of quality and work 
manship . . . insuring the ultimate in lasting 


service for all Bryant products. 


Good Service, year in and 


year out, to every one of our customers 
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CHAMPION 
Stands out for 
VALUE 


Light/per/dollar . . . the measure of 

value in lamps . . . delivered in full 

measure by Champion lamps . 
sound reason for lasting sat- 
isfaction among Champion 
lamp users . . . invaluable 
sales asset for Champion 
Distributors. 





CHAMPION 


amps 





incandescent Fluorescent 
Your best buy in lamps 


CHAMPION LAMP WORKS, LYNN, MASSACHUSETTS, U.S.A. 
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They both know 
the best 
buy in tape... 


non-raveling 
straight tearing 

high tensile strength 
strong adhesion 
highly insulating 


for our latest catalog describing details 


== 


FRICTION .... RUBBER .... PLASTIC 


ACCURATE MANUFACTURING COMPANY 
Gartieid, New Jersey 
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Armoriokt Cables are easy t 


Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


i Cable e Va 
e Inter 
Shovel & Dredge ble Special Pury 
Paper & Lead Cable Aerial, U 
Submar 
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You can install (iss) Armorlokt in half the time — at half the cost 


lake a close look at the main illustration. With Tiger 
Brand Armorlokt Interlocked Cable, it’s a simple job 
to run power and light lines around a steel beam. We 
know, from experience on other jobs, that a conduit 
system would require about twice as much time to in 


stall. It would probably have required larger size cable 
because of the higher voltage drop and it woul 
ost about twice as mucl 

Greater current-carrying cape ty. For a given con 


a ipa 
ductor size, Armorlokt will have a higher current ca 
pacity than three single conductor cables pulled into 
a steel conduit. As an example, 500 MCM 3-conductor 
cambric cable with galvanized steel inte 
current-carrying capacity 
temperature of 85°¢ 


arnished 
locking armor will have a 
1 417 amperes with a copper 
hree single conductors of the same size in a steel con 
duit will have a current-carrying capacity of 380 am 
peres. Putting it another way, 350 MCM Armorlokt 
where 500 MCM would otherwise be re 


might serve 
a big saving in favor of Armorlokt 


juired in conduit 
Less material—less space. With Armorlokt, costly pipe 
fitting, bending and pull boxes are eliminated. Instal 
lation time is cut approximately in half. Space savings 
over conduit are common 


is high as 55 to 75? 
Greater layout flexibility. When distribution svstems 


ire laid out with easily-accessible 


readily-traceable 
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Armorlokt Cables, it is a simple matter to change ma 
chinery locations. This might well be a deciding factor 
in industrial plants 

Ease of maintenance. Armorlokt Cable permits the 


} Cable faults are 


maintenance 


rviced If Armorlokt I 


greatest possible ease of 


readily located and _ s« 


hecome damaged u simpl ert a s} é 

USS Tiger Brand Armorlokt Cable is a I 

age ratings from 110 t | ”) 

tainless steel, aluminum br mn tl 

vinvl chloride jackets er tl " or 

corrosive applications. For complete facts \ 
Ss t \ 


ican Steel & Wire, Dept. 977, 614 
N.W., Cleveland 13, Ohi 


USS } { 


American Steel & Wire 
Division of 
United States Steel 
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The value of a General Electric lamp franchise: 








EXCLUSIVE DISTRIBUTION OF THE 
LIKE THE NEW G-E POWER GROOVE 


... helps you sell more of everything...lamps, 
fixtures and distribution equipment! 





An important part of our success is due to the top-flight distributors on our 
team. In return for this, General Electric renews its pledge to furnish these 
distributors with the best lamps on the market . . . and also new ones that 
will build your business. For instance the new G-E Power Groove—world’s 
most powerful fluorescent at 15,000 lumens—is an example of how G-E Lamp 
Leadership is converted into distributor profits—because each new Power 
Groove installation you sell means new lamps, new fixtures, new cable and 
conduit—and new, better lighting levels for your customers. General 
Electric Co., Large Lamp Dept. C-922, Nela Park, Cleveland 12, Ohio. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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LATEST DEVELOPMENTS IN LAMPS... 
-THE FASTEST GROWING FLUORESCENT 


COMPARE G-E LAMPS WITH ANY OTHER PRODUCT YOU SELL 


See how G-E Lamps rate with this checklist, written by distributors like your 


self. It lists the most desirable features of an ideal commodity franchise 





1. PRODUCT 2. POLICY 4. SELLING 


Universally used Fair price Vigorous selling activities 


Repeat sales Sound sales policy Expanding market 


Adequate production Assured fair profit Builds sales of other mer 
Reasonable stock chandise and equipment 


investment 


facilities 


Promoted by 
Constant demand 


O OOOO 


No obsolescence loss other industries 


Complete line Public acceptance of 


manufacturers name 


3. SERVICES 


: C] Nationwide sales and 
High quality and value shipping service 


Research leadership 
Good consumer and trade 


acceptance of product 


OOOO OOO 
OOO oO OOO 


[] Nationwide engineering Aggressive, sustained 


service advertising 
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General Cable Distributing Centers , sti 37. Ohio—7650 F Juction Drive *Evansville 14, Ind.—1326 East Division Street 
and Sales Offices Coast-to-Coast eveland 14, Ohio—2875 Superior Avenue Honolulu 13, Hawa 742 Ala Moana Blvd 
ylumbus 12, Ohi 1140 Chambers Road Houston 20, Texas—1340 Hahlo Street 
Armuquerque, es rife: mene VORUS, T5e 78 Dallas 7, Texas—1620 Oak Lawn Indianapolis 7, Ind.—1735 West 18th Street 
pov ate a a eb erta et N.W Dayton 4, Oh 1256 Stanley Avenue Jackson, Mich.—3507 Wayland Drive 
Baltimore 18, Md.—1130 East 30th Street Denver 16, Colo. —4201 E. 48th Avenue Jacksonville 5, Fla.—455 Roberts Street 
Birmingham 5, Ala.—3508 Fourth Avenue South Des Moines, lowa—2050 Delaware Avenue ‘Joplin, Mo.—418 Wall Street 
Boston, Mass.—120 V.F.W. Parkway, Revere 51, Mass Detroit, Mich.—12811 Capital Ave., Oak Park 37, Mich Kansas City 16, Mo.—920 Cable Road 
Bristol, Tenn.—21 Spruce Street Emeryvi 8, Calif.—6221 Hollis Street Lincoln, Nebraska—5615 Seward Street 
*Buffélo 2, N. Y.—17 Court Street El Paso, Texas—1042 East Side Blvd Los Angeles 58, Calif.—2906 Leonis Blvd 
Chicago 40, Ill 5447 N. Wolcott Avenue ‘Erie, Pa 1001 State Street Louisville 13, Ky 4262 Poplar Level Road 





106 ELECTRICAL WHOLESALING—May, 1959 








Memphis 6, Tenn.—1288 Orgill Avenue Pittsburgh 12, Pa.—2242 California Ave 


Miami 42, Fla 3501 N.W. 60th Street Portland 10 Oregor 2215 N.W. Quimby S$ ¢ } 24 dustria treet 
Milwaukee 13, Wisc.—6520 W. State Street Raleigh, N. C.—2323 Campbell Street 73 W. San Fernando Street 
Minneapolis 20, Minn.—404 W. 79th Street Richmond 30, Va.—2315 Westwood Avenus inta M f 2 Fourth Street 
Newark, N. J.—1071 Hudson Street, Union, N. J. “Rochester 19, N. ¥Y.—8505 Thurston Road Stat Te t justrial Park, Ross Road 
New Haven, Conn.—463 Boston Post Rd Rome, N.Y 400 Railroad Street : tle 4, Vi a v4 “ ae , ar ag 
f yrieid, | 740 NM Arthuy ve 
Orange, Conn Sacramento, Calif 915 Fee Drive, N. Sacrame Cure N.Y A “2 et, E at Syracuse 6, N.Y 
New Orleans 25, La.—3923 Euphrosine Street St. Louis 9, Mo.—4983 Fyler Avenue Tampa 10. F : E. Hanna Avenue 
New York 17, N. Y.—420 Lexington Avenue Salt Lake City 4, Utah—22 Jeremy Street T 55. Ob 5848 E. 41st Street 
Philadelphia, Pa.—95 § Eagle Rd., Havertown Po. San Antonio 10, Texas—311 Eads Avenue Washinat 264 nstitution Avenue, N.W 
Phoenix, Ariz.—3316 E. Washington Street *San Bernardino, Calif.— 1321 North E Street Wichita. K 255 North Main Street 
Offices only 


DISTRIBUTING CENTERS 


serve authorized General Cable distributors 
with s e « FAST DELIVERY: Distributing Centers are our Distributing Centers with a minimum 


strategically located on a national basis to of record keeping and clerical work. The 
service our Authorized Distributors’ sales most streamlined method of handling stocks 
needs. We pride ourselves on our sery it e nas veen deve l¢ re ton ake it easier for our 


‘ tribputo) | a isiness with us 
BACK-UP INVENTORY: Our Authorized 
Distributors have the advantage of large 
back-up stocks in our Distributing Centers 


TECHNICAL SERVICE: Call on us to help 


: ‘ ve ur Ci ( propviems We have the 
Back-up stocks supplement Distributors ; 


operating stocks, assuring good turnove) a te ; a 
and minimum usage of costly storage are: 
: : Qjur firm Dist; tor > ( issures that 
for wire and cable products. a 

ly our Aut / Distributors may be 
STOCK REPLENISHMENT: Our Authorized erviced from General Cable Distributing 
Distributors replenish their stocks from Centers 
GENERAL CABLE CORPORATION, 4: 
Offices and Distributing Center 4 

~ 


“s GENERAL ‘CABLE 
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) 


45 Kva 3-phase 
transformer with taps. 
Interchangeable wall 
or floor mounting. 
Front panel removed, 
showing interior. 


To be specific... it’s the transformer, or the 
heart of the substation, that counts! Yes, when 
the “inside” includes a Sorgel Sound-Rated 


Dry-Type Transformer, you are assured of... 


Extreme Quietness 
High Efficiency 
Overload Capacity 
Full Kva Plus 
Advanced Design 
Improved Safety and 
Protection 

Proved Reliability 


Leading the Industry with Over 40 Years 


of Manufacturing Development 


Complete line for every purpose. Up 
to 10,000 kva, up to 15,000 volts 

Also Special Transformers, Saturable 
Reactors, and Substations 


Sorgel Sound-Rated Dry-Type Transformers 
150/200 Kva 3-phase are the most practical to step down 


4160 volt to 480 volt high distribution voltage to utilization 
dry-type transformer with . 
temperature control system voltage at load centers, in every type of 


building, and modernization projects. 


Sales Engineers in Principal Cities. 


SO RG EF i Consult the classified section of your phone directory or write to the factory. 


OUND-RAT : Yad “7, 
ETE Sorgel Electtic Company 


832 West National Avenue © Milwaukee 4, Wisconsin 
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with gasket 









3765 
oo Cover with 
=S-396 20 Amp 
3 Wire(Receptacie 











3780 729 
Cover only with Gasket Cover ae : 
T Slot 
Receptacle 
~ 
SLATER 
Cover with #3270 7 Cover with 482-2 SP 
U" Ground Tandem Switch & “‘T” Slot "Sateen 








Receptacle Recepta 


FLIPS OPEN... FLIPS CLOSED! FLIPS CLOSED. . 











» Solid Thick Non-Corrosive Aluminum 

» Meets R.E.A. and Federal Specifications 

e Simple, Positive, Fool-proof Action Easy to Install 

e Takes Any Type Standard Switches and Receptacles 
Special Stainless Steel Spring 


| Slater Flip Li 


SLATER MEANS BUSINESS 


Architects: Use this as a handy spe 












Recepta 


rd Re 


3787 
with SP § 


Grd, Re 


Cover 


&'U 


FLIPS OPEN ! 


9 


de “Pats Pending 


WEAVER 


DUAL-GRIP 
HEAD 
Clomps on pipe with 
two screws...no 

threading necessary. 





INSULATOR 
Stock only six standard - . All porcelain insulator © 


with exclusive snap-on 
action cuts installation 


kits to cover most ine. 


installations 
STORM 
COLLAR 
Neoprene storm collar 
eliminates coulking.. . 
hese Weaver Mast Kits provide assures lifetime protec- 
ee. ib: : ; tion against leaks. 
everything needed for low roof 


» entrance installation ex 


cept the conduit Al] parts are 


} 


designed for easy installation 
FLASH PLATE 


Supports mast and 
cover most installations or, on \ serves as flashing. 


without Six standard kits 


request Weave will p CK spec al 
kits. Individual items may, of 


course he ordere d to meet local 


requirements PIPE SUPPORT 


Fastens conduit securely to 
masonry...one piece con- 
struction. 


OFFSET 

REDUCER 
Mode of high-strength cast 
cluminum ... assures positive 
grounding. 


J A. WEAVER 
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Stock and sell 
these other 


high profit items... 


TYPE SEC ENTRANCE HEADS 


Body and cover cast of high-strength aluminum 
alloy, cable keeper of Duronze ... heavily cadmium 
plated. Cable keeper is reversible to hold any size 
cable firmly in place. Cover has deep flange on all 
sides to prevent moisture from entering head. Cover 
screw placed at convenient angle for easy tighten- 
ing. Three sizes accommodate all popular size en- 
0-3 « 


trance cable— including 2 aluminum or copper. 


PLASTIC INSULATING 
BUSHINGS 


Constructed of super-tough cellulose ace- 
tate butyrate won't crack, distort, cor 

rode or break. Ribs on side allow easy 
hand tightening locks so tight a wrench 
s needed for loosening. Overlapping lip 
protects insulation. Compact—takes less 
space in junction box. Twelve sizes (2 


thru 6 ) cover every requirement, 


INSULATOR 
SUPPORTS 


Cast of high-strength malleable iron 

cadmium plated. Cup pointed, hardened 
steel screw is angled to assure a grip 
that won't slip even under extreme vibra 
tion. Securely attaches conduit, insulators 
Outlet boxes or bridle rings to stee 


structures. 


J. A. WEAVER COMPANY «+ 2110 Howard St. + St. Lovis 6, Mo. + Phone CEntral 1-8100 
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Quickly installed aerial cable. Here’s an  Factory-assembled aerial cable, made up of _ Direct-burial cable. The moisture-, oil-, and acid- 
} ’ | 
IpDp it “A TManes 


ion Where 600-volt Durasheath was single-conductor 15-kv Durasheath cables resistance of Durasheath’s jacket t the 

' talled 1 easily terminated Fasy splic ing, tapping ind terminating meant ideal cable for direct-in-the-ground ippli itions 

Durasheath’s me rene jacket resists weather simplified installation in the job shown here like the one shown above. Its flexibility cuts in- 
bor yn, heat, fume Assured: dependable No ducts, crossarms or insulators were stallation time and cost because Durasheath is easy 

pert rmance and lor range economy! needed Wiring is neat safe. to handle. Its durability cuts maintenance costs! 


Look at all the profitable applications 
you can sell when you Carry depencd- 
able Anaconda Durasheath Cable! 


This versatile power cable lets your cus- 
tomers install circuits fast...easily...at low 
cost! And they can use it aerially...in ducts 
...underground—in long runs with minimum 
splicing, indoors or out! 





\ 


-~ 
— 
4 


i 





Field-assembled aerial cable. \ ersatil 
hie ld issembled int ierial cable vith t 
tional Durasheath was run alon 


and straps. It 


itself t mer 
Anaconda Durasheat! powet! 


The installations shown above have one thing in 
common they re all using Anaconda Durasheath 
rubber-insulated neoprene-jacketed power cable 
each for a different kind of application! Although 
the above photographs were taken at different in 
stallations, they could very well be pictures from 
one and the same job. Versatile Durasheath is a 
power cable that can be used to meet almost any 
installation need! 

Such versatility in the use of Durasheath en 
ables you to sell it to a wide variety of customers 
for a wide variety of applications. Talk to the Man 
from Anaconda about adding Durasheath to youn 
line. For full information, write: Anaconda Wire & 
Cable ¢ ompany, 25 Broadway, New York 4, N. ¥ 








7 ie ae’ ba 


Installed in ducts 








ANACONDA DURASHEATH ALL-PURPOSE POWER CABLE 


\ 


Insulation 
Al 


Jacket. 5 





tha SEE TAE MAN FROM 


~“ ANACONDA 


FOR DURASHEATH CABLE 








» Let this “Silent Salesman” 
help you get more jobs 


CIRCLE F NO-KLIK" 


QUIET SWITCH 


Circle F NO-KLIK Quiet Switches clinch many a job for the electrical 
It’s amazing what an enthusiastic response you can get 
handing one to a prospective customer and letting him flick it 
and off a few times. Everybody wants it, once they discover what a 
re is between its quiet, smooth operation and the sharp click 

of the ordinary switch 
The NO-KLIK Switch is a natural for bedrooms, nurseries, libraries, 
hospitals, offices, hotels—wherever quiet is desirable. Many home-owners 
want them for all rooms. Let Circle F NO-KLIK Quiet Switches help you 
land more jobs—and satisfied customers. See your distributor, or write 


SPECIFICATION sek talitaas 
GRADE 











Simple, compact mechanical design 
— no mercury or fluids 


Exploded view shows simplified construction silver contacts 
for smooth, reliable, lifetime switching action operates in any 
position totally enclosed mechanism has «8 binding screws 
to take wire up to No. 10 
15 Amp., 120 Volts 20 Amp., 120 Volts 
A-C only|L A-C only L 
15 Amp., 120-277 Volts 20 Amp., 120-277 Volts 
A-C only A-C only 
3401 S.P. Brown 3421 S.P. Brown 
3401-1 S.P. Ivory 3421-1 S.P. Ivory 
3402 D.P. Brown 3422 D.P. Brown 
3402-1 D.P. Ivory 3422-1 D.P. Ivory WE TELL THEM 
3403 3-way Brown 3423 3-way Brown : TO HELP 
3403-1 3-way Ivory 3423-1 3-way Ivory 
3404 4-way Brown 3424 4-way Brown F YOU SELL THEM! 
3404-1 4-way Ivory 3424-1 4-way Ivory « This is a typical example of consistent Circle F 


Approved for control of Fluorescent Lamps on A-C circuits of 277 ee ane pear eee 


Volts and less and for motor loads up to 277 Volts at 80% of 


_ rating of the switch 


electrical contractors — maintenance men, archi 


tects and engineers 











Circle F Mtg. Co. 


TRENTON 4, NEW JERSEY 
IN CANADA: VERD-A-RAY ELECTRIC PRODUCTS LTD., MONTREAL $ 


For your wire requirements: Eastern Insulated Wire Corp. (A Subsidiary), Box 591, Trenton, N. J. 
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BUY AND INSTALL THE SAME DAY- 
no waiting for factory shipment! 


FRANK ADA 
DISTRIBUTION PANELBOARDS 


PULL-OUT 
SWITCHES 


branche 
ft plug-i 


t or hinged type 


vith @® Feeder 
HINGED TYPE vy, dependability 


SWITCHES then n stoc} 


six 
ENCLOSURE 
SIZES ary 
mec . oh e : : RANK 
on tan &. | Aoam ELECTRIC COMPANY 


phase 4-wire 
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] WAYS I-T- 


1. Pre-sells vour customers. Heaviest 
in I-T-E history. Goes directly 
have talks the t 


aning 


advertising support for you 
to practically every customer you 

re shows the I-T-E line in 
your customers to all the 


4. Backs you up locally 
trade shows to exhibit I 
your custome! 


and local 
Attractive displays give 
isons for I-T-E’s con 
ime of new 


. I-T-E participates in national 
l-E’s products 

horitative re 
ip a vol 


firsthand aut 
sistent superiority and turn 


d business leads 
which are passed alon 


to you 


Visit our hooth (No. 38) at the \ 


_ 


you 


ilways 


tion of I-T-I 


orders 


.A.E.D. Convention. 





Engineering support. For those technical 
want engineering help on, I-T-E lo 
at your service f 


installations that 
cal representatives are 
in the applica 
helps you get more 


ich man 1 specialist 
equipment, an advantage that 


and make more profit 


Conrad Hilton Hotel, Chicago 
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+ 


/~ * DISTRIBUTOR FORUM | 


-SELE-ALL ALONG THE LINE 


¥ 


2. Trains your people. Distributor forums held annually give 
your sales people the helpful information they need. I-T-I 
Questions are answered. Your 


products are reviewed in detail 
plant. They come away better 


people are guests at the I-1-I 


able to seli for you 


6. Quality equipment makes steady customers for you. When 
you sell I-T-E equipment, you sell a complete quality line at no 
which means more sales and more 
Users and contractors report that I-T-I 
and lasts longer 


extra cost satisfied cus 
tomers for you 


equip 


ment installs easier, works better 


3. Makes selling easier. Special 
supports and promotes the sale 

tributors. Detailed literature ma 
show customers why I-T-E is a | 


helps you select, apply and order 


7. Selective Distributor Policy. {-1-! 
only through officially qualified dist 
tional information on any I-T-t 
I-T-E ¢ 
30, Pa 


. f . 1 ' 
sales office or writ 


Hamilton St., Philadelphia 


I-T-E CIRCUIT BREAKER COMPANY 
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The big switch is on 
to Sylvania Light Bulbs 


Leading companies choose light bulb sales have grown faster than 


] the last 


Sylvania as the best value in — #!! the rest: 
lighting — give your customers ten vears 
the same top buy. 


: — , 
Give your dealer and commercial 
customers the same big value in light 


bulbs You'll build rontabt repeat 


, i 
sales on light a) Dusiness 


\irlines, stores, hotels, factories lead 


ing companies all over America. are tormany other item . ur Sylvamia 
lighting up with Sylvania lamps. These representative 
smart buyers want the best lighting for 

their business needs—and they want a 

full dollar’s worth of lighting 


As a result of this big switch, Sylvania 


Stops traffic and starts 
sales! | big I Sy 
gi apy igo ox gl Subsidiary of (GENERAL 


GENERAL 
GENERAL TELEPHONE & ELECTRONICS \om 
\SYsTem 
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No. 14 in a series 


Right off the CC/22e __ 


21. Simplex takes pleasure in 
extending an invitation to old 
friends and new to visit their 
Booth #1611 at the American 
Mining Congress Coal Show, 
Cleveland Public Auditorium, 
May 11th through May 14th. 


Si 
22. A 600-passenger ocean liner 
which will run on hydrofoils is 
in the design stage. 


23. The first rocket-camera has 
been used to photograph cloud 
formations over the Atlantic. 


24. An electrostatic device can 
separate particles of different 
materials. It can sort flour mill 
ing stocks, separate grains of 
different minerals and distin 
guish between healthy and un 
healthy seeds 


25. A new magnetic recording 
tape has a protective lamination 


over the oxide to prevent wear 


26. A solid electrolyte battery 
has been developed that is said 
to be suitable for commercial 
production 


27. There are now three large 
individual desk 


telephones can be reached from 


offices where 


the outside by direct dialing 


28. Mercury batteries reduce the 
weight of a clock radio, made 
especially for travelers, to less 
than three pounds 

29. Stereophonic radio has hith 
erto required both AM and FM 
for transmission. A new method 


uses AM only. 


30. The light from a recently 
patented underwater flash bulb 
is of such brief duration that fish 
are not frightened by it. 
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31. Crevasses in glaciers or ice 
fields can be detected by a de- 
vice that can be carried in an 
airplane. It measures the differ- 
ence in heat radiation between 
solid and hollow ice and records 
on film. 


< 
32. Tissues, skin, veins, arteries 
and circulating blood are all 
realistically simulated in an imi- 
tation human body designed for 
first aid training. 

at 
33. A heating element for use in 
floors or walls is made of paper 
in which copper strips are em- 
bedded. 


Further information on these 
news items and on Simplex 
cable is available from any 
Simplex office. Please be 
specific in your requests. 

34. A patent for an acoustical 
method of stimulating the flow 
of oil wells has been issued. The 
sound waves will actually shat- 
ter rock 

35. For the first time, an air- 
guided over 
land by a missile system using 
radar to scan a photograph of 
the terrain 


plane has been 


36. An attachment for a tele- 
phone intended for use by a 
number of people kills germs 
with ultraviolet light 


37. Electroluminescent panels 
that emit cool light from a 
flat glass plate are now made in 
six colors 


38. Entirely new principles of 
heating and cooling are used in a 
unit that keeps foods hot or cold. 
It is mounted on wheels, uses 
batteries for power and can be 
rolled anywhere in or out of the 
house. 


39. Ticker tape is being pro- 
jected on a screen with letters 
and figures two feet high at the 
New York Stock Exchange 

40. A method of bouncing short 
waves off man-made reflectors in 
the sky has been patented. It can 
be used for radio or television 

41. America’s annual bill for cor- 
rosion is 6 billion dollars, accord- 
ing to recently revised figures. 
Simplex Wire & Cable Co. has 
prepared a bulletin on this ex- 
pensive problem and the most 
effective means of combating it. 
Write for Bulletin 1033. 


rhirty-eight years ago Simplex Wire & 
Cable Co. announced the TIREX line of 
rubber-jacketed and insulated cords and 
cables to the mining industry. These 
cables featured the Simplex developed 
‘cured-in-lead” process which produced 
a dense, tough and yet highly flexible 
sheath. To an industry plagued by severe 
operating conditions, the TIREX line of 
power and control cables provided un 
matched de pendabilits and service life 

Today, manufactured with the same 
proven cured-in-lead process and em 
bodying vastly improved insulating and 
jacketing compounds, Simplex TIREX 
is still the first choice wherever operat 


ng conditions are at their worst 
SIMPLEX WIRE &4 CABLE CO 
Massachusetts and 
New Hampshire 


Cambridge 
Newingtor 








You Get BETTER LIGHT at LOWER COST 
when You Specify HOLOPHANE REFLECTORS 








® Prismatic Control assures Greatest 
Utilization of Light 


® High Output from Long Life 
Mercury Vapor Sources 


® Low Operating and Maintenance Costs... 


Where so much in plant output, safety and visual 
comfort depends on efficient lighting—you can depend 
on HOLOPHANE REFLECTORS Their simplified 
construction provides easy installation and economical 
maintenance ...Light sources are deep shielded, 
eliminating glare. Reflector surfaces are kept clean by 
upward draft action... Investigate how 

a modest investment in quality lighting can mean 
sustained increases in production and profits. 


Write for engineering data 


HOLOPHANE 


COMPANY, INC. * Lighting Authorities Since 1898 ea li 
342 Madison Ave., New York 17, N, Y. . ca)! ? tth' 
THE HOLOPHANE CO., LTD., 418 KIPLING AVE. SO., TORONTO 18, ONT. HOLOPHANE NO. 640 HIBAY* 


a 
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USEFUL TOOL 





FOR 

SALES 
EDUCATION 
OF 
DISTRIBUTOR 
SALESMEN 


Jasper Blackburn Corp 
1525 Woodson Road 
St. Louis 14, Mo 


Please send The Blackburn Blackboard each 
month to: (list salesmen’s names below 


Your name 
Company name 


Company address 


JASPER 
BLACKBURN 
CORPORATION 


\ 
\ 


/ 


1525 


In step with NAED’s emphasis on 


Salesman Education, Blackburn offers... 


... the Blackburn Blackboard, a free monthly bulletin 
for all Distributor Salesmen. It contains features 
which are designed to help Distributor Salesmen do 


a better selling job. 


Knowing that the best salesman is an informed salesman 
each Blackburn Blackboard strives to bring to 
Distributor Salesmen helpful information about new 
products, or timely selling features of familiar products 


as well as articles on the general subject of Selling. 


The material in these Blackburn Blackboards is 
carefully prepared in a manner that will help you 


present an effective sales message to your customers 


Blackburn has designed these bulletins as one way of 
contributing toward your sales education program 
Make sure you get this helpful information each month 


Use the coupon or write. 


WOODSON RD 





| 


ANOTHER ADVENTURE REMMIE...I NAILED THE MOUNTING 
IN LOW-VOLTAGE WIRING BRACKET TO THE STUD AND 
WITH STAPLED THE #18/3 WIRE FROM 
ite THIS SWITCH LOCATION TO THE 
\Ww\ od OUTLET BOX. MAN, WHAT A SNAP! 
BUT, WHEN DO I RUN THE 
\ —wT WIRES FROM THE 
TRANSFORMER? 


) 


ALEC TRISHUN a, | | YOU DON’T...NOT 
bape »-\ | Sais aa / WITH REMCON 


“ / Ss. SING “ 
The Ar MER CAPER 








REMCON, THE TRANSFORMER \| | THE TRANSFORMER TO 


en ogg ( THAT'S SIMPLE...WITH 7~ ] //1 SEE...THE WIRING OF 
te ee - 
A YOU MUST ) \IS BUILT RIGHT INTO THE /}| | THE RELAY IS DONE 


BE KIDDING - Lan | | RIGHT AT THE FACTORY. 
HOW COME, » - = THAT REALLY — 


SIMPLIFIES 
\\ MATTERS. 





you GOT IT, ALEC... 
NOW //LL SHOW 
YOU HOW WE FINISH 





OFF THE JOB. 








EASY, YES! EVEN THE SWITCH IS COLOR CODED SO THAT 
MATCHING THE SWITCH LEG WIRE TO THE SWITCH 
TERMINALS ARE A SNAP. REMMIE, LOW- VOLTAGE 

WIRING THE REMCON WAY IS SOSIMPLE...IT 
DOESN’T LET YOU MAKE A MISTAKE! 


| “HERE'S HOW EASY IT IS. JUST PULL THE LOW-VOLTAGE 
WIRE FROM THE SWITCH LOCATION THROUGH THE 
KNOCKOUT IN THE OUTLET BOX.THEN CONNECT 
THEM TO THE COLOR CODED LOW-VOLTAGE WIRES | 























F AND FOR WIRING, YOU WORK. | (am f i TAKE A7/P FROM ME, 
WITH #18 WIRE INSTEAD OF } inf ; FELLERS...SW/TCH TO 
ARMORED CABLE AND USE , > REMCON. YOU'LL FIAID ALL 

| A MOUNTING BRACKET IN_& THE REASONS WHY BY 
PLACE OF A SWITCH BOX __, Pa Sea , WRITING FOR MY 

‘ie, ee we! ELECTRICIANS 
\ MANUAL TO... 
a in 


@ 
ore 
a = C3 1111 | e & DIVISION OF 
( A GREAT WAY TO ) « ee @ PYRAMID INSTRUMENT CORP:Dep: A! 
7 CUT WORK TIME <N ae@ 630 MERRICK RD. 
< AND MATERIAL COSTS. LYNBROOK, NEW YORK 
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Phelps Dodge 
Habirite-Habirprene 
» —- Cable with 

Wire Shield! 


Phelps Dodge pioneered the use of a wire shield as a standard item 
in power cable construction. From this background and experience, 
Phelps Dodge developed its outstanding Habirite-Habirprene high 
voltage cable with a wire shield. This cable offers a number of ad- 
vantages over ordinary “RR” cable with tape shield including: 
















1 Greater flexibility; minimum bending radius in most cases is less than 

a " > 

half the bending radius of tape-shielded cable, making installation 
easier in confined areas 


Rugged wire shield can be braided or bunched for use as a ground 
s ™ . . 

lead at splices and terminations. Intermediate steps in making ground 

connections are eliminated, saving time and effort. 


Dependable wire shield continuity provides protection against hidden 
ete 
shield rupture which can occur during installation or in service 


Overall wire shield resistance is constant without the variations found 
.. 
in tape-shielded cable 


Habirite-Habirprene cable with a wire shield assures you the ut- 
most in safety, durability and handling ease. 


CORPORATION a 
D 
gO PARK AVEN c NEW Y ‘ N Y y) 
SALES OFFICES: Atiants. § am, A ee 


Kansas City, Mo, Los Angeles, Me Milwaukee, M . Sieus Gets. Hon ¥ 
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What the Edwards Industria! Better Selling Program means to you... 


BOB KEMPTON, 
Director of Marketing, 
Edwards Company, Inc. 





ta a \. — 
al . . oe . 
e vast industrial signaling market 
—New Busi for You!” 
ew Duslness for You. 
“Every plant you callon isa prospect tor signal ng a Signaling Analysis, a Signaling Presentation, 
ing equipment. We've designed our 1959 Edwards *)@ 4 Signaling Pt : 
Industrial Better Selling Program specifically to “S"°* "0"! 
help the distributor salesman make the most of eer nee ee 
his opportunities in the huge industrial market. uring abbr apes calls * Rewer “ oebiice | 
It has been carefully developed to help youdoyour vnc wie ccnnircmente ina mattonaf ninntes The an 
most efficient job in selling Edwards products to pleted analysis form becomes a permanent record and 
industrial plants. Its sole purpose is to create busi- saciid sab r next so 
ness—and it will.” Se 
‘ problems 


his program has t seabird SIGNALING PRESENTATION 


Sdawards nrovides all +} nibiiteD ~ need—< eo > 

that RE Seg na ot Ghened i Edwards provides al! the material ne en a guide 

1: ; . ; } —— + ror y lr introductory letter and attractive prod t sneets 
naling s ems and related products 7 ae ae . 

To hel ' covering the equipment you recommend. The kit also in- 

lo help you perform a real service to your customers , ‘ ” , 

I I . . cludes ‘“‘Who is Edwards”, a brief description of the man- 
, 1! r n y 7 . -“% | } . ] - . ° 

Basically, tne program Is a three-pha e Sales Campaign ifacturer who backs the products and service you present 
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SIGNALING PROPOSAL ready to help you in q ing ora stem 
You follow-up your presentation with a specific proposal And progress report sheets in your | ill provide 
and quotation. Your Edwards Technical Representative is valuable aid in follow-up 


This market is a big one, and a lucrative one, especially now with the emphasis on plant 


modernization programs. Here are some of the extensive systems that this program ie 
help you sell. 


FIRE 
ALARM 
SYSTEMS 





Strategically 
protection. 


CLOCK 
and 
PROGRAM 
SYSTEMS 





With an Edwards Program unit plant personnel can change program 
provides large area plant visibility 


Ena 


ANNUNCIATOR 


SYSTEMS 


Among Edwards complete line of industrial annunciators: remote 
annunciators for plant protection. 


PAGING 
SYSTEMS 


Edwards LOKATOR master selector 


ek 


This Industrial Program is an extension of the overall Edwards 
Better Selling campaign, and another aspect of the Edwards 
Distributor Sound Partnership. We’re enthusiastic about its 
potential in this vast market. And remember, only Edwards (be- 
cause of a strict distributor policy) makes it possible for you to 
participate. When the Edwards man comes in to show you the kit 
and talk over the program, we’re sure you will be enthusiastic, toc 


May, 1959—ELECTRICAL WHOLESALING 








126 









Above 








FLINVYVd 


To meet today’s 
ever increasing 
power demands... 





WIRE AND CABLE 





Super Parause’ RHW, Type RR for direct burial 


Sales Offices in all principal 
cities — sold only through 





Paranite Paraseal’ RHW, Type RR f 


PARA! 





SEING SPECIFIED 


for tomorrow’s quality, dependable 
and trouble-free installations! 





» Recognized Electrical 
Distributors 
2 
on PARANITE WIRE AND CABLE DIVISION 
zg it 3 Essex Wire Corporation MANUFACTURING PLANTS: Marion, Ind 
oo Jonesboro, Ind; Tiffin, Ohio 
ach FORT WAVYNE, 'inodDIEeANA Birmingham, Ala.; Anaheim, Calif 
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WORLD’S MOST WIDELY USED 





ELECTRICAL TEST INSTRUMENTS 


AMP 





THE ONLY LINE THAT COVERS ALL YOUR TESTING NEEDS 


———— 


Dae 
] Nl 


z - a, 


AMPROBE RS-3 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, 
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PROBE JR. 
The economy sna 1 volt an e advanced voltage tester that 


AMPROBE RS-1: AM 


T 
meter with many f of the g too. Available ir 
great RS-3 including tary scale . seven models, ranging from 10 amps 
~ to 100 amps in either 125/250 or 
] 
t 


150/600 volts. Ct e the mode 


hat fits your job Oy, $19.85 


pointer lock, printed circuit, and ad 





AMPROBE 
ENERGIZER 


AMPROBE 
DECA-TRAN 


Makes your Amprobe the world’s most . Multiplies the sensitivity of any Am 
flexible and versatile electrical test : probe ten times—for precise readings 
instrument. Extends amperage read ° or es and fractional 2 
ing 10 times. Gets readings as high Only $3.75 - 
as 1200 amps Only $24.75 ; 
Y. WORLD'S LARGEST MANUFACTURER OF SNAP-AROUND VOLT-AMMETERS 
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SILENT MERCURY SWITCHES “Uy 











ek 
TOP OR BACK WIRED 
No moving blades or springs to fail. Each switch 
4 125V. “T”’ 250V 125V. AC 
{isa 7 + r ’ > j : 
individually tested to assure perfect performance RATINGS 
Exclusive Sierra feature permits top or back wiring = 10 AMP 5 AMP 15 AMP. 
“d 
Red identification stripe for proper mounting 4 wt, 
a ' TOGGLE 
— SCRIPTIO 
j DESCRIPTION | ivory | BROWN 
New Sierra-lite Mercury Switches, Bi: _> | 2 a. 
~~ ' ; , | 
th lighted toggle that glo . single Pole 5001 | 5001X 
ee ee i“ SPECIFICATION 
in the dark, available in single n , erane bie Pole 5002 | 5002X 
pole, 5005; and three-way 5006 . Three-Way 5003 | 5003X 
5001 5002 5003 } 
Four-Way 5004 | 5004X 
or DESCRIPTION PARALLEL SLOTS TANDEM SLOTS 
, 15A-125V 15A-250V 
&S 4 E oe Re A F L | xX : Up ‘ BACK AND SIDE WIRED IVORY | BROWN | IVORY | BROWN 
ta, Hae Single Grounding-Type 3-wire | 1600 | 1600X | 1601 | 1601X 
SIERRAPLEX is a registered trade name for a new Duplex Grounding-Type 3-wire 1800 | 1800x | 1801 | 1801X 
ine of distinctively designed receptacles. Clean and Comb. Duplex Grdg-Type 3-wire 15A 125V-250V 1850 | 1850X 
nodern, they complement any decor—and are ' enn a a ee 1500 | 1500x 1501 1501X 
built only to the exacting Specification Grade A i i Duplex Convenience 2-wire 1700 | 1700X | 1701 | 1701x 
tandards, your visual proof that only the finest ¢€ SIDE WIRED 
has been installed | Single Grounding- Type 3-wire 1602 1602X 1603 1603X 
U Duplex Grounding-Type 3-wire 1802 | 1802x | 1803 | 1803x 
5 a ad bed Lo ‘a j j Comb. Duplex Grdg-Type 3-wire A 125V.250V | 1852 | 1852XK 
g as rm ' § | 
i! j in r ‘ ‘ Single Convenience 2-wire 1502 | 1502x | 1503 | 1503x 
dl ‘ | 
) dd »} ca 4 4 ~ _ Duplex Convenience 2-wire 1702 | 1702Xx 1703 1703X 
: af 2 - oh y Triplex—Single Circuit 1900 1900X - ~ 
= Triplex—2 Feeds—1 Return 1901 | 1901X — | — 
) 1 1702 1900 1703 1503 
_— _ _ _ Triplex—2 Feeds—2 Returns 1902 1902X - 


pnnae BACK AND SIDE WIRED 
at i E R Fe A ‘ Up ngle Grounding-Type 3-wire 1200 1200X 1201 1201X 


Dupiex Grounding-Type 3-wire 1400 | 1400X | 1401 | 1401X 


Pe 
SIERRA receptacles offer the same ty ie A Comb, Duplex Grdg:Type 3-wir 
if. 
€ e 


5A 125V.25 1450 1450X 


high quality and craftsmanship as the Sierraplex 





: Single Convenience 2-wire 1100 1100X 1101 | 1101X 
line. All are Specification Grade, with smooth Duplex Convenience 2-wire 1300 | 1300x | 1301 | 1301x 
conventional styling A SIDE WIRED 

= Pa —, ; L/ ‘ Single Grounding-Type 3-wire 1202 | 1202X | 1203 | 1203X 
Ss iF (F Ss ; ] Duplex Grounding: Type 3-wire 1402 | 1402x | 1403 | 1403x 
; a) e4 af — \ j j “e 4 uf C \ mb. Duplex Grdg-Type 3-wire 15A 125V-2 V 1452 | 1452X 
e a M 
a iF “ey YY (F - a ' Single Convenience 2-wire 1102 | 1102X | 1103 | 1103x 
c > gery @ on Duplex Convenience 2-wire 1302 | 1302X | 1303 | 1303X 
1400 1200 1401 1201 1302 1102 1303 1103 } 


The world's most complete line of 


WALL PLATES 


Over 3,000 wall plates in Plastic, Brass and Stainless Stee! 





are available from stock to meet your requirements. You cho 





from the world's most complete line: more styles, colors a - 
. PLASTIC PLASTIC STAINLESS STEEL 
finishes, combinations and multiple gangs. Special wali plate D” LINE P” LINE S" LINE 


x 





crafted to your requirements 


> 
SIERRA ELECTRIC CORPORATION —D&2W2@™ Po. Box 85+ GARDENA, CALIFORNIA 
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Concrete tight! 


NOW. 268 all Bie. p ae t £- | sm 


OR LASTING PERMANENCE: 


NU 





Wesene 


settle for ordinary fittings when ETP gives you allthis: 


Hix to retard corrosion. Same as tested and approved by the Sized for uniformity. 

SF. U.S. Government for use in aircraft, rockets and missiles. ay-74 

eae Salt spray tested. Available in ¥2”, %”, 1”, 144” (one screw type) and 14” 
Exclusive pre-set, deep-slotted STAKED screws, No backing sytvbag. cekepnage 

. Reiss vsivusatis Concrete tight with heaviest gauge wall thickness! Far 
Precision bevelled edges with extra heavy duty locknut. surpasses U.L. requirements. U.L. file card £24788. 





Fr by i ee RIOR ee 
en. tik 


ie CONNECT WITH GD FoR Economy 





Samples and brochure on request 
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CHANNEL 


J. COPE SELECTIVE 








memo: RE: COPE SELECTIVE DISTRIBUTOR PO 
ro: ALL N.A.E.D. MEMBERS 
From: KR. M. WADE, SALES MANAGER 


The marketing policy of T. J. Cope Division specifies 


that its products be sold through a highly restricted 
number of authorized distributors. On this occasion of 


the 5lst anniversary of N. A. E. D. we feel it is timely 
4 


to reaffirm our policy governing our working relation-—- 
ship with distributors authorized to distribute Cope 
products. It is our firm belief that this method of dis- 
tribution has been instrumental in establishing and 
maintaining the Cope name as a leader in the Cable 
Supporting field 





ORIGINATORS OF THE FIRST INTEGRATED LINE 
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DISTRIBUTOR POLICY 


T. J. Cope Division Rome Cable Corporation shall sell its Cable Supporting Systems and Installation Accessories 
exclusively through Cope authorized distributors and these Cope authorized distributors shall agree not to 


handle a competitive line of cable supporting products. 


The number of Cope authorized distributors will be limited to the minimum number necessary to provide 
effective coverage for the logical customers of T. J. Cope Division products. 


A Cope distributor must be a leading supplier of electrical apparatus and supplies, financially responsible. 


T. J. Cope Division and its appointed repre- 
sentatives accept the following responsi- 
bilities to their authorized distributors: 


1. To train the distributor sales personnel in the ap- 
plication of Cope products and effective selling 
of the Cope line. 


. To assist its authorized distributors on the appli- 
cation of Cope products for specific jobs. 


. To create a demand for Cope products by promo- 
tional efforts among consulting engineers, archi- 
tects and other specifying influences. 


Additional Cope distributors will not be ap- 
pointed in any given marketing area without 
prior consultation with existing Cope authorized 
distributors. 


. To protect its authorized distributors on all busi- 
ness. This specifically includes sales to utilities 
and government agencies. 


SUPPORTING SYSTEMS 


Division of ROME CABLE CORPORATION 


COLLEGEVILLE, PENNSYLVANIA 
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An authorized distributor for Cope products 
is expected to: 


Maintain a selling organization equipped to 
specify, quote and service a customer on T. J 
Cope Division products. 


. Grant T. J. Cope Division field and factory repre- 


sentatives the opportunity to hold sales meetings 
for the distributor personnel as required 


. Cooperate with T. J. Cope Division and its repre- 


sentatives in any effort which has as its objec- 
tive an increase in profitable business for both 
distributor and manufacturer. 


. Conduct his T. J. Cope business in accordance 


with the established sales policies of T. J. Cope 
Division Rome Cable Corporation. 





EVERYBODY's 


FUTURE 
1S BRIGHTER 


Tt hl. — 


...when you become known as “the Roebling Distributor”! 


If you haven't noticed already, let us tell you! 
More and more Roebling Electrical Wire and Cable 
is being used in more of the bigger, more impor- 
tant installations than ever before. And—out of 
Roebling’s Product Deve lopment Laboratories this 
year have come some of the most revolutionary 
and useful new wire and cable products and prod- 
uct improvements that you're likely to see In many 
a year 

And Roebling’s achieve: ire being pre-sold 
fo your customers in uny ads addressed to 


every wire-using 


Nothing succee ike ( ind, frankly, we'd 
like you to share in Roebling ew progress. You 


can—by becoming a Roebling distributor. This 
means you'll have a complete line of wire and cable 
products of unsurpassed quality. What’s more, 
you'll have the entire Roebling organization back- 
ing you up. Expert technical service—the kind that 
can be priceless in some situations—is always there 
when you or your customers need it. 


Get all the facts about how everybody profits, 
when you become a Roebling distributor. Write 
or wire or phone collect—today! Electrical Wire 
Division, John A. Roebling’s Sons Corporation, 


[renton 2, New Jersey. 


ROEBLING 4) 


a 
ee 
Bronch Offices in Principal Cities 
Subsidiary of The Colorado Fuel and iron Corporation 


Portable Power 


Building Wires and 


Cable 
ervice Cables 
Control Cables 


Power Cables 
rubber insulated 


elephone Cables 
Power Cable 


arnished cambric 


ulated 
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THESE EIGHT BINS HOLD I'm making 1,000,000 


EXTRA PROFITS FOR YOU! advertising appearances 
this year to help you 


. SELL THE COMPLETE 
3 “SCOTCH BRAND LINE! 





SCOTCHCAST” Resin SCOTCHCAST” Splicing Kits 











SCOTCH” No. 33 Tape 
FE 
ES 


“SCOTCHFIL” Putty 





HERE’S WHY bigger profits and faster turnover are “built in’’ 
the 3M line 





Only 3M gives you electrical splicing products that meet every 
customer’s need—fast-selling *‘ScoTcH’’ BRAND 33 Electrical 
Tape, new “‘Scotcucast’’ Resins and Splicing Kits, plus high 





profit “‘extras”’ like “ScoTCHLOK”’ Spring Connectors, “SCOTCH 
FIL”’ Insulating Putty and ““ScoTCHKOTE”’ Coatings 





And only 3M puts a full-time technical representative right in 

your territory—to help you with any insulating or engineering 
nd I want ' : ONLY 8 STANDARD BINS will hold all th 
problem—and write orders full time for you ‘ScoTtcH” BRAND Splicing Materials used 
ble made today! 


3M’s extra items and extra service mean extra profits for you! for any type of wire or ca 


tleectrical Products 
SCOTCH Electrical Product 


BRAND 
LEE >>>, 


iienesora (ffinine ano ]\JanuracturinG COMPANY i NN 
V Vv 
y 


... WHERE RESEARCH IS THE KEY TO TOMORROW SW Ad 
a a od 
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Here’s something new and power-loaded to talk 
about ... to boost your tool sales! It’s Black- 
hawk’s P-550 electric-hydraulic pump — the 
all-new standout profit leader. Whether you 
call on plant electricians or large and small con- 
tractors, you can prove this new work horse 
delivers more usable power — faster to cut their 
bending time up to 50%! Tell them how new 
P-550 speeds ram plunger approach to load 
twice as fast — with twice the speed under load 
of any other portable electric-hydraulic pump. 
No need for operator to back off while bending 
because only the P-550 starts safely under full 
load! 

To clinch more orders for more big profits 
from the new construction rush, get aboard the 
Blackhawk Try-Before-You-Buy pump and 
bender demonstration program outlined below. 


NEW! 


P-550 2-speed portable, 
electric-hydraulic pump. 


Here’s how to 
make the “TRY- 
BEFORE-YOU-BUY”’ 
Demonstration 
plan pay off! 


Get programmed right now! Call the Blackhawk man for 
facts, demonstration units, direct mail pieces and special sales 
helps. Learn how you can let your customers actually see on 
the job how much time they can save with the new P-550 pump. 
IMPORTANT: HOW YOU WRAP UP THE DEAL! No big 
investment required! Special new interest-free extended terms 
enable you to offer customers up to 6 months to pay for the 
bender out of the profits they make. Phone or wire for full 
programming details today. 


“World's Largest Manufacturer of Hydraulic Tools" 


<> BLACKHAWK: 


BLACKHAWK MFG. CO., Dept. H-4459 Milwaukee 46, Wis. 
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NEWS FOR THE INDUSTRY 





Distributor Opposes Tax Decision 


PEAKING before the Senate 

Small Business Committee during 
open-day hearings in Washington 
D.C., April 8, George W 
Ir., eastern region 
National 
Distributors, testified that application 
of recent decisions by the Supreme 
Court upholding the right of 
to taX companies Operating in 
commerce, would 
flationary 
tional 
small 


Provost 
vice president 


Association of Electrical 


States 
inter 
State increase in 
pressures and iddi 
hardships on the independent 


businessman 


impose 


especially the 
electrical wholesaler 

In opposing the Supreme Court de 
cision granting the right for states t 
tax out-of-state wholesalers, Provost 
told the Committee that the Supreme 
Court Tax 
tunities of 
added tax 
small 
“may 


decision limits the oppor 
wholesalers. 
burden that 


operators out ol 


placing an 
might push 
business and 
well prove to be a blessing in 
disguise” for “ big corporations 
which 
throughout the country 

Here is the full text of his statement 
before the 

“Il am president of Doubleday-Hil 
Electric Company located 
Seventh Street, Pittsburgh 
sylvania. It is my privilege here to 
day to express a businessman’s opin 
ion of the effects of the 
cisions of the United States Supreme 
Court in Northwestern States Port 


possess national organizations 


committee 


at lif 


22, Penn 


recent de 





land Cement State of 


Company \v 
and T. V. Williams \ 
Stockholm Valve & Fittings, Inc. _ 

As a 


presume to 





Minnesota 








businessman I would not 
express 
technicalities 

important 


opinions on the 
legal involved 
very matter, nor do I fee 
it necessary since the Committee un 
doubtedly has the legal profession to 
obtain all the 
and advice which might be 
I intend to limit my 
to my understanding of 
plication of these decisions can m«¢ 
to my 
Situated 


“The 


comes within the generally 


professional Opinions 
necessa’ry 
comments only 
what the 
others similar 


business and 


company which I 


classification of small business 

does not compare in size or resources 
with the so-called 
dustry but through 
diligent effort on the part of the em 


ployees and the management of our 


“giants” of 


many 


Continued on page 140 
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C 








AHLI Sales Program Opens 


to double; 


Residential lighting fixture industry 
new program launched 


ble 

an 

Home 

nave reported 
Members 


launched 


American 


an al 
ndustrs ehi 
can 
fy) CMM CD 
e Sales’ Increase 
figures 


total fixt 


launched 


program 
ticipate 
million 


Vea©®rs 


sales 





BUSINESS INDEX for February 1959 
NATIONAL PICTURE: 








+ 1947-49=100% 1947-49=100% + 
40 T 24 


220 ners 220 
200 200 
180 180 
160 160 


140 —. \40 


120 INVENTORY t 120 


ESTIMATED 





80 awe 80 
60 . : 60 


% CHANGE 
oh. °56 Feb. ‘55 
139 153 128 7 
Inventory Itt 144 131 


REGIONAL PICTURE: _— — INVENTORY 


% Change (% Change) 
From 1959 From From 
Feb. '58 From 1958** Jan. ‘59 Feb.. 58 


1959 fm. 1958** 





NEW ENGLAND 


MIDDLE ATLANTIC .. 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


ELECTRICAL WHOLESALING—May, 1959 











Pa . 
Sib” Salt 5 Be mo 





a 
---for all these HIDDEN VALUES 
im EVERY UNION PRODUCT 


SERVICE, Prompt factory sh pments plu 


in major di 


PRICE PROTECTION POLICY. A liberal p: 


you increased profits on this fast m 


ACCEPTANCE. Universal 


and backed by our 100°; 


PROMOTION. Active field 


point of sale displays and a 


ADVERTISING. A continuous 


national, regional and local trade 
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NAED Convention Program 
The Conrad-Hilton—Chicago, Ill. 
May 23-27, 1959 





SATURDAY—May 23 


9:00 A.M.—Meeting of NAED Executive Committee 

9:30 A.M.—Meetings of certain Commodity and General Commit- 
tees (to 5:00 P.M.). 

12:30 P.M.—Luncheon for Members of the Executive Committee 

1:00 P.M.—Registration. 





regulators transformers 


SUNDAY—May 24 


10:00 A.M.—Registration 

10:00 A.M.—Board of Governors Meeting 

12:30 P.M Luncheon for Members of the Board of Governors 
2:00 P.M Board of Governors Meeting 

2:00 to 5:00 P.M. CONFERENCE BOOTH CENTER OPEN . 


MONDAY—May 25 


9:00 A.M.—Registration. 
9:30 A.M.—Opening Convention Session for Members and Guests 
Call to Order by President J. P. Hamblen 
National Anthem—Invocation—Announcements—Brief 
remarks by presiding Chairman George W. Provost 
“Let's Make Some Money’’—President’s Address—Mr 
J. P. Hamblen. 
The Great Delusion’—Guest Speaker—Mr. Ralph ¢ 
vou profit by Moffitt, Vice President-Purchases, United States Steel 
selling Corporation 


“Profits’—A Special Presentation 


(é 1) Awards to Honorary Life Members 
- 2:00 to 5:00 P.M. CONFERENCE BOOTH CENTER OPEN 
6:00 to 8:00 P.M. Open House Reception for New Members and 


Honorary Life Members 


EQUIPMENT jmeeanomee 


9:00 A.M.—Registration 
9:30 A.M.—General Convention Session for Members and Guests 
Call to Order by President J. P. Hamblen 
Announcements, followed by remarks of presiding 
Chairman J. A. Meier 
Guest Speaker on Government Affairs—Mr. Richard 
( Holmquist, Consultant-Government Relations, 
General Electric Company 
Lester E. Barrett, chairman, Adequate Wiring, will give 





.-.- plus more 





You can lower your operating costs and 


increase your profits in a hurry by sell- 
ing Allis-Chalmers electrical equipment 

This one source of supply guarantees 
“teamed” equipment, saving you appli- 
cation time. You are saved the time of 


, an ¢ ress 
coordinating several different suppliers in_addre 


Panel on Electric Housewares 


ona job. AND, A-C offers you maximum : ag - 
“Let's Swap Ideas” Presentation 
engineering help, too 
12:00 Noon—Luncheon for all members of the Association 
Let's talk it over. Profitable opportu- 1:00 P.M.—NAED Zone Elections for Members only 
nities are still open. For information, call 2:00 to 5:00 P.M. CONFERENCE BOOTH CENTER OPEN 
. 


your nearby A-C district office or write 
Allis-Chalmers, Distributor Sales Pro- 
motion, Milwaukee 1, Wisconsin WEDNESDAY—May 27 
8:00 A.M.—Breakfast and Organization Meeting for NAED Board 
ot Governors 
9:30 A.M.—Convention Session FOR NAED MEMBERS ONLY 
Call to Order by President Hamblen 
Announcements, followed by remarks of presiding 
Chairman J. M. Vilett 
Finance Committee Report 
Kendall B. DeBevoise, Esa., Breed, Abbott and Morgan 
A-1022 Arthur W. Hooper, NAED Executive Director’s Report 
New Business 


e 
ALLIS-CHALMERS Unfinished Business 
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SEE US in Booth 802, NAED Convention 
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» PRODUCT 


POLICY 


LET’S TALK PROFIT OPPORTUNITIES 


NEW; ys% he hes og 8 7h | a oe elie) am Orelalige)| 
offers ONE-TWO PROFIT PUNCH 


Complete Line of Low Voltage Control 
This new line of Size 0 to 4 Allis-Chalmers control 
includes a full range of standard, special design and 
accessory devices to meet the needs of most industrial, 
commercial and domestic motor control applications 


Minimum Inventory Requirements 
Flexible, unitized design permits fast, inexpensive modifi- 
cation in the field, with minimum inventory requirements 
In addition, fast delivery from regional warehouses and 
factory keeps your inventory requirements down 


Unsurpassed Mechanical and Electrical Life 
Millions of “life test” operations attest to quality of 
design and construction — guarantee your customers un- 
surpassed dependability and operating life. 


Complete Control Line 
With an Allis-Chalmers franchise, you have the advan 
tage of a complete line of industrial control — low voltage 
equipment through Size 8, high voltage control, dc con 
trol, special devices and control systems. 





Money-Making Franchising Practices 
Allis-Chalmers recognizes that offering a top quality 
product is only the foundation upon which maximum 
profits are built. That’s why an Allis-Chalmers franchise 
includes these additional profit-making advantages 

@ Direct assistance in specialized sales and engineering 
applications 

@ Sales produc ing produce ft meeting 
the factory for your salesmen 


in the field and at 


@ Selective appointment policy 

bd Liberal exchange pollt y on sto k I roduct 

@ Continuous research and development to provide 
new products that stay ahead 


¢ Sales promotion and national advertising designed 
for distributor sales impact 


Diversified line of electrical equipment from one sup 
plier — motors, transformers, regulators, unit sub 


stations, switchgear and circuit breakers 


Let’s talk it over. Profitable opportunities are still open. For informa 
tion, call your nearby A-C district office or write Allis-Chalmers 
Distributor Sales Promotion, Milwaukee 1, Wisconsin 


SEE US in Booth 802, 
NAED Convention. 





ALLIS-CHALMERS 











Tax Decision... 


advanced Superior lighting design and Continued from page 135 


construction plus low cost make company we have, with some success. 


recessed hiathaiteatins Hae is We ccnpee wit oe 
— Hite the value line in electrical distributors regardless of 
li htin recessed fixtures. size 
ig £ “Over the years our company has 


T Sintdhee«Clweme Copper expanded its range of activity from a 
ee eae purely local operation to one which 


Brass ... White .. . Grey “a now extends many hundreds of miles 
Satin Aluminum Anodized... in all directions from our head- 










Satin Black Anodized. quarters plant. In this expansion we 
have of necessity and through choice 
crossed state lines and become en 
6 Glass Designs gaged in interstate commerce. It is 
my understanding that the effect of 
these court decisions may be to en- 








courage small business operators to 
retrench their territorial limits. I am 
here today to express my very serious 
concern and my opposition to any 
theory of taxation which regardless 
of the legal niceties relied on, must 
have the practical effect of interfering 
with interstate commerce 

} “Some of the practical adverse 
effects of this expanded state taxing 
} power were recognized by the jus 
tices of the Supreme Court who dis- 
sented trom the majority opinion 
Because he has explained it concisely 
it will save time to quote directly 
trom the dissenting opinion of Mr 


Plus 





op ; Justice Frankfurter wherein he stated 
Asbestos lining . . . highest To subject these corporations 


1. ONE PIECE erry efficiency reflectors... to a separate income tax in each of 
WITHOUT WELD / : f : aan : : ; ; 
MARKS , spring tension lens clip that these States means that they will have 

to keep books. make returns, store 


cushions glass while : 
records, and engage legal counsel, all 


holding it firmly in position. to meet the divers and variegated tax 
Union-made, U.L. Approved. laws of forty-nine States, with thei 

different times for filing returns, dit 
Installation is easy with ferent tax structures, different) modes 
Atlite Pre-Wired Box and for determining ‘net income’ and, 


different. often conflicting, formulas 


Adjustable Bar Hangers: 
Just pull ‘R’, ‘T’, or ‘TW’ 


of apportionment. This will involve 


large increases in bookkeeping, ac 
wire directly into J-Box. counting, and legal paraphernalia to 
No asbestos or slow burning meet these new demands. The cost ol 


. . such a far-flung scheme for comply 
- wire required. : 
ing with the taxing requirements of 


No additional pull boxes the different States may well exceed 


3. Fibre glass gaskets 
prevent light leakage. necessary. Pre-wired box the burden of the taxes themselves. 


is always accessible. Bar especially in the case of small com 





+ pes panies doing a small volume ot 
hangers eliminate framing-in. ' 

business in several states 
Housing is easily ‘In the small company which | 
centered after represent, and | Know from experi 
4. Frame attachments nailing up hangers. ence te tee Sue fs tes OF pra 
are invisible. Torsion tically every other small company. a 
spring frames keep very great portion of our time and 
ceiling line flush. our energy is devoted to simplifying 
Send for our methods of operation, to improy 
NEW ILLUSTRATED CATALOG ing our efficiency, and avoiding un 
of the complete ATLITE line. necessary duplication, all for the 
purpose of reducing our overhead 
and our cost of doing business. It 
: in addition to the already staggering 
et : if » ELECTRIC‘ PROD 'sS Cf overhead costs. labor costs, and in- 

bs — i & 7 4 

- 315 Ten Eyck Street, Brooklyn 6, New York creased costs of materials and sup 
wae tine \e ' plies, we are compelled to take on 


Continued on page 142 
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t chamber THE BIG 1200-CU. FT. CHAMBER | 
nufacturet ot tr 650k t Ol 


ty 


ae : | Oy SB —— 


IONS TO THE FOUR 50-hy 
‘ pressor e with | 


{ ] ; 7 
I 


MOTOR papery to the t 25-hp 1 1 | | re CONNECT 


S 


TO HELP KEEP SPACE-AGE TEST UNITS WORKING FULL TIME, 
SEALTITE FLEXIBLE, LIQUID-TIGHT CONDUIT PROTECTS WIRING 


environmental test equipment t by re dependable than the 


item being tested il is critical in resea ne development pro ee 
: CUTAWAY SECTION 


Grams. Conrad, h vhich built the unit abo specializes in pro 

ducing the highest iality environmental test chambers. Every yy 

means at its disposal is used insure ependabl quipment per Swe 
; ' , } COPPER BONDING CONDUCTOR ae 


formance iltite 


Flexibl quid-Tight Conduit 
‘ LISTED UNDER LABEL SERVICE PROGRAM 
Rites bo - ; Sree he Eee a adh a a OF UNDERWRITERS’ LABORATORIES, INC. 


tection ’ 
install—it’s ideal where nduit st the ( move ipbsor ! Ol 
: ; r the duit arked 


join misali 


FOR YOUR CUSTOMERS by tite isk yOu ? s | |: c 
the genuine e qualit t te ealtit nid lia ( 1 
foot on the , , or we £ Son) sit, 7 tilable j -J)St Ly] ie 


black 
cost. Free KB 
‘Metal H 


moyen ie | a an ANACONDA oroduct 


THE NAED conveNTION—ViSIT US AT THE SEALTITE CONFERENCE BOOTH NO. 324 


Flexible 





? 
G ROWTH in volume 
and in national stature — in 
engineering and production 


know-how-in happy accept- 


ance by distributors, whole- 
salers and dealers alike. 


CORNISH Wire Products 
have kept pace with the in- 
dustry—truly a Blue Chip 
line of no regrets, for every 
segment of the electrical 
business. 


. and CORD SETS 


for replacement and for original use 
Skillfully developed in Rubber, Neo- 
prene and Plastic—in COLORS too. 
Do YOU fully realize the merchan- 
dising potential of this versatile 
QUALITY line? 


CORNISH WIRE COMPANY, wc. 


50 Church Street New York 7, N.Y 


Producers of Quality Wire Products for Home, Farm and Industry 





Tax Decision ... 


Continued from page 140 
all of the additional expenses repre- 
sented by this new tax burden, it may 
be enough to sound the death knell 
for the small marginal operators who 
even now find survival a very difficult 
problem. 

“The only comments I have seen 
or heard about these tax cases which 
were not entirely critical come from 
some of the big corporations 
which possess national organizations 
throughout the country Through 
their method of operations, the loca- 
tion of their branch houses, ware- 
houses, sales offices and the like, in 
various cities throughout the country, 
they are already required to pay state 
taxes. An expansion of this state tax 
burden is apparently of no material 
concern to many of these large na- 
tionwide organizations. As a matter of 
fact it may well prove to be a blessing 
in disguise to them since it will re- 
strict the right of their smaller com- 
petitors to come into a given territory 
ind offer effective competition to 
hem 

“At the present time the strongest 
restraining influence to the increasing 
monopoly of the big corporations is 
the fact that small operators can enter 
their territory unrestricted and com- 
pete for the business of their cus- 
tomers. Since the small operator does 
not usually engage in any activity 
within another state other than the 
solicitation of orders he can save 
money on his operations and through 
this cost saving effectively compete 
on the price at which he offers his 
products. If, however, he is to be 
burdened with the imposition of taxes 
from the various states in which he 
attempts to compete, the small opera- 
tor will of necessity be forced to in- 
crease his prices, possibly to the extent 
where he can no longer offer compe- 
tition to those already located within 
that state 

“The philosophy of restricting the 
extent of operations to limited terri- 
tories or to operations only within a 
particular state will of necessity work 
directly contrary to the preservation 
and development of competition as the 
courts and the Congress have tried 
to develop it 

‘Any serious increase in the finan- 
cial problems which already burden 
small business operations, any new 
restrictions which tend to confine the 
limits of their operations and to pre- 
vent their effective competition with 
others cannot help but work to the 
disadvantage of the American econ- 
omy. Whatever temporary financial 
gains a state might enjoy from in- 
creased tax revenue will be more than 
offset by the disadvantages which the 

Continued on page 146 
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Combine the quality features of Trade-Wind Space Saver Hoods and the 
result is GREATER COMFORT for the customer. 


This new line of Trade-Wind Ventilating Hoods gives the customer 
- « « Quiet, powerful ventilating that tops everything on the market. 


. » « Cabinet space entirely free for storage. 


. « » Anew style trend in hood design which is highlighted by the 
custom look of Trade-Wind craftsmanship. 


All this means greater comfort and satisfaction for the user. 


4 — 
pated Q 
, (JFHOC, 7755 PARAMOUNT PLACE, DEPT. EW PICO RIVERA, CALIF. 


DIVISION OF ROBBING 4&4 MYERG,. INC. 
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i th. Anniversa 


TROMODE 


TRIC HEA 


of 

\_ sarery: 
Mr. SAFETY-GRID 
That's the record attained by Electro 
mode. The foundation of this exclusive 
safety principle is the Safety Grid heat 
ing element, a finned aluminum casting 
with all electric wires completely sealed 
inside. It has become famous through 
the years for its positive protection 
against fire, shock or burn 
Today, Electromode heaters are made 
in more than 100 different models for 


HOME - INDUSTRY - FARM 


ELECTROMODE BASEBOARD 
/ ELECTRIC HEATERS 


Spread adiant 
under windows and across floor ntrolle 
by room thermostat. Completely flexible to 


room design 


WALL-TYPE FAN-CIRCULATING 
AUTOMATIC HEATERS 


flo Heate 


r Big Rooms 


ELECTRIC INSERT 
DUCT HEATER 
PAC m2 
CONDITIONING 
Made in 2 models: DH.3 KW a 
DH-5 5KW; 240 volts, single 
3 phase 


SUSPENSION-TYPE 
UNIT HEATERS 
10 to 45 KW 

50 to 153, 675 btu 


Portable Models 
Also Available 


NOTE TO CONTRACTORS 


In designing these heating systems 
mode had the contractor as we 


n mind 
e EASY TO INST 


e NO CALL BACKS 


All your requirements f 











P Write for complete information 


ELECTROMODE 


division of Commercial Controls Corp 
Dept. EWh-59, 570 Culver Road 
Rochester 3, N.Y 








Regional Shows... 


Industs ww ope 1 rec y. the first 

Markshaus on tl ft ilesman for 

hicago’s Electrica pply rporauior is rewa th a ctric trying par 
f Simps 


Record Electrical Show 


HICAGO’s Fifth Biennial Elec oul cons goods products 

trical Show held recently re ) dential prod 
portedly chalked up the highest icts, a sho Okesman said 

“Quality in exhibits insures quality 
in attendance, and the converse:” C. C. 
Simpson, Managing Director of the 
Electric Association explained in sum- 
ming up the reasons for the show’s 


lollar-volume of business developed 
exhibitors of any show ever in 

eir experience 
Attendance—A reported total num 
ber of 223 exhibits had been presented 


to the largest attendance. approxi success. “There must be quality and 
selectivity in both elements, exhibits 
electrical industry and visitors, to make a good show. 
from all pat f the United States. We work hard to assure both,” Simp- 


Ihe show ts sponsored by the Elec son declared. 


mately 13.000 vhich represented 


members 


tric Association ind is presented bi ureal ety ol ctrical designs 


innually. Visitors to the exhibits were exhibits in the 
reportedly admitted on an “invitation 1959 sho vhi included: new de 
only” basis ‘ ¥ developments in conven 
Professional usinessmen from applications 
the varied helads the electrical 
industry we hand to witness the 
display ol new p oducts ind 
it the Chicago show 
One exhibitor praised the tyy f f gene ends ¢ e traced in so 
ittendance with this comment ( a grouy tw d include the 
peopl vho attend these shows followings 


vitally interested in new products e Effect of the new Chicago Elec- 


new ideas, and eager to see trical Code o1 1c industry was noted 


It is the only show 1 . by the use of much more aluminum 
perience where we have actually re in products exhibited than in previous 


ceived direct orders as a result of our shows: al num conductors, conduit 


participation bus ducts, fittings, enclosures and light 
e Quality And Selectivity—C ompa ing fixtures 

rable selectivity determined the ex e Several manufacturers presented 
hibits admitted to the show, with the for the first t their newly developed 


how committee carefully screening ontinued on page 147 
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THE SIGN OF... 


... YOUR BEST OVERALL 


electrical fittings 
switch & outlet boxes 
elbows, nipples & couplings 








ELECTRICAL FITTINGS CORP. - WOODSIDE 77,N.Y. 





MORE SALES WITH MORE 
VERSATILE INVENTORIES 


when you stock the NEW 


MODEL 58 “RA” STARTERS 


with New WIDE VOLTAGE RANGE COILS 


Available for Size 0, 1 and 2 “RA” Starters, the 
new A-H Wide Voltage Range Coils now let J coil 
take the place of 3 of the old type. As a result, you 
can make more sales with more flexible inven- 
tories, small investment, lower handling expense. 
These coils also feature a new epoxy resin con- 
struction that gives far better protection against 
shock, vibration, physical abuse, humidity, oil. 
moisture, fungus and other severe environmental 
conditions. Additional “RA” features that will 
help you build sales include: 


'2 THE SIZE AND WEIGHT... of conventional con- 
trols plus improved performance and dependability, 
with exclusive “Right Angle” Operating Mechanism. 


SIMPLE INSTALLATION, MAINTENANCE... with 
straight-thru front wiring and easily accessible 
contacts. 


NEW WRAP-AROUND ENCLOSURES... for Size 


1, give maximum accessibility. 


Write today for your free copy of Catalog 14: 
Arrow-Hart & Hegeman Electric Co., Dept. 
EW, 103 Hawthorn St., Hartford 6, Conn. 


Have you seen the new Arrow-Hart 100 Amp 
Add-On Entrance Equipment? 


ARROW © HART 


Quali since (890 


( ENCLOSED SWITCHES 
APPLIANCE => VV cr > * WIRING DEVICES 


Tax Decision... 


Continued trom page 142 
citizens of that state will suffer as a 
result of the restrictions placed on 
aggressive competition within the 
State. 

“The purpose of your committee, 
as I understand it, is to assist in 
preserving, developing and enlarging 
the opportunities for small business 
in the United States. I am sincerely 
convinced that at this crucial time 
small business throughout the country 
is looking to your committee for the 
advice, the leadership and the help 
which it will need to survive if the 
burdens of these court decisions are 
allowed to remain in effect. 

“As a representative of my own 
company, Doubleday-Hill Electric 
Company, and as a member of the 
National Association of Electrical 
Distributors representing the whole- 
sale electrical trade throughout the 
country I wish to express my appre- 
ciation for this Opportunity to appear 
before you and to offer my sincere 
hope that you will be successful in 
finding a solution to the problems 
which this situation has created.” 





Sales Program 
Continued from page 135 

twelve per home to twenty-six 

Supporting the efforts of the insti- 
tute are major programs by lamp 
manufacturers and the public utilities, 
plus the AHLI projects, Cox said. 

Pointing out that the program has 
taken time to develop, the AHLI 
official said, “it is just now beginning 
to hit its stride, with powerful support 
from such major programs as_ the 
Live Better Electrically Medallion 
Home and the Light for Living pro- 
gram of the Edison Electric Institute.” 
e Volume Gain—According to fig- 
ures released by AHLI, distributors 
expect the raise to be 12.5 per cent, 
while manufacturers predict a 14.7 
per cent increase in 1959. Indications 
are that if the momentum of the first 
two months of this vear continues, 
the increase for 1959 might be larger 
than predicted. Manufacturer sales 
rose by 9 per cent in January and 
then in February leaped to a total of 
26 per cent over the volume of Feb- 
ruary, 1958 

Widespread application of the 
Minimum Light for Living Standards 
will automatically bring achievement 
of all other sales goals of distributors, 
manufacturers, bulb manufacturers, 
and utilities,” Cox said. “The average 
fixture installation of $50 goes to 
nearly $200 list price on the average 
when the standards are applied. If 
they were applied to all of the 
1,300,000 homes to be built this 
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year, the total fixture volume at list 
prices would be $260,000,000 for 
new homes alone.” he declared 

e New Homes—"'It is indicated that 
new homes account for about 75 per 
cent of the fixture business, with 
modernization providing the other 25 
per cent. Of course, we don’t expect 
100 per cent application in the near 
future, but the growing application 
of standards ts steadily increasing the 
number of fixtures in the average 
home, Cox stated. He added, the ex 
panded campaign behind the new 
standards will greatly accelerate the 


trend 


Media and Methods 


Additional elements of the institute 
program are indicated as follows 

e AHLI publicity in newspapers, 
magazines, radio, and television will 
be directed at home buyers, builders 
and architects 

e Public utilities will spend 
$400,000 promoting Light for Living 
through the Edison Electric Institute 
this year, but this is reportedly only 
seed money Local utilities will 
carry on with millions of dollars of 
advertising promotion ind ftace-to 
face education 

e Medallion Home _ promotion, 
both in national advertising and in 
local action, will automatically sup 
port the drive for application of the 
Light for Living Standards. Almost 
all local programs reportedly require 
yuilders to meet these standards to 
obtain Medallion support 

e Academy of Lighting Arts stu 
dents are taught the principles of the 
Light for Living Standards in local 

More than 10,000 of these 

A graduate lighting specialists are 
expected to be using the standa 
hy 1960 

e National Association of Home 
Builders leaders reportedly will tie 
the AHLI promotion into this yea 
National Home Week 
pected 30 million people 


model homes 


Record Show .. . 
Continued from page 144 

noninterchangeable circuit breakers 

e Increasing electromation and 
automation in manufacturing of elec 
trical products was strongly in evi 
dence. Several new machines were 
offered for the automatic installation 
of var ype f terminals 
will speed u > manufacturing 


radios and ot electrical equipmer 


e Several companies ore 


newly developed tools wrenches 
knock-out punches and one, a versatile 
pipe threader that cuts both straight 


Continued on page 178 
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MODEL CL-1112 


3 Pullouts 


MODEL CS-1108 


1Py its 


CP-15 
tt Bi H : 
ADD-ON” 100 Amp Service Equipment 
Now, using just (wo basic Arrow-Hart 100 Amp S ice Unit 
plus ADD-ON Branch Circuits, you « rovide the right 
equipment for any requirement from & to 20 circuits 


YOU save, because you can supply this complete-line cover 


age with a fraction of the inventory usu lly required. No 
need to stock separate boxes, interiors and covers and 
only Arrow-Hart provides the flexibility of ADD-ON Cir 
cuits at no Pio mee mite cellinia wlll cemelvatiia@t lilies 


Get all the facts and see for yourself how Arrow-Hart 100 
Amp Service Equipment with ADD-ON flexibility can help 
you reduce inventory costs and build more profitable sales 
Write for your free copy of Folder No. A-228 


Dept. EW The Arrow-Hart & Hégeman Electric Co 
103 Hawthorn St., Hartford 6, Conn 


Have vou seen the new Arrow-Hart Quiette Tap Action Switches 


3 KLEIN PLIERS 


to make electrical wiring easier 


Three newly engineered Klein Pliers 
which will solve difficult problems in 
the wiring of electronic assemblies. 


ALL-PURPOSE ELECTRONIC PLIER 


Shear biade cuts flush and holds clipped 
end of wire 
hard or soft wire. Smooth, continuous action pre- 
vents shock which may damage resistors. For bare 


Requires no sharpening; will cut 


Patent pending 


wire up to 18 gauge 
No. 260-6—length 6% 
No. 260-6C — with coil spring that holds jaws open. 


NEEDLE-NOSE PLIER 


Similar to No. 260-6 but nose has been slimmed 
to permit use in confined areas. Patent pending. 
No. 261-6—length 6%” 

No. 261-6C—with coil spring to hold jaws open 


PLIER WITH KNIFE AT TIP 


Jaws behind blade hold clipped wire end 
A shear-cutting plier that will cut hard or soft wire. 
Coil spring to keep jaws apart. Pat. No. 2,848,724. 
No. 208-6PC—length 6%” 


Write for Catalog 101-A, 
which shows the complete 
line of Klein Pliers, includ- 
ing 20 pliers recently 
developed. 


Mathias KLEIN & Sons r i: 


1200 McCORMICK ROAD + CHICAGO 45. ILLINOIS -— 


VIEWING 


equipment of new 
Hastings-on-Hudson, N.Y ire 
Anaconda Company 


extra-high 
members 


subsidiary opened the 


of Anaconda Wire 


cable research laboratory at 
ind ¢ able Co The 


780,000 laboratory last month 


voltage 


rw $i 


Anaconda Has New Lab 


HE Anaconda Wire and Cable 
Company has announced the op 
ening of a new $1,750,000 extra 
high voltage research laboratory at 
Hastings-on-Hudson, New York 

The laboratory is composed ot 
precision equipment for research and 
testing of extra-high-voltage cable and 
acCessory designs Officially opened on 
April 13th, the laboratory 
contains huge transformers, impulse 
generators, 200-centimeter sphere gap 
and other equipment which can be 
used for testing and evaluating cable 
with far greater load-carrying capacity 
than any in general use today, the 
Anaconda Company subsidiary re 
ports 

I I Hickernell, 
engineering for the 
and president of the American Insti- 
tute of Electrical 
out at the ceremonies opening the new 
lab that “conventional designs for 
underground high voltage cables have 
practically reached their maximum 
power capabilities, indicating the need 
for improved cable-system designs.” 
e Need Recognized—Recognizing the 
need for better cable-system designs, 


Hickernell said, this extra-high-voltage 


research 


vice-president- 
cable company 


Engineers pointed 


cable research laboratory has been 
constructed as a contribution to the 
industry's progress. He added that be- 
tween 1945 and 1958, the peak load 
of the total electric industry in this 


country had tripled and “the rate of 


increase of electric energy production 
is expected to continue for the next 
ten or fifteen years unless there should 
be a severe economic depression.’ 

e More Power 
ground cable-system designs must be 
developed to keep up with the grow 
ing problem of getting more power to 
consumers, particularly in view of the 
difficulty of 
cable right-of-way in suburban areas 
surrounding Hickernell said 
The new laboratory was built for the 


Improved under- 


obtaining transmission 


cities, 
purpose of developing such designs 


to alternating current 
and impulse voltage testing, the facill- 


In addition 


simultaneously, at 
rated 150-ft 
lengths of full-size commercial 345, 
QOO-v cable. complete with joints and 
terminals 

Following is some of the major 
electrical equipment installed in the 
new laboratory. 

e 3,000,000-v 


ties can load-test 


150% ol voltage, SIX 


150-kwt per sec Im- 
pulse Generator 

@ 200 centimeter Sphere Gap 

@ 3,000,000-v Voltage Divider 

e 750,000-v Transformer Set 

@ 300,000-v 2.400,000-v-amp Main 
Transformer! 

e 13,200-v 360,000-v-amp Voltage 
Regulator 

@ 300,000-y Transtorme! 

Provision has been made for future 
installation of 1.500,000-v de gen 


Isolating 


eralor 
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AWG Number of 


Size Conductors 550 


STOCK SIZES 


Ss so $0-60 














+ Stationary service 
* with P-122-BM ; 


~*~ 
GG y 


| FFX, 
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EXTENSIONS CAPS AND 
CONNECTORS 
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WIRE AND CABLE WIRING 


DEVICES 


---and SERVE BETTER 


Electrical contractors and maintenance men pre 
fer Royal Portable Cords, have given them greatet 
acceptance than any others. That means more 


sales, faster turn-over, for you 


Royal offers the most complete range of types 
and sizes, too; one source for all your portable 
cord needs. From any angle, Royal Cords are 
best for you. For complete details, see your nearby 


Royal representative 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


OWN 


ELECTRIC 





Wn 


ar associate of 


NY 
\ 





The 1959-62 Report: 





oj age), | MARK Business Plans For 


ELECTRICAL CONDUIT [ie 


Business and industry plan to in- 

vest more in modernization of plants 

The Washington National | and equipment during the 1959-1962 
Insurance Co. building at period than ever before, according 
Evanston, Ill. used MARK to the 12th annual “Business Plans 


Conduit Pa 
for New Plants and Equipment” sur- 


vey recently completed by the Mc- 
Graw-Hill Economics Department. 

Principal findings and highlights of 
the survey reveal: 


MARK Conduit used e Industry plans to spend more 


in Marshall Field's Old i in 1959 than ever before to mod- 
Orchard Shopping Center = J ~ s | ernize obsolete plants and equipment 
z — : i Two-thirds of the capital expendi- 
pene a ae tures planned by manufacturing com- 
panies in the years 1959-62 are for 
MARK Conduit being installed modernization, rather than expan- 
in the New Trier High 
School. Winretke, Il. e Business now plans to_ invest 


7% more in new plants and equip- 


sion 


ment in 1959 and to increase slightly 
me | its capital spending in 1960. Advance 


we 
Clayton Mark & Company's ‘ . 


three brands of rigid steel con- gap has narrowed since earlier sur 
duit and “‘Electrictube’’ thin- \ \ Sw? vevs 

wall conduit are inspected and , e Manufacturing companies were 
approved by Underwriters 
Laboratories. The high quality, 
durable and easy-working . 
characteristics have made cations are they plan to increase 
MARK rigid and thinwall con- . their capacity during the next four 
duit “The Contractor's Favor- j : years, but at a modest rate compared 
ite’ for almost a half a century. : - with 


> 


ae plans for 1961-62 are only 4% below 
plans for 1959-60. These plans for 
1959-62 are still not as high as the 


record levels of 1956-57, but the 


Operating at an average rate Of 80 


of capacity at the end of 1958. Indi 


earlier Vear®rs 





e Sales of manufacturing com 
panies are expected to be 9 higher 
this year 1 to show an additional 


ncrease ol by 1962. If realized 


AVAILABLE EVERYWHERE these gains will bring operating rates 


close to preferred levels and create 


TO SERVE YOU! i need for additional capacity 


e Manufacturing employment is 
Associated Agencies, Inc Crescent Electric Sales Co Popkin Brothers expected to rise less. than _ half 
Boston 20, Massachusetts Chicago 47, Illinois Toledo, Ohio is rapidly as sales 3 this year and 


Brazill Brothers Eberhardt Electric Sales Co. 8 between 1959 and 1962. (This 

Linden, New Jersey Buffalo 11, New York ee figure applies mainly to large manu 

Cary Chapman & Company Electric Agencies facturing companies and does not 

New Orleans, Louisiana Seattle 4, Washington Rutkin Electrical Sales Co. cover manv other line f employ 
Los Angel lifornia 

Cary Chapman & Company Hodges & Glomb, Inc. $ Angeles 21, Californi ment.) Industry anticip substan 


Greensboro, North Carolina San Francisco 3, California The Schooler-Gorman Co. tial cains in productivity over this 


Cary Chapman & Company M. J. Pelletier Company Kansas City 1, Missouri period 
Mi 
Atlanta, Georgia Minneapolis 1, Minnesota wm. C. Welde & Sons e The flow of funds from depre 


Cary Chapman & Company Popkin Brothers Philadelphia 4, Pa ciation will continue to rise and by 
Hialeah, Florida Cincinnati, Ohio a6) wilt 1 1 reat than in 
| ) Wil " ! Ure Cl a I 
Randolph C. Wohitman Co. wipes . 
St. Louis 10, Missouri 958. This increasing source of funds 
vill provide strong financial support 
A. Lee Clifford & Company Popkin Brothers W. E. Young Company for business inital spending. Almost 
Indianapolis 7, Indiana Detroit 1, Michigan Denver 5, Colorado : , — erp. 


Cary Chapman & Company Popkin Brothers 
Birmingham, Alabama Cleveland 14, Ohio 


half the companies participating sa\ 
they would spend more on_ plants 
Since 1888, quality products for home and farm ind equipment if de iation allow 


inces under the i) aw were In 


i AY j Ni M A a be creased substantially 
e Research and development con 


ducted by business increased 12% in 


& COMPANY 1958, despite the recession. Further 


1900 Dempster Avenue « Evanston, Ill. Continued on pogo 152 
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Put in a product you 


can be proud of 


lig Radiant Baseboard panels arrive on the job in perfect shape 


—protected in sturdy, easy-to-carry cartons, sized to the indi- 


vidual lengths you need. Ilg baseboard comes in 5’, and 8 
lengths, for surface or semi-recessed mounting. Open the carton 
and you have everything you need for the job—back panel with 


heating element, front panel, full line of accessories 


ax 

Ks, 

« 
Finishing Touch. Ilg radiant baseboards are a “snap” to install 
You just (1) screw or nail the back panel complete with heating 
element to studding, (2) connect power to splice box by bringing 
in wires from rear, bottom or sides, and (3 snap on cover panel 
end covers and corner pieces Base bo ird can be painted to match 


any room color. No primer needed. Send for Bulletin 1401 


INSTALL ILG ELECTRIC HEAT 


Good Things Come in Small Packages. 


Ilg fan-driven electric wall insert heaters range in size trom 11, 


pack tremendous heating output into have non-glowing, 
small space. Three sizes deliver 6824 
B.c.u./hr., 10,236 B.t.u./hr., 13,648 
B.t.u./hr.. Finned heating elements are 
sagproof, moistureproof, shockproof. 
Thermostat is separately controlled by to 122,832 B.t.u./hr 
own selector dial—cannot cause radio or 
TV interference, operates within 55-85 Bulletin 808. 
range. 

Separate ‘“‘on-off” switch sets heater in 
automatic operation without disturbing 
comfort level of thermostatic setting 
Heavy sheet metal case with baked-on 
sea-foam beige enamel extends only 11% 
into room. Send for Bulletin 1101. 


Pick Your Capacity. Ilg electric unit heaters 
steel-sheathed, black-heat 
type replaceable heating elements super 
matic or manual controls. Capacities from 5118 _ filters. Manual 


famous “One-Name-Plate 


__ 
2 MEE 

Name Your Mounting. New Ilg electri« 

36 kw. AI! heaters cabinet heaters have 2- and 3-speed blow 

through or draw-through motors: for 


floor, ceiling, wall or inverted mounting 


quiet Ilg "Q” type aluminum fan wheel direct Finned strip heating elements. High 


connected to Ilg-built motors. Choice of auto limit cutout. Permanent or renewable 


pneumati or automat 


Complete units bear Ilg electric controls. Capaciti o 30.0 


guarantee Send for k.w. Send tor Bullet 


SEE YOU AT BOOTH 419 AT 
THE N.A.E.D. CONVENTION IN CHICAGO 


ILG ELECTRIC VENTILATING COMPANY 


2883 No. Pulaski Road, Ct ag 4 


} 
Offices in S7 Principa! Citie 


is 


Member of Air Moving and Conditioning Association Inc. (AMCA 

















No. 241 COMBINATION SWITCH AND RECEPTACLE 


BELL SAF-T-LOK 


(Pat. Pend.) 


Weatherproof OUTLET 


FEATURING &telascue sravs oven | quale as, f 
a 
STAY OPEN | sured | ee ! 


POSITION 


SNAP-COVER —_, 


ACTION ee a 
} ie, 


SNAPS SHUT AUTOMATICALLY 
WITH SLIGHT PUSH 


TA TT BR AE .. 219 sinoue swar-covee 


PARALLEL SLOT DUPLEX RECEPTACLE 


FAST MOVING No. 220 SINGLE SNAP-COVER 3-WIRE 


GROUNDING DUPLEX RECEPTACLE 


Grounds metal parts of portable 
electrical tools, lawn mowers, etc. 
Vet 


for safety in use with etallic or 


Non-Metallic wiring systems 



























.-- the most COMPLETE line 
with EXCLUSIVE selling advantages 


Exclusive SNAP-COVER locks open for easy, one-hand 
insertion of plug... yet snaps shut at a touch for weather- 
proof protection. Lid does not rest on wire or plug. Can't 
damage insulation if cord is jerked out. Cover cannot be 
loosened or pulled off. 


No. 210-ONE-GANG SAF-T-LOK SINGLE RECEPTACLE 


Bell—The Complete Line —The Only Line with SAF-T-LOK 
SNAP-COVERS OR SCREW COVERS in 1 or 2-gang Com- 
binations. 











v wh Ye, .. 7 
> \ | 


Up r on! 











r 
S, & No. 214 No. 216 
ae 4 Flush Flush Switch Combination Flush Switch 
Screw-Cover (Single pole, Flush Switch & and Duplex 
Duplex T-rated Snap-Cover Screw Cover 
aap Receptacle Outlet Duplex Receptacle 


VISIT US AT BOOTH NO. 322 N.A.E.D. CONVENTION 


BELL ELECTRIC CO. 


5735 South Claremont Avenue @ Chicago 36, Ill. 
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Business Plans ... 
Continued from page 150 


increases ire planned for 1959-62. 
assuring a continuing flow of new 
products and new processes Elec- 


trical equipment is among the largest 


industries in research and develop 
ment. Spending plans are up 14% 
this year and another 33 IS antici 
pated y\ Ye 
Consequences 
One consequence of — industry's 


modernization program will be higher 
productivity from more efficient new 
plants and equipment. As a _ result, 
business does not expect employment 


to increas s rapidly as sales. Actu 
ally, employment is expected to rise 
less than half as much as sales be 
tween 1958 and 1962 

Howeve financially, business ap- 


pears in a strong position to support 
its present plans for capital expendi- 
tures—and even to increase them. 


Basically, the reason is that the flow 
of funds trom depreciation will be 
rising steadily. By 1962, business ex 
pects to b el » $26 billion a vear 
from depre tion deductions, 21 
more than i 9SS 
e Depreciation Allowances Almost 
half the ympanies participating in 
the u d that they would 
spend mx new plants and equip 
ment if ck ( tion allowances pel 
mitted by tl tux law were substan- 
illy ne ed over th next few 
ears 
Orv \panding pro 
tram. «of =research id development 
fT} omise of new products 
the need for 
| I fucilities to take ad 
Wances 
1) tl ubstantial amount oft 
rted tor the end 
rf 58 facturing companies 
plan to { ic expanding at a rate 
of about 4 year. Electrical ma- 


chinery anticipates a 16° increase in 
capacity in 1959, 


e Employment Companies partici 
iting in the IT'Vé do not expect 
their employment to rise as rapidly 

thei les. Howeve i 20° in- 


crease is expected in electrical ma- 
chinery manufacturing employment. 


Lookin it tl survey in its en 
t vorted higher 
spending plans this survey than it 
eported ta The recovery in 
DUSINGSS and profits evidently 


had ) | ifluenc on capital 
expenditure decisions in final budget 
eviews Howevel n no manufac 
turing industry do plans now call for 
iS much pital spending as in 195 
nd among t 1on-manufacturing 
ndustt ( commercial businesses 
Kpect t heir 1957 level 
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BOSS ... COMPLETE LINE OF ELECTRICAL ENCLOSURES 


BOSS J.1.C. Wireway and Fittings 


Flanged Hinged Cover Wireway & Fittings ; 
Flangeless Screw Cover Wireway & Fittings i 
Flangeless Hinged Cover Lay-In Wireway & Fittings 


Va 


“The Line of Least Resistance” 


= Boss ff. 


You can always be sure of excellent quality 
and prompt delivery on stock or “specials” 
J. |. C. Box with the complete line of BOSS Boxes, 
Wireway and Fittings. 
Type “A” Box 


Job-engineered for quick, easy installa- 


tions, BOSS enclosures are code gauge 

steel, have smooth corners, with firm but 7 es 
easy knockouts. All units are UL approved. tt 
Finished in durable gray baked enamel. 


BOSS now also offers you new Oil Tight 
Push Button Enclosures for excellent pro- 
tection against oil, dirt and liquids. 


Write for Catalog on the complete line 
of BOSS Electrical Enclosures. 


Sold thru leading distributors everywhere. Screw Cover Pull Box 
Seeing is Believing . . . 
Visit our Booth at NAED Convention! 











NEMA 12 Cabinet 


ie Telephone Cabinet 
Cabinet 


You can rely on BOSS for custom fabrication of your ‘‘specials”’ of any type 
THE HUENEFELD CO. Engineered Products Division 





2701 SPRING GROVE AVE. CINCINNATI 25, OHIO 


a wea Fr WY rs 








MARKEL 


ELECTRIC PRODUCTS, Inc. 


invites you 
to drop in to 


discuss ... 


HOW 
YOU can 
PROFIT 


FROM THE 
Revolutionary 


GROWTE 


OF 


ELECTRI 
HEATING 











Clectrical Distrib. Convention 


CONRAD HILTON HOTEL 


MEET US AT THE 


National Association of 


May 23 thru May 27 


CHICAGO, ILL. 


BOOTH NO. G 
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or write 


MARKEL Electric 
PRODUCTS, Inc. 
BUFFALO 3, N.Y. 

Residential Electric 


Heating since 1920 


5 


; 
7 


i 





4 GIFT of a dual pen desk set is presented to A. Perry Philips, president of 


Philips and Co., Columbia, Mo., by J. N 


(Jerry) Bess, vice-president of the organi 


zation. The occasion was a banquet at the Daniel Boone Hotel, Columbia, celebrat 
ing the 25th anniversary of the founding of the company by Philips in February 
1934. Fifty people were in attendance, including the first employee and officers 


of affiliated companies 





Contractors Alerted: 





Need Distributors Support 


NAED's eastern region v. p., G. W. Provost, predicts 


billion dollar lighting market,—distributor's aid needed. 


ONE BILLION dollar lighting 

market is predicted by 1965, 

according to George W. Provost, 
Ir., vice president, Eastern Region, 
National Association of Electrical 
Distributors, and president of Double- 
day-Hill Electric Co., Pittsburgh, Pa 
Referring to a 1955 forecast pre- 
dicting this volume of business, Pro- 
vost made the remark at a recent 
annual electrical contractors confer- 
ence at Nela Park, Cleveland, Ohio 


Rapid Approach 


The NAED official reminded the 
contractors, who had gathered with 
General Electric specialists at Nela 
Park to study the opportunities in the 
rapidly developing lighting market, 
that their industry is rapidly approach- 
ing a one billion dollar lighting mar- 
ket anticipated by 1965. Provost also 
added that the industry will probably 
register $600 million in 1959 
e Realization—A_ further indication 
that the predicted goal would be 
reached much sooner than expected, 
was noted by Provost, who said that 
new sources, new techniques, and 


new advanced standards of practice 
are presently available for the realiza 
tion of the 1965 target ahead of 
schedule. All that remains is for the 
contractor to do his part, he empha 
sized 

‘He must have the goods available 
locally in quantities to take care of 
emergencies and day-to-day deliveries, 
and he must have competent tech- 
nical counsel, preferably at a central 
local source,” the NAED spokesman 
pointed out 

In emphasizing the individual con 
tractor’s role, Provost added, “he 1s 
also going to require a reasonable 
extension of credit. He is therefore 
going to want a local organization to 
handle claims, credits, shortages, and 
for following up orders for special 
materials and their delivery.” This 1s 
the distributor’s role, Provost stated, 
and these are the functions he can 
perform expertly 


“Financial Girdle” 


The distributor is somewhat similat 
to a “financial girdle.” Provost de- 


Continued on page 156 
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3 * , | hs 
- a : TZ o 


; ee Brot | - — 7 fT lohsomotelt] $62 mel mele) | mau tens tle vi PPLY CO., 
when there’s one line that truly meets ALL your time switch requirements? 


JUST COMPARE! 


whether you stock one line or four— 


Can you give your customers 


Astronomic, Skip-A-Day, Seven Day, Intermittent 
Program, and Momentary Contact Timing? 


Can you offer them 
55 Amp capacity, 3 Pole Switching, Reserve Power in 
case of current failure, Service entrance-time switch 
combination models? 


Can you provide them with 


An economical low priced “leader” with an extra 
heavy-duty motor whose temperature range is —60 
to +200°F? 

A profitable “‘step-up”’ line that features lug terminals 
taking up to No. 6 wire without bending? 

An enclosure that permits instant removal of entire 
mechanism without screws? 


Fact is, TORK now provides all these and many more... it’s the only line you'll —— : —————} 
pons economically priced and widely specified by consulting engineers and Join the rapidly growing 
arc cree oh pay you to stop wasteful duplication of lines ... to standardize let of selective TORK 
OX) on the line that enables you to render the kind of service you know your cus- Distributors NOW! See 
~, a » 
tomers appreciate. . your TORK Represent- 


- y ative for full details or 


celia. 4 — >) oe Kk TIME fore) ne -1e) me INC. ; write Dept. W2 
CLOCK 
yeaa os MOUNT VERNON, NEW YORK 





How to hammer down 
entrance installation costs 


Iwo nails! That's all it takes to mount this Clark-American service entrance 


unit. Mounting brackets on the flush-type panels help reduce installation 
time by more than 30% —position the equipment against a stud more 





quickly and easily while automatically aligning its front surface to be flush 
with the finished plaster 

Wiring room to spare, plus more than enough knockouts on all sides, help 
speed up installation even further. And because Clark Controller, the standard 
of quality for controls in heavy industry, stands behind every piece of equip- 
ment in the complete American Electric Switch line you don’t have to worry 
about costly, time-consuming service callbacks. Capacities range from 60 to 


00 amperes. See your American Switch distributor for all the facts 
j ) me 
American 


ELECTRIC SWITCH DIVISION 


ys CLARK CONTROLLER 


verything Under Control © 1146 East 152nd Street ¢ Cleveland 10, Ohio 


Distributors Needed... 


Continued from page 154 

clared It supports and streamlines 
the business and gives ua two-way 
stretch to the equipment manufac- 
turers’ investment. The stretch re- 
duces equipment cost, in One direc- 
tion, and consequently reduces price 
to the consumer in the other direc 
tion,” he stated 

e Problem Acknowledging several 
practices which are undertaken with 
the hope of increasing an individual 
firm’s volume, but which typically 
vind up with reverse effects. the 
NAED official indicated these are 
problems created by the weakness of 
individual Operators. Where compe 
tence in assessing credit risks and 
other financial problems are lacking 
it is worse than folly to try to do it 
yourself. Intelligent approach com 
mends enlisting the well-trained facili 
ties of the contractors’ natural allies 
[his is the way to give the public 
the best service and to build up our 
reputation for responsibility. It is also 
the way to meeting our opportunities 


with profit and honor 


Contractor Supports Views 


Strong support was given the views 
expressed by Provost by Lester Bertke. 
of the Bertke Electric Co., Cincinnati 

Directing his chief concern to the 
day-to-day Operations of his fellow 
contractors Bertke conceded — that 
procedures follow patterns which relys 
too much on form and ritual. He 
stressed the urgency of Keeping sensi 
tive to the customers interests 

Mutual benefits he said provide 
the Incentive force that keep our re 
lationships with our customers the 
best resource for stimulating our 
business 
e Quality Performance It was 
made clear by the contractor speaker 
that he did not recommend contrac- 
tors “build monuments” by providing 
service at i cost greater than ex 
pected compensation. “Conscientious, 
intelligent use of our experience re 
quires us to make our bids responsive 
to the customers’ real needs, and 
within our known capacity to per 
form,” Bertke noted. He continued, 
When we obtain the business, doing 

our best must be a_ performance 
within the limits of the plan and the 
contract price “If we avoid the all 
too-easy inclination to let routine pre 
vail we cannot give the value or the 
service the customer deserves and 
our reputations demand. Quality per- 
formance gives mutuality 
faction and wins new business and 
always is a source of pride and usually 
ol pront * Bertke concluded 

It is evident that both speakers 


Continued on page 158 
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the scores are in/ 


ELECTRICIAN'S 
RIGHT ANGLE 
DRILL KIT Model 312K 


Right-angle or straight-on drilling 

Head swivels 360 locks in any 
position. Right angle high speed for small 
holes ... right angle low speed 

for large holes 


SAWZALL Model 414 
All-purpose, heavy-duty electri 
HACKSAW 37 strokes per 
“plunge cuts” into floors 
walls, and ceilings needs no 
starting hole. Weighs only 634 lbs 


second 


ELECTRICAL 
_ DISTRIBUTORS 


. a recent survey of portable electric tool 
preference, more distributors ranked 
MILWAUKEE first than any other line 
The same preference has existed among tool 
users for years 
Here are 
bd MILWAUKEE pioneered the development 
of tools designed and built specifically 
for the Electrical Contractor 


the reasons 


Years of trade acceptance give distributors 
fast tool turnover more profit per dollar 
invested 

Every tool is ruggedly built to stand 
heavy-duty use 
free performance 


to de liver more service 

longer life 

Now is the time to sell the line electricians 

want it prices that will start them buying 
and at profits you can’t afford to pass up 


MILWAUKEE is that line! on 


i 


Both furnished 
with steel 
carrying case 


MILWAUKEE ELECTRIC TOOL CORPORATION 


. MILWAUKEE 


5390 WEST STATE STREET 
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Distributors Needed 
Continued from page 156 


addressing the electrical contractors 
have indicated that the industry must 
be willing to accept new responsibili- 
ties, in order to meet the challenge 
imposed by increased volume 





The Housing Picture: 





Opportunities are Good 
on the Remodeling Front 


Experiments in Vermont and West 

Virginia by the Federal Housing Ad 

ministration to educate the public on 

the merits of home modernization and 

YOU DON’T NEED CAT’S EYES...T0 SEE IT IN THE DARK. repalr have met with a reported suc- 
cess, to the extent that the two-yeal 

program will be expanded nationally 


& Goal: to acquaint homeowners on how 

| to modernize homes under FHA’s Title 
= = | insured loan programs. Recent sur- 

vey of 50 million homes in the United 


g States lifted the curtain on the follow 
ing 
ILLUMINATED HANDLE e 66 are from 20 to 30 years old 
<i ; and 45‘ were built before 1920 
silent mercury switch e 16 million have no central heat- 
ing and 9 million have no hot water 
rhe remodeling market ended 1958 


with an estimated 510,000 complete 


Teme > Qe kitchen cabinet installations, up 30 


QOO from °57. Experts figure at least 
one million such installations per year 
by 1965. This means $1 billion annu 


illy in sales 


No more fumbling in the dark .. . no . 
more dirty walls from “switch-groping.” Housing Starts 

Instead, a tiny, built-into-the- handle — ‘ ‘ 

neon lamp that always remains bright, e | . Ahead of 57, 58 
lasts a lifetime, and costs but a few cents 
a year to operate! This switch is sturdy, s ia Start for the first two months of 
easy-to-install, with no moving parts to ; lotal for these two months: 17 
wear out, no springs to snap. Ideal This contrasts with the 134,000 and 
wherever silence is essential now : 9 130,000 for the same period in 1958 
popularly priced for every installation - ¢ 


Housing starts are off to a good 
1959 


5.000 


and 195 respectively 
And it’s just one of the many fine, ; 
economical devices made available to Z Farm Program To Be 


everyone through the superior skills 


and complete resources of LEVITON! . introduced This Year 


DES MOINES IOWA—Farm 


For the complete story, write today on 
electromation (farm automation 


your letterhead 
powered by electricity) will be in 
sted by U.L. and C.S. A. , : 
LEVITON SILENT ; 
MERCURY SWITCH: this year 
Fully enclosed, e Field Days—The new system will 


troduced to the farmers of America 


rated 

1OA.-125V.T., = be introduced with a series of Ma- 
5A.-250V - , 
Ivory toggle, terials Handling Field Days” held on 
with | 4 farms in the nation’s major agricul- 
illumination 

Single Pole tural areas. Sponsored by a national 


Thnsa Wor farming magazine in cooperation with 


No. 5563 the national Farm Better Elec 
Available boxed or carded trically program, thes¢ held davs are 
Specify ‘’K’’ when ordering designed to stimulate widespread use 
4. ater iandling techniques 
on care Se a ae ae of materials dlin id 
Materials handling, introduced to 


LEVITON MANUFACTURING CO., INC., BROOKLYN 22, N. Y. din tutte botlnaes Coranees in 1954 


Chicago « Los Angeles « Leviton (Canada) Limited, Montreal ipplies industrial production line 


For your wire n tact our subsidiary AMERICAN INSULATED WIRE CORPORATION principles to the farming operation 
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easy, Mac! 





Gold Seal Tape sticks tight in any weather 


You can do a first-class ins’ lating job — easier and faster — 
with Gold Seal Friction Tape. It tears evenly, conforms 
readily to uneven surfaces. sticks tight in any temperature 
under all weather conditions. And one thickness insulates. 
For lasting “tack”. for all-around insulation protection, 

ask for Gold Seal Friction Tape. Made by Jenkins Bros., 


Rubber Division, 100 Park Avenue, New York 17. 


Gold Seal * Rubber + Plastic Tapes...Commercial and Specifications Grades 
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Latrobe 
Electrical 


Products 


ae 
Ea TRU 
{me «CLEVE 

FLOOR 


BOX 


The No. 190 “Tru-Level” is a fully adjustable 
4” galvanized octagon watertight floor box 
developed for concrete or tile floors, also 
wooden floors with concrete base 


A '2" threaded adjusting-ring and three 
2'2" long screw legs make for quick and 
easy tru-leveling. A rubber collar protects 
the adjusting ring thread 


The octagon box body is 2'2" deep with two 
'>" and two 34” K O's in sides and three 
12” and two 34” K O's in bottom 


This series permits on-the-job inter 
changeability with the various new standard 
styles and sizes of receptacles 


Listed under re-examination service 
of Underwriters Laboratories, Inc 


Booth #423—NAED 
Chicago, May 24-27 


Visit our 
Convention 


Write today for complete specifications 


Non-Adjustable 
Floor Box 
Represents the last 
word in unique design 
neat appearance, few 
est number of parts 
and least amount of 
install 

ie 
Pie => 


labor to 


steel framework 


LATROBE PRODUCTS 
NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGERS 
INSULATION SUPPORT 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Sales Representatives in all principal Cities 
Yuh 
SUliman 


Manufacturing Go. 


1209-1215 JEFFERSON 


LATROBE. 


STREET 


PA. 


| 


hopper car above 
lamps to melt 
revealed by the Western Maryland 
developer of the infrared 
3800-w quartz | 


railroad 


THAWING 
ing quartz infrared 
Was 
pany, 
1.600-w and 


quartz 
infrared 


undergoing 
frozen 
Railroad I € neral 
lamps he am uses 


lamps 


ctrical method us 


coal tn Cal The new system 
Electric Com 
banks of 


to thaw 


rapid 





Getting Along with Purchasing Agents: 


A P.A. Looks at Salesmen 


V Pl 


View of 


AGENT'S 
was the 


\ 


RCHASING 
Salesmen’ 
topic of discussion by 
Collins, J1 
Washer & Stamping Co 

Ohio at a 
distributor's conterence at Genera 
Electric Lighting Institute, Nela Park 
Cleveland, Ohio 

Collins 


J 
purchasing agent for Free 


way Cleve 


land, recent electrical 
| 


who is a veteran of 22 years 
in purchasing, observed that there are 
presently too many uninformed sales 
men 

e Know Product — “They don't 
know the product they sell,” Collins 
told the 


Purchasing agents, who only recently 


members of the conference 


have begun to receive some degree ot 


the training and compensation of 


salesmen often wonder why the lazy 


and slipshod man is tolerated,” the 
veteran purchasing agent stated 
that 


could benefit by observing the follow 


Collins indicated salesmen 
ing cOmmon sense rules 

e Consideration—Try to be 
siderate of the PAs. Dozens of people 
are constantly their 
the phone, and in the lobby, to 


con 


waiting turn on 


press 


their mind. The number 


one 


topics on his 


rule for salesmen ts considera 
Collins declared 


Some 


on,” 
e Respect 


other items of 


simple respect include full intorma 


Card 


iddress, and certainly 


tion to the receptionist name 


company what 
it is you sell. It ts 
know what the PA’s company makes 


In sympathizing with the salesman’s 


good thing to 


problem Collins 


i reception rooms, 


said Boredom encourages reception 


room visiting with the other gentlemen 


in waiting. But when your turn comes 
take it. If you to finish a conve! 


PA’s ulcer will 


Wail 
sation the sprout an 
other ulcer 

e Impression te the 
make 


Collins observes. If 


impres 


sion you receptionist, 
you do not impress 
will not 


her favorably you probably 


do any better with the purchasing 
agent 


Avoid 
Some 


pompou yr corny tactics 


salesmen think vivid role po! 


They 


sales 


travals are long remembered 


but not favorably. The toy 
who fired a barrage from a pal 


yed on 


poge 162 
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Push-to-Test Pilot Light. 
Oiltight Bulletin 800T. 


illuminated Push Button. 
Combines pilot light and push 
button in one unit. Oiltight 
Bulletin 8O0T. 





; 


Four-way or Two-way 
Selector Switch. Oil- 
tight Bulletin 800T 





STANDARD DUTY 
CONTROL STATIONS 


fo} | Bile] paeee), be fe) 8 


HEAVY DUTY 
fele), bi te) Gear Site), } 


STATIONS 
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C OT) t rO!l 
for every industrial application 


Among the many hundreds of Allen-Bradley push 
button and control units, you are certain to find the 
types best suited to your particular needs. The seven 
units shown below are a few of the latest additions to 
the Allen-Bradley quality line of control units. 

All Allen-Bradley control units—standard duty, 
heavy duty, and oiltight—have double break, silver 
alloy contacts—to assure reliable operation. Simple 
constructions and generous wiring room are outstand- 
ing features. Insist on Allen-Bradley control units 
for all of your equipment—you can’t go wrong! 


Encapsulated Pilot Light. 
Oiltight Bulletin BOOT 


Time Delay Push Button. 
Delay is adjustable from 0.5 
second to 5 seconds. Oil- 
tight Bulletin BOOT 


Ww 


Light. Heavy Duty 
Bulletin 800 g00T 


Double Circuit Push But- 
ton. Has 2 N.O. or 2 N.C 


contacts Oiltight Bulletir 


ALLEN-BRADLEY OFFERS the most com- 

plete line of standard duty, heavy duty, and 

oiltight control stations on the market. Send 
for Publication 6090 today. 


Allen-Bradley Co., 106 W. Greenfield A 
In Canada: Allen-Bradley Ca 








insulated wire... 


CONTINENTAL INSULATED WIRE AND CABLE! 


Sot ekot-teotaed f 


wize 


corporation 


WALLINGFORD, CONN. 
YORK, PENNSYLVANIA 


Getting Along .. . 
Continued from page 160 


of cap pistols on the way to the top 
buyer put an entire purchasing staff 
into shock for an afternoon.” 


Be Informed 


The really good, considerate sales- 
man is a treasure, electrical distribu- 
tors were told. “Know your product 
thoroughly,” Collins told the members 
of the conference. “If, nevertheless, 
you are asked by a purchasing agent 
a question you can't answer—don't 
bluff. Tell him you don’t know but 
will get the answer. Be careful to 
keep your PA informed about new 
products. See him at regularly ap- 
pointed times. When price changes 
occur give him notice 

“Customers take a lot of cultiva- 
tion. Keep their PAs confident that 
you cherish them. Then your compe- 
tition, with the poorer product, will 
not get the business, as he often does.’ 

Collins is apparently well aware of 
the sound preparation of many sales- 
men, however, it is said to be his 
hope that all who follow this calling 
will someday demonstrate it to pur 
chasing agents 





Graybar Land 
Site Purchased 
RICHMOND. VA Graybar 


Electric Co., has purchased a parcel 
of land in the West End section of 
this city, a report says. 

Indications are that the firm plans 
to move all its Richmond operations 
to the site in several years. The firm 
reportedly paid $78,000 for the 117 
OQOO-sq ft. site 


REA Activities Criticized 


According to a recent report, at the 
annual convention of the Intermoun 
tain Electrical Association in Salt 
Lake City, Utah, E. M. Naughton. 
president of the Utah Power & Light 
Co., criticized the activities of the 
Rural Electrification Administration 

The intent of the emergency legis- 
lation which created the agency 25 
years ago to provide power to farms 
“has become twisted far beyond that 
intent,” Naughton reportedly told the 
convention members The report 
quotes Naughton on the following: 
“Some 95% of America’s farms have 
long since been amply served with 
electricity. In fact three out of every 
four loans now approved by REA 
are to serve industry, not the Ameri- 
can farmers. And these loans are 
made to REA for less than the gov- 
ernment has to pay to borrow the 
money in the first place.” 
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NO TROUBLE CALLS WITH PUSHMATIC 


coil protection is standard in every breaker 


On your visit to the 


N.A.E.D. 
CONVENTION 


stop by our booth 


and say ‘hell 


I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


' BULLDOG ELECTRIC PRODUCTS DIVISION 


Sat Ex 








Complete with : 4 Pats. Pending 
1 Universal Die Head, 2 Sets of Dies 
for '2”’ to 2” pipe or conduit 


Looks good, does better. Perfect cutting, 
reaming, threading fast . . . and easy! 
Three tools operate independently 
swing up out of the way for short pipe 
chucking from front. Slip-proof Speed 
Chuck is a great performer. Concealed 
oil system, automatic shut-off nozzle. 
Quick-opening die head sets to size right 
in machine. Power? .. . RI(t>-built 
motor handles 2”’ pipe, conduit, bolt, rod 
and 12” geared tools easily. Leg and 
whee! stands available. Keep a RIFAID 
535 on display ... let your customers try 
it. You'll like its profitable popularity. 


The Ridge Tool Company 


THREADED PIPE... it’s Tight... it’s Best... Costs Less! 


INDUSTRY-WIDE PROGRAMS 





EEl Program 
Under Full Steam 


NEW YORK—The Edison Elec- 
tric Institute’s National Electric Liv- 
ing Program is going ahead under 
full steam, according to the latest 
report. The institute claims that na- 
tional advertising is being well re- 
ceived by the American public and 
additional industry and local utility 
support is growing by leaps and 
bounds. It is estimated that by the 
end of this year, this industry-wide 
program will total over $100,000,000 
in direct support of the Live Better 
Electrically concept 


Three Ways to 
Push Electric Power 


OMAHA, NEB Groups that con- 
stitute the electrical industry in major 
markets throughout the country can 
do three things to make sure that 
electric power contributes the maxi- 
mum to industrial and commercial ex 
pansion that lies ahead and in raising 
living standards, according to Chris 
J. Whitting, vice president and gen 
eral manager of Westinghouse Elec- 
tric Corp., consumer products group 

Speaking before the Nebraska-lowa 
Electrical Council in Nebraska, he 
highlighted these three points 

1. Provide local leadership and 
contribute to the inspired thinking 
that’s required to build and rebuild 
our cities and home towns to meet 
the demands of modern life. Also 
serve as rallying points for groups 
that require knowledgeable aid in 
getting worth-while projects cff th 
ground 

Zz Develop the skill or the art of 
teaming up” to make sure that this 
industry’s best counsel and advice get 
through to people who need the help 
of electric power to make their plans, 
come true, regardless of where in the 
industry it’s necessary to reach for 
support 

3. Keep up-to-date on the many 
promotional programs being offered 
various segments of the industry at 
various times. Make sure that they are 
backstopped effectively; that full bene 
fit is realized regionally of the money 


spent nationally 


50% Gain in 
Dishwasher Promotion 
NEW YORK As a result of an 
early expression of support by major 
electric light and power companies, 
the Household Sink Units section of 
the National Electrical Manufacturers 
Association is expecting at least 150 


Continued on page 166 
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SELL VACU-BREAK SAFETY IN 
BUS DUCT BY BULLDOG 


And here's real built-in too! 
Circuits plug in wherever needed with 
Com} 

BullDog Plug-in Duct provides o 


Ings on 


Hexibility 


pen 
I 
20-inch centers on either side 


of the duct. To tap “live” power you 


sert Vacu-Break® bus plugs 

hows, reinforced fin 

gers ON all plugs Insure positive pres 
sure Vacu-Break 


nt - 
conta XCLUSIVE 





On your visit to the 
N.A.E.D. CONVENTION 
stop by our booth and say ‘hello’. 








action safeguards circuits 


onnel. The enclosed arc cham 
its the oxygen 
irves the arc bel > it can explode 


and pit or burn contacts. (The \ 
Break 


plugs to meet other ay 


bus plug has 
Protect clients against rewirl 
ne and costly production shutd 


| 1 
Specify Bus Duct by BullDi 


BULLDOG ELECTRIC PRODUCTS DIVISION 
I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


13 £ 





hot Industry-Wide Programs... 
ree Continued from page 164 
electric utilities to cooperate with it 


Hydraulic Knockout Punch Drivers in promoting automatic electric dish- 


washers in 1959. This goal represents 
" " d i a gain of approximately 50% over the 
Punch Holes for 1/2 ra 4 Con uit more than 100 utilities that success- 
fully promoted dishwashers in 1958 
and which helped to achieve the record 

ley SacinT seanth ter ven sales made last year 
se acameiabeed te ending ahaaiitedl e League Support—The heart of the 
contractor and industrial mointe- promotion is the enlistment of the co- 
nance magazines operation of electric light and power 
companies and electrical leagues 
“cn donne’ _— a ach, te the nation in spearheading 
ee! , ee eo a ocal level promotion of dishwashers 
fits around | 4 e Materials The NEMA House- 
yep: . % | te ’ hold Units section material include 
Fats "7 streamers, an authorization brochure 
for the purpose of consumer education 
and an eight page newspaper supple- 
ment containing a plan of action for 
utilities, distributors, dealers and news 

papers 


s 





NEWS 





Twenty Watts Per Sq. Ft. 
Aim For ‘60's 

A report from the National Wiring 
Bureau says the next 10 years will 
offer good opportunities in increased 
electrical use for those electrical con 
tractors who learn to take advantage 
of them. Without overwiring the com- 
mercial customer’s premises, the ade- 
quate electrical system of the coming 
decade should supply 20-wt per sq 
ft—10 for present needs and an addi 
tional 10 for reasonable growth, the 
report says 


no pre-drilling or step-up punching! 
installations with the new GREENLEE One-Shot 
GE Prepares 
; ‘59 Target Plan 
throat lets you position punch exactly wher 
et " Ree rt: oe a Under a new policy, General Elec 
‘ sian es aie tric’s distributor sales operation will 
refer to independent distributors all 


! 


Lightweight, easy to carry, powerful! Fast one-man 


with a few strokes of the 


irate work better profits per job! government bid requests for tubes 


two sizes 
No. 1732 


) 
out | I! 
1 , 
ONLY ) 


No. 1731 
Pun h > ly 


Weigl 


Both models at 


power-Oper. t 
tributor for 


SCTIPTL\ 


A COMPLETE LINE OF 


GREENLEE TOOL CO. 


all GREENLEE Knock- 
1% 4”. Weighs 


ts GREENLEI Knockout 


1” with special dies 


GREENLEE hand- or 


pumps. Ask your dis- 


istration, Or write for 


KNOCKOUT TOOLS, HAND OR HYDRAULIC-PUMP OPERATED 


GREENLEE 


1755 Columbia Ave., Rockford, Illinois 


less than $500, a GE announcement 


says. Also, it adds, all orders from 
equipment manufacturers for less than 
100 entertainment receiving tubes of 
any one type or less than 25 indus- 
trial receiving tubes of one type are 
being billed at prices in excess of 
distributor cost 


Infrared Sales 
Boom Predicted 


NEW YORK—tThe market tor in 
frared equipment may soar to $500 
million by the early 1960's, predicts 
Electronics magazine, a McGraw 
Hill publication 

Industry spokesmen estimate that 
about 25% of this market will be in 


the commercial and industrial field 


ELECTRICAL WHOLESALING—May, 1959 





TRAFFIC PLAN 


THAT HANGS 
FROM THE CEILING 


in the new 


GUTH 
KOLORKODED 


industrial fixtures 


Copyright and U.S. and Can. Pats. Applied for 


i felalelolgeM elelga-tielia 
reflector units, without 
KOLORKODE, for general 
lighting are RLM listed. 


ele Timi lan che 
Yellow for CAUTION 
Red for STOP 


yet ilele)(-Miamisla-\-Ma-tal-\aielme dial ists 
Permalux White, 
Porcelain or ALZAK Aluminum. 


aaaieitscenseemeentnennenennsnanesenneses? 


ALSO, A COMPLETE 

LINE OF QUALITY 
BRASCOLITE INDUSTRIAL 
INCANDESCENTS 


30°, 60° and 90° High Bays 
with or without uplight 


May, 1959—ELECTRICAL WHOLESALING 


A completely new idea for industrial lighting— 
a dual-role fixture. First, it delivers the 
higher footcandle ratings recommended by the 
Blackwell report... and maintains 


glare-free lighting at the working level. 


Second, the built-in traffic lights 
red, yellow or green—create lines of color that 


direct and protect your workers 
These new streamlined Wyteliners are also 


available without KOLORKODE for 


general illumination areas. 


Both types banish ceiling shadows and 
provide comfortable shielding: 10° uplight 
with 13° cut-off or 25% uplight with 27 
cut-off. For 430, 800 or 1500 M.A. operation. 


Designed for easy maintenance, too! 


ie 
+g THE EDWIN F. GUTH CO. 


ST.LOUIS 3,M0 


Rrra riemce TRUSTED NAME 


Mercury Vapor units 
with or without uplight 





always 


te 


awake /j— 
at <<, 


the WA — 
switch | 


You can count on Amp-trap* 

when you want to stop a 500,000 
Ampere short circuit dead in it 
tracks. In fact, if Amp-trap is 
watching and waiting at your 
entrance switches or in your circuit 
breaker! you couldn't be safer 
That's why those who know nsi 
yn and get Amp-trap 


or 


where current 


Amp-trap is “always awake at the switch 
limitation with high interrupting rating is required on general 
power circuits, on DC circuits, on standard and the new higher 
voltage networks, on busways and entrance switches, even on 


general electronic circuits 


Amp-trap is a true current limiter because it anticipates and 
stops dangerous short circuits long before they can become 
destructive. Nothing takes the place of Amp-trap. 

lhere’s one for every purpose. Ask for Bulletin 514-9 


R Amp trap 


THE CHASE-SHAWMUT co. 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of |-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 


el 


£3: 


a 
Tri-onic “ha, 0 ; TRIOWET ove O-T rine 


Wire and Cable 
Convention Opens 
RYE, N.Y Top executives in the 


wire and cable industry assembled in 
Rye last month for their annual 
spring convention, sponsored by the 
Wire and Cable Section of the Na 
tional Electrical Manufacturers Asso 
ciation 

Highlights * convention In 
cluded an add by Kirk 
patrick, professor of marketing at the 
Unive 
CUSSIONS 
cable indu 
miuttees 


tions pro 


League Expands 
A report 


nounced 
the Electr 
tario 

men in 
for the 


sectuions | 


popu 
lation 

Te | 

{ anad 

Assn 
tributors 
their co-opse 
league 


their m 


New Warehouse 
For Westinghouse 
COLUMBUS OHIO—Plan 


construct 
| r hy 

Columbu 

majo! 


Service 


the 

Acco 
for the 
the supp! 
tribution 
Rockies 

later 


hp r 
the appa 


HN 


( 


Electric Heating 
Interest in Canada 


An exhibition hot 
Cooksvill Ont 

total 
rst S&S d 


featur 
ot 
Cooksvil 
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New RACO “Q" 
Quick-Clamp 
can save hours 
on the job 


With RACO's New ‘'Q”’ Quick-Ciamp you can instal! non-metailic 
sheathed cable in seconds. Simply push the cable through ‘‘Q”’ 
Quick-Clamp. Cable is held firmly in place, can’t be pulied out 
until clamp is released. To release the cable, apply a littie pressure 
under the clamp with your screwdriver. With the new “*Q”’ 
Quick-Clamp there will be no more lost time tightening and 
loosening cable clamp screws...no more stripped screw threads. 

And... you'll save an hour or more on the average job (60 to 
100 boxes per house). Your RACO Distributor has the New “‘Q”’ 
Quick-Clamp Switch and Outlet Boxes. They're revolutionary, yet 
so simple to operate. (Exceed Underwriter Laboratories’ tests; 
are fully protected by patents.) See them and try them now. 


*Trademark 


*@ Quick-Clamp 
available in RACO 
switch or outiet boxes 


Cable moves freely 
into clamp and is 
gripped tightly 





To back-off cable 
release clamp pressure 
with screwdriver 


ALL-STEEL EQUIPMENT INC. Aurora, Illinois 





STOCK IT! 

CATALOG IT! 
DISPLAY IT! 
and they'll 


' 
XK 


Every year, hundreds of thousands of mechanics— 
including your customers—buy the Channellock No. 
420. They prefer it because it’s the handiest plier 

of them all. They like its pipe-wrench grip... its 
non-slip adjustability... its strength... its all round 
usefulness. And they’ll buy it from you if you stock it 
...Catalog it... display it. Send for our new catalog. 


IT’S EASIER TO STOCK JUST 
ONE LINE OF PLIERS 


IT’S PROFIT-WISE TO STOCK THE 
GENUINE CHANNELLOCK LINE 








Electrical Industry 
is ‘Built on Stilts’’ 


CHALLENGE to build electric 

Axe: heating as the foundation of 

the electrical industry was directed 
by M. R. Van Zanten in his keynote 
address to the Southwestern Public 
Service Company annual sales meet 
ing, January 8, in Amarillo, Texas 
e Inroads—Van Zanten, who is ad 
vertising director with the Swan man 
ufacturing company, suggested that 
the electrical industry is “built on 
stilts.” Without electric heat as its 
foundation, it is subject to tremen 
dous inroads from natural gas in the 
heating and appliance fields, he said 

If gas companies get the heating. 
time will soon take care of the rest 
they will change everything operat 
ing on electricity to operate on gas.” 
[he utilities, Van Zanten pointed out 
by concentrating on selling only 60 
watts of lighting, are walking away 
from a potential sale of 1500 watts 
of heat for the same space 
e Potential—Van Zanten cited “lack 
of enthusiasm” on the part of many 
utilities to promote electric heat, and 
called for an awareness by utility 
people of the tremendous potential in 
the field. For example he said, “ac 
cording to NEMA figures I have 
computed, there were over $10,000 
QOOO worth of electric heaters 10! 
permanent installations sold at the 
manufacturers’ price level in 1958.” 
e Selling-Up—The Southwest utility 
has a sufficiently favorable rate struc 
ture to go after any job now heated 
by gas, oil, coal or wood, he said 
Promotion should stress safety, clean 
liness and comfort as selling tools 
with “electric heat safety” as the unit 
of measurement [here is nothing 
like electric heat,” he said, “and the 
public will pay more for it if neces 
sary 
e Factors Other factors which 
should be taken into. consideration 
when selling electric heat, according 
to the Swan firm’s advertising direc 
tor, were 

e Dont drive your potential mar 
ket away by telling customers thei 
homes have to be built like a vault 
before they can heat with electricity 
Heat loss is the same for oil and gas 
heating systems as it ts for electricity 
Recommend insulation, but sel/ elec 
tricity, he said 

e Put in enough heat for perma 
nent efliciency 

e That electric heat can do the job 
is borne out by records of many 
utilities. Use these records to increase 
customer confidence 

e Set your goal high and aim fo! 
it. Eighty per cent of all the heating 
in vour area (Southwest Public Serv 


Continued on page 172 
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DISTRIBUTION @ BRANCH CIRCUITS @ FEEDERS 


WHEN OPERATIONS REQUIRE = SELECT 
75°C Wet or Dry Building Wire Collyer RHW ~~ 


7S Waser DY RR Power Co neat) | NYVYYYNNVNNONNNND 


85°C Wet or Dry-RR Ozone Collyer Style RR be be De be de be de de be de De be de be be be be be bes 


L 
, 
Resisting Power Cable (Butyl Insulation) | 
75°C Power Cable, Collyer VCB with _ : 
Dry Locations or without inter- ~ a 
locking armor a 
” ai 
75°C Power Cable, Wet or Collyer VCL with or _-~ 
Dry Locations without protective 
neoprene sheath 
85°C Overhead Ozone Resisting Collyer Self-Supporting —— i 
Power Cable Aerial Cable (Buty! 
Insulation ) 
110°C Power Cable, Collyer Type AVA —— 
Dry Locations 


110°C Power Cable Collyer Type AVL — 


150°C Power Cable Collyer Silicone Power 
Cable 


LR AAPA AL ARETE DAL WA 


- 


WHEN THE CALL IS FOR CABLE... || 
soe VOllyer 


SERVICE CABLE 
75°C Wet or Dry Collyer SE Style U or A ~ 
Service Cable 
75°C Wet or Dry Overhead Collyer Neutral Supported ~ 
Service Cable Service Cable 








SWITCHBOARD WIRE 

90°C Switchboard Wire Collyer Type AVB ~ 

90°C Switchboard Wire Collyer Type TA ————"——————— 
CONTROL CABLE 


75°C Wet or Dry Small Collyer C-141 (Poly- 
Diameter Control Cable ethylene, Nylon, PVC) © 


> Wet or Dry RR Ozone Collyer RR Control 
Resisting Control Cable Cable (Oil Base Insulation ) 


PORTABLE CABLES 


Portable Power Cords Collyer SJ or SJO, Light Duty 
Collyer S or SO, Heavy Duty 


Heavy Duty, Without Ground Collyer Type W . 
Heavy Duty, With Ground Collyer Type G 


f\ f /) 
DD ~{/ a YT 3 t/ : 
COWL CLAY , writ br 
Collyer Insulated Wire Company 
261 Roosevelt Avenue 
Pawtucket, Rhode Island 





BRON 


3 


HIGHEST 
NEOPRENE 


“Built on Stilts . . .”’ 
Continued from page 170 


ice Company) can be yours if you 
want it, Van Zanten said 

e Lower your heat rate whenever 
you can, and if necessary, raise the 
general-use rate. He recommended a 
positive advantage be given to the 
heat buyer 

e Cooperate with the electrician or 
specialty man. Every heating job he 
does will come up to par if he is in- 
cluded in your plans 

The foundation of the electrical in- 
dustry, Van Zanten emphasized, is 
electric space heating. In building a 
strong business, it is up to all industry 
people to sell themselves, and educate 
and sell their customers on the bene- 
fits derived from electric heating 


Electric Heating Sparks 
Upper Midwest Convention 


Electric home heating was the 
dominant theme and the subject of 
practically all discussion at the 22nd 
annual Upper Midwest Electrical In- 
dustry Convention held at Minneap- 
olis, Minn., in February. Four events 
at the convention were significant 

e The 30-booth exhibit of insula- 
tion materials and electric home 
heating equipment 

e Presentation of the Upper Mid 
west Electric Home Heating Manual 

e Announcement by 3. electric 
suppliers of special rates for “all 
electric homes” 

e Five sessions devoted to heat 


ing new homes—electricalls 


NEI Show in New York 


The 5th National Electrical Indus 
tries Show, sponsored by the Eastern 
Electrical Wholesalers Association. 
will be presented March 6th-9th 
1960, in the New York Coliseum, it 
has been announced. Shown will be 
all phases of the electrical industry 


Construction Industry Joint 
Conference Organized 


Labor and management in the con 
struction industry has announced the 
formation of the Construction Indus 
try Joint Conference, designed to 
tackle mutual problems, to promote 
the welfare of the building and con 
Struction industry in the public in 
terest, and to preserve and promote 
the contract method in construction 

The announcement of the new 
organization came from Washington. 
D.C. where the plan was adopted 
last month. The objective of the con- 
ference is to promote the welfare of 
the building and construction industry 
in the public interest, the plan states 
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Your 
electrical 
distributor’s 
inventories 

look like 


»..-SO your 
inventories 
can look like 
this! 


lo cut inventory costs, make Youngstown’s Electrical Dis 
tributor your local source for all 

E.M.T. requirements. Make 
stocks, fa 


ist delivery 
your purchasing 
efficient, 


rigid steel Conduit and 
full use o local 

His one-source service simplifies 
and bookkeeping, too. You’ll find him an 
time-saving, partner-in-production 


f his complete 
service 





THE 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 








| NEMA Names 


LET'S MAKE MORE MONEY | **-"-=~ 
NEW YORK, N.Y Four elec- 


An excellent theme, which we applaud, for the trical manufacturers have _ recently { 
NAED. It’s a goal that can be reached more easily been accepted for membership in 
and has been reached by wise firms. They stick the National Electrical Manufac- 
to a good single standard so that their customers turers Association 
know that they always get good quality—at fair The new member companies and 
prices—to afford them a good profit—so that they the product subdivisions with which 
make more money. they are affiliated are 
Raytheon Manufacturing Com- 
EAGLE HAS pany, Waltham, Mass., Power Semi- 
conductor component section 





Magnetics, Inc., Butler, Pa., In 
dustrial Control Section 


NO DOUBLE STANDARD 


. Engelhard Industries, Inc Ne- 
*& We make no second line wark, N.J., Electrical Contacts Sec J 
. tion 
* We make only one quality American Radiator and Standard 
line— Sanitary Corporation, New York, 
N.Y., Major Appliance div., Elec- 4 


THE BEST tric Water Heater Section and 


Household Sink Units Section 
Three of the four companies also 
have named their voting representa- 


e UL APPROVED 


\ © SPECIFICATION GRADE tives to the association. Those an- 
@ POPULARLY PRICED nounced so far are N. B. Krim, vice 

president, Raytheon; Joseph F. Huth 

ir.. manager of market research, 


THIS PARALLEL Magnetics, and D. | Alexandre 
"U" GROUND DUPLEX RECEPTACLE ]  Scmior vice President, Fagelhard’ tn 


dustries 


Seri ny DEMONSTRATES THE 
827V a cle SUPREMELY HIGH STANDARD Expect Over 





: j 
r 1 t Electric Parl 
IVORY « OF THE EAGLE LINE cae ae Wraeets Dery 
15A-125V Nene SAN FRANCISCO—The 42nd an 
. nual convention of the Pacific Coast 
check these outstanding features Electrical Association, May 20-22 


* Easy Wiring Holes for Speedy Snub Wiring is expected to draw over 1,200 indus 


Easy—Positive 
| Connections 


try people, according to a convention 
spokesman Walter J Maytham, 
Pacific Coast vice president of West- 


Double Wipe 
Phosphor Bronze 





; — @—Large Head 
' 4 A tbl Binding Screws inghouse Electric Corp., will be con 
n ructi ub . 

—* Take To #10 Wire vention chairman. Theme of the event 
Ground Thru Hex Polarized Parallel will be. “Let's Tackle Our Problems 
Green Grounding — oe Seip aad Now.” 

Screw—Or Thru ° egular an 
Polari Wi 
Strap — NFPA Interprets 
fy” Long Wsadet Yulia Eitende National Electrical Code 


tate —_ The National Fire Protection As 
ws erTrer in 
2 ‘ Box—Will Not 

pretations of sections of the National ° 


——— Loosen 


a 
S 


Mounting Screws 


T 
Attached To Strar sociation has released several inter 





PLU S_—cowvenienr "BREAKOFF” FEATURE TO PROVIDE ange 8 a a ge tage dagetesegr 
TWO SEPARATE CIRCUITS. IF DESIRED 9Vy the interpretations are the use oO 


a green insulated conductor on sec- 


For Use on 125 Volt Grounding System, With Equipment Made in ondary wiring of fluorescent lamp ’ 
Accordance With the New National Electrical Code. fixtures, arrangements of switches 

‘ 6 T99 7 operating panels of cartridge fuses 
Never before a Parallel “U” Ground Receptacle acclaimed as this ' 
EAGLE N 827. I . ° = protecting elevator control equipment. 
LAGLE No, 827. It has everything you want including competi- ind the fill required when rewiring 

"ee . . — ‘ ( I rev ing 
tive price, excellent features for quick and easy wiring. perfect xistine 1 : 

© existing raceways 


engineering to eliminate callbacks. 


1AEL Conference 


The International Association of 
Electrical Leagues has announced its 


=e NC) oe 1 ons -i[om| | Sem oem osteo ge agi adler hg 
LONG ISLAND Cl NEW YORK 4th, ee eed a ae 5 Sea 
“PERFECTION IS NOT AN ACCIDENT" a aaeaiael wo tx ou: teed Forte 


occasion 








do not accept substitutes 





174 
ELECTRICAL WHOLESALING—May, 1959 





hee, i... 
Key to Sales 


ao or 


‘tthe AWicidas ity 
= INSTALLATION COSTS 


BY ELIMINATING RUSTY — 
THREADS AND INSU TIN ion Z Wt ; GALVANIZED 


CONDUIT 


OTHER 
THAT MEA 


DOUBLE THREAD PROTECTION 


As the zinc protects the sharp 
Steelduct threads from corrosion, Steelduct 
plastic and fiber-metal caps protect t 
threads from damage in rot 

and storage conditions 


olor coded for easy size ide ficat 


KNURLED — NO WELD BEAD 


Steelduct Conduit Meets Federal and ASA Specifications 


THE STEELDUCT COMPANY 


REPUBLIC STEEL BUILDING YOUNGSTOWN, OHIO 





Madarn Trand far EFaading and Nietrihutian af 


| Promotion: 
Key to Sales 


Electric appliance sales are ex- 


pected to increase 63% in the next 


ten years, forecasters predict, as a di- 
rect result of aggressive local promo- 
tions throughout the country. The 
programs will be similar to the All- 
Electric Kitchen Carnival held in 
Marion, Ohio last month recent re- 
* ports say. 
e Optimistic Outlook—A sales boom 


was the optimistic outlook  pre- 
dicted by Franklyn Dickinson, in 
charge of sales for the Ohio Edison 
Company at a dinner held in Marion 
on April 2nd, attended by over 400 
appliance dealers, utility executives 
and manufacturers from the entire 





country. Those who participated in- 

oe A cluded 16 of Marion’s appliance 

America 5 manutacturer dealers, the Ohio Edison Company, 
and the Edison Electric Institute. 

Dickinson stated that the Electric 

Kitchen Carnival Promotion  coin- 

cided with a national advertisement 

GROWING in size. recognition .. products sponsored by the Edison Electric In 

stitute, which appeared in a major 

NEPO is setting a new pace in the ee eon ee caeear « 

, : ‘ . ‘ . farion, Ohio had been selected as a 

lighting industry for street lighting. 


of Mercury Vapor Lighting Equipment 


. ‘ testing ground for the promotion 
area lighting. flood lighting. and other — 
oe é : sega e Effectiveness—The program’ was 
high-intensity outdoor illumination. . 
) designed to test the effectiveness 
NEPO sales are growing among buy- ' 3 
: at the local level of the promotional 
ers who recognize the value of quality } 
; e ideas and techniques of advertisers 
products, well engineered. precision » . . . . > 
and thei agencies One sales idea 
manufactured and offered at a fait ; a 
: T watched closely during this period 
price. o assure that this } roeress = Was purchasing ol all electric 
: . an kitchens on a one-appliance-at-a-time 
signed ... engineering and planning basis. The results of the test promo 


tinues, new products are being « 


service is available... repres : ; ; 

nd. \ m rilabl - representative tion will be published nationally for 
and distributors are being added... use by other communities at a later 
a guarantee that when vou featur: iate. Dickinson said 


4 
{ 


use, or specify NEPO, you are sure of 
the newest and finest in Mercury sass 
Vapor lighting equipment from Amet Congress Criticized 
ica’s fastest growing independent On Fair Trade 
manufacturer. Write for New Catalog WASHINGTON, D< Failure of 
the present Congress to pass fall 
trade legislation which will enable 
small dealers in electric appliances to 
sell such merchandise at a profit may 
result in the demise of many thou- 
sands of such small dealers, Scott ¢ 
Rexinger, a sales manager for the 
McGraw-Edison Co. told members 
of Congress recentl\ 
Rexinger made the remark recently 
before the House Committee on In 
; terstate and Foreign Commerce on 
Come see us in our 
Suite at the Conrad Hilton, 
Chicago NAED Convention * May 24 - 29. 


proposed legislation to establish a 
national fair trade law 
Rexinger supported his prediction 
that “thousands of small dealers” 
would be forced out of business by 
pointing out that: “In a single year 
since we reluctantly terminated fair 
4230 NORTH SAYRE* CHICAGO 34, ILLINOIS trade on a national scale, we estimate 
the number of dealers handling our 
products has been decreased by 25 


per cent 
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Modern Trend for Feeding 


and Distribution of... 


UNDERFLOOR DUCT or HEADER DUCT 


oa Cs ae 
Office building for The Maytag Company, Newton, lowa. Architect—Brooks-Borg, Gen 
Contr.—A. H. Neumann & Bro., Inc., Elect. Contr.-The Keating Co., of DesMoines, lowa 


UNDERFLOOR DUCT DISTRIBUTION 
for Concrete Slab Construction 


” 


~ 80x 
Singie Leve 


T[reermom Ve 
el 


meCTION BOX 
E 


4 
ai 
ion 


can now be 
coupled with the good feeding possibilities with two level sys 
tems to meet the new requirements for three foot spacing be 
tween raceways and selective feeding for each electrical service 


The economy of single level underfloor systems 


} 


cal Wholesaler 
ughout the U.S 


Stocked by Electr 
many locations thro 
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Positive Leadership in Engineering . 
as a similar ad in the May Issue of Electri- 
cal Construction and Maintenance will at- 
test... 


Positive Leadership in Distribution . 


as our Sales Department will be glad to 
show you. . 


Underfloor and Headerduct are Old... 
. What's the big difference? 


The Big Difference is Gateway . . . with 
Published Price List—First in the field. 


Realistic Prices—with an understanding 
of the Electrical Distributor's role and a 
discount to match. 


Stocking Distributor Proposition—with 
a carefully engineered product that 
makes minimum inventories effective. 


Expanding Market—made possible by 
local distributor stocks priced right. 


Commended by the National Associa- 
tion of Electrical Distributors—tThis is 
the policy the NAED Raceway's Commit- 
tee has been recommending for years. 


HEADER DUCT FOR CELLULAR STEEL 
FLOOR Distribution Systems 


an : Sa " 


wae 


Rectangular Boxes provide access to cells through grommeted 
openings to right or left of Headerduct. This 


fishing and pulling. Duct or Conduit take-offs 


speeds installation 


are possible from 





any one of these Access Boxes 


GATEWAY ENGINEERING CO. 





3233 West Grand Avenue - Chicago 51, Illinois 


Representatives and Distributors throughout the US A 





Flanged Hinged-Cover Wireways and Fittings 


Flangeless Screw-Cover Lay-in 
Wireways and Fittings 


Flangeless Hinged-Cover Lay-in 
Wireways and Fittings 


It pays to figure on 


KEYSTONE 


wiring installation equipment 


t! Here’s the most 


w installatior 


Type SC and FC 
Screw-Cover 


Pull Boxes 

specily 
regional 
Mal YOU Tyee A Hinged-Cover 
Surface Cutout Boxes 


Single and Double Door 
Current Transformer Cabinets 


Type PF and PS Telephone Cabinets 


entire Keystone quality line. Send for your free 


EYSTONE MANUFACTURING COMPANY 


23328 Sherwood Road e Warren, Michigan 


3 NEW CATALOGS Contain complete information on the » 





letters... 


Continued from page 6 


of Electric Wiring, Materials, Devices 
and Appliances n and on School 
Property.” 

“Tne McGraw-Hill Publishing 
Company, New York, New York 
publishes an “Electrical Equipment 
Manual” by McPartland and Novak 
This manual is easily understood by 
the layman and goes into detail on 
all types of motors, electric heaters 
lamps and electric equipment in 
general, and I would recommend that 
every maintenance man in Tennessee 
secure this manual for his use. The 
fact is, I would recommend _ this 
manual be taught in our industrial 
arts classes. The price of this manual 
is $4.00—. I especially call to your 
attention the fact that the electrical 
distributors in the State of Tennessee 
have qualified personnel who will help 
you in your problems of layout work 
for additions or replacements and any 
other problems co ted th the 


use of electricit 


Record Show 


Continued from 


and tapered thre 
of dies 
Attractive shortcuts to structior 
were suggested by e presentation of 
steel angle irons | I ricated on the 
modular ide: it tory-drilled 
holes at rula iter | for olting 
together, so that building a slannin 
on the job IS poss ble Obvious 
cations are th nstallatior 
nated ceilings 
and many other c 
ties relative to electrical i 
Perhaps the biggest news in indus- 
trial lighting is the color-correction 
with mercury vapor lighting while 
light output is actually increased and 
longer life with increased light output 
in new lamps and equipment. Recent 
developments in_ synthetic I 
provided new and 
materials tor motor armatut 
outdoor electrical construction 
e New Vertical Break Switch 
Among the innova is exhibited was 
a vertical break 
transmission line § 
tions. This 161.006 
swith Was unique 


j 
Ward 


directior 
causes the magi 
by very high moment 
tend to hold the 
than blowing it « 
with the convention 
contacts, the manul 
I he issociation 
Was headed by J 


Westinghouss | 
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Now you can weld a perfect, permanent 
electrical connection every time with 


BURNDY 


... connects easily 
and economically 
to any copper 


conductor or 
steel structure 


Get a permanent 
THERMOWELD connec- 
tion quickly...never cor- 
rodes or loosens, costs 
little to install. Current- 
carrying capacity higher 
baal laMmotolalelt lence] am 


You can THERMOWELD almost 
ali steel or copper connections, 
including... 


3 


a, | 


y A 
~ LP 


Ze 


= 


Weld anywhere, to cable or Pour welding powder into Close cover and ignite THERMOWELD fires every 

flat, with this compact, light- mold, tap to release starting charge with flint gun. Fast- time. Cartridges sealed in 

weight THERMOMOLD. Com- charge. Unique composition burning powder fires every polyethylene envelopes with 

pletely self-contained... of starting charge prevents time. THERMOWELD reac- ceed ee oe 

needs no external source of mixing with welding pow- tion forms liquid copper con't min. full storting 

power, no special skill. der, assures positive firing. which fuses conductors into charge assures ignition. 
Slag easily removed. a solid copper mass. 


All components are available from your local Burndy distributor. Ask him or your Burndy representative for a demonstration. 


BURND yY. 


Norwalk, Connect. In Europe: Antwerp, Belgium Toronto, Canada 
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LIKE BIG OUTDOOR LIGHTING SALES? 


[STEBER\ 0. gee 
Units, réccessories, Prices! : 


The Steber line offers every popular type of unit for spot and 
floodlighting loading docks, railway yards, parking lots, sports 
areas, plazas—anywhere good, economical lighting is required 

When you specify Steber, dollars go farther and outstanding 
lighting installations are achieved on even limited budgets! 











NEW COUNTER-BALANCED 
EBER HEAVY DUTY POLES 


Steber hinged poles are available 
in 16’, 18’, 20’, 24’ and 30’ heights 
Standard or heavy duty types 
for every application 

New Steber Counter-Balanced 
poles are designed especially for 
heavy loads such as fluorescent 
floodlights or mercury vapor 
floodlights with attached bal 
lasts. The counter-balance makes 
raising and lowering heavy loads 
easier and safer 

For more information, write 
for catalog. 








2) 


101 Lighting 
ombination 


from stock 


STEBER FLOODLIGHTS 
for Pole, Wall or Crossarm Mounting 
Steber floodlighting equip 





SERIES 4000 ment eliminates wasted time and 
SPORTSLITER effort — makes selection of light- 
ing units simple and convenient 
by offering a wide range of flood 
lights for incandescent, fluores 
cent and mercury vapor lamps 
In addition to the wide variety 
available, all Steber floodlights 
feature the latest aiming, mount 
ing and wiring devices for con 
venient installation and easy 
maintenance. The exclusive 
Steber electro-chemical finish 
“ANODAL” produces a glass 
hard dirt-repellent, weatherproof 
finish on all aluminum reflectors 
Write for the Steber Catalog 
today. Examine the complete 
Steber line of floodlights, spot 
SERIES 2400 lights and poles 
700-1000 WATT MERCURY VAPOR 


Lighting Units PIOWVAD for Every 


CALENDAR OF EVENTS 











STEBER MANUFACTURING CO., DEPT. 71-E BROADVIEW, ILL. 
Steber Manufacturing Co. of California, 242 S. Anderson St., Los Angeles 33, Cal. 
Divisions of The Pyle-National Company 
PYLE-STEBER LTD., 33 Ingram Drive, Toronto 9, Canada 
Subsidiary of The Pyle-National Company 


MAY 


Electronic Parts Distributors Show 


Conrad Hilton Hotel 
Chicago, Ill 
May 18-20 


Pacific Coast Electrical Assn. Inc. 


Fairmount Hotel 
San Francisco, ¢ 
Mav 20-22 


National Association of Electrical 
Distributors 


National Fire Protection Assn. 


Annual Me 
Atlantic ¢ 
May 25 


JUNE 


American Institute of Electrical Engi- 
neers 

Summe 

Me etl 

Olympik 


t 


JULY 


New York State Association of 
Electrical Contractors and Dealers 
60th Annual Cx 
Whitetace Inn 
Lake Placid N y 
July 


National Housewares Exhibit 
Auditorium 


AUGUST 


Western Electric Show & Convention 


Cow Pala 
San | 
August 


International Association of Electrical 
Inspectors 


Northwes 
Seattle, Wasi 
August 24-2¢ 
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EFFICIENCY |S HIGH 
WHEN THE TOOL 


“The Tools You Swear By... 


RATCHET PIPE 
__THREADER 


Fo iad 


FEATURES 
<\'j> JAM PROOF 
< "f+ AUTOMATIC “kick-out” hand or power 
<\"{> MANUAL “kick-out” for short threads 


Easiest and fastest pipe threader on the market today. Get 
a demonstration and you will see why NYE is the best 


4 v , “FOUR POINT” BALL BEARING 
\s KNOCKOUT PUNCHES 


Cuts clean burr 
less holes, fast 
Coarse thread on 
serew drive (12) 
against (24) less 
ens cutting opera- 


tion by 50° 


HYDRAULIC 


aT 


NYE TOOL COMPANY 
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Neuer Ad!" 


COMBINATION 
VISE STAND 
B ase de signed sO voke Vise 


parts (14” to 2144") can 


be re placed by chain vise 
parts | 14,” to 4”), or vice 
versa. 


@ SEE YOUR JOBBER 


NEW HEAVY 
SELF LOCKIN 


Long Jaw Vises . . a NYE 
origination. All yoke type vises 
have a pipe rest and benders 


on base. Sizes | to 11, 
@ SEE YOUR JOBBER 


ify 


Excellent for hand or 
power threading Sup- 
plied in two combina- 
Lames f/f” ; P 
en : g to { and FOR PIPE 
Vy, to I”. OR 
CONDUIT 
@ SEE YOUR JOBBER DIES 


Can be furnished 
for Conduit or Pipe 
Threads Ve" to 


@ SEE YOUR JOBBER 


4122 Fullerton Avenue, Chicago 39, Illinois 





PEOPLE IN THE NEWS 


SH) EQMQyn Terminal Lucs 


pointed credit manager of Englewood 


AND CRIMPING seele) a Electrical Supply Co., in the Chicago 


branch office. He succeeds the late 


} rs Edward Bogenschneider. Weiss, who 
SPEED INSTALLATION — REDUCE COSTS! was formerly office manager, joined 


Englewood in 1956 





INDENTED CRIMP 1 7 ’ . : 
’ . . W. J. Goerisch, Atlantic district 
FOR GREATER RESISTANCE Hie manager for the Graybar Electric Co., 


y PULL-OUT has been elected a director of the 
company. Goerisch has been with the 
firm for 30 years. He was formerly 


CONNECTION assistant district manager at Phila 


VOID FREE 
delphia 


P. D. Barber, of Graybar Electric 

Co., Inc., New York, N.Y. has been 

appointed district sales manager al 

Kansas City in Graybar’s midwestern 

: district. He was formerly manager at 

MONEY SAVER . Portland, Ore 

SAVE UP TO 15% 

WITH SHERMAN : D. E. Perry has been appointed 

manager-marketing, housewares and 

radio, of General Electric Supply Co., 


rs . Bridgeport, Conn. 


SS 


B- J UNi-cRIMI SHERMAN HAND CRIMPING TOOLS Members of the new standing pub 
WW y ; ; pees ench mounted for fast. easy inst lic relations committee of NEMA 


are 





Donald Jensen, Chairman, Direc- 
tor of Public Relations, Square D 
Company, Detroit, Michigan 





SL Approved 


4 _—~ ) 
GF-13B GF-23 z . Type Re 
Conduit Ground Fi fi 
1 Clamps = 


Solderless 
Pure Copper — 
Ground Fittings type Ground Fittings ae pg up to 


Solderless swivel- 





__ FOR WIRE and CABLE 


— & cent 
c+ 


4 al 
“Bond-Rod" =< a $s 
GF-18, 19 & 20 J a) 
j GF-16 & 17 * Solderless 
X > Me ~~. 
\ee , 








Cast Clamps 
Ground Clamps — 
y 
Cast Copper Alloy with Heavy Bronze Donald Jensen 


non-ferrous screw one-piece construction 14 thru -1000 MCM-AWG. K. W. Haagensen, Director of 
: : ‘ Se es ee Pn Public Relations, A llis-Chalmers 
the line of Reliable quality ! ts yaa Company, Milwaukee 
— ee isc. 

jpe RETURN THE COUPON TODAY! Dale McecFetters, Vice President. 








Information Services, Westinghouse 


so 

Solderless » H. B. SHERMAN MFG. CO. Electric Corporation, Pittsburgh, Pa 
Type Battle Creek, Michigan Ralston B. Reid, Manager, Advert 
tising and Sales Promotion, General 


Show me how | can save up to 15% with your — 


14 thru 500 MCM-AWG juss |CRIMPING TOOL Geom Electric Company, Schenectady, N.Y 


R. H. Smith, Secretary, Reliance 
Electric and Engineering Company 





/ 
| Ou Cleveland, Ohio 


UY do veller wilh 
S| H E. R Mi A rN Russ Hendrick, former production 
fy ‘= - > 


superintendent for Revere Electric 
“patna Mfg. Co., Niles, Ill. has been ap 


pointed to the new position of pro 


H. B. SHERMAN MANUFACTURING CO., BATTLE CREEK, MICHIGAN asi 
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SHOWN HERE IS 
TYPE SH-D 5000 VOLT 


> 


a 


—= 
aS = ee Oe UH 


— 
a 


For contain power 
to electric shovels, 
dredges, etc. 


CRESCENT INSULATED WIRE & CABLE CoO., INC. 
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See Us at Booth 202 
NAED CONVENTION 
Conrad Hilton Hotel * Chicago 


COMPRESSION 
SET SCREW 
INDENTER 


BUILT-IN 
PYREX 
DOUBLE-LEVELS 


PERFECT 45 
AND 90° BENDS 


3 SIZES 


ow i me Cat. No. 952...12” Thinwall 
Cat. No. 953...34" Thinwall or 2“ Rigid 
Cat. No. 954 1” Thinwall or 4" Rigid 


Wagner Representatives Located in Major Centers 


WAGNER MALLEABLE PRODUCTS CO. 


General Sales Office: 222 W. Adams St., Chicago 6, III. 
Foundry and Plant: Decatur 60, I. 


Kim Moe, special assistant to the 
president, John C. Virden Co., Cleve- 
land, Ohio, has been appointed vice 
president, manufacturing. He has had 
25 years experience in the lighting 
fixture industry 


G. W. Griffin, Jr., and G. P. Norton 
were elected vice presidents of Gen- 
eral Telephone & Electronics Corp. 
Griffin previously was vice president, 
public relations, Sylvania Electric 
Products Inc 


John H. Schuler, vice president 
and general manager, Anderson Elec- 
tric Corporation, Birmingham, Ala., 
has been appointed to the Administra- 
tive Council of the National Foundry 
Association, 


Michael J. St. John has been ap 
pointed general sales manager for 
Columbia Cable & Electrical Corp., 
Brooklyn, NY 


M. O. Whithed has been appointed 
rural service manager of the Edison 
Electric Institute, New York, N.Y 
Whithed was formerly rural service 
supervisor for Atlantic City Electric 
Co., Atlantic City, NJ 


Samuel F. Shawhan, president of 
Bryant Manufacturing Co., Indianap 
olis, Ind. has completed 30 years of 
service with Carrier Corporation, of 
which Bryant is an operating division 
Howard J. Berkel has been appointed 
director of public relations for Bryant 
He also will continue to head the 
personnel division of the firm 


Willis F. Archibald has been ap 
pointed assistant sales manager for 
Swan Mfg. Co., Vancouver, Wash. He 
will be in charge of Washington state 
sales for the electric heat manufactur 
ing firm 


Samuel W. Charlesworth, of Day- 
Brite Lighting, Inc., St. Louis, Mo., 
has been appointed central regional 
sales manager for the company. He 
formerly was sales manager of sup 
plies and apparatus at General Elec- 
tric Supply Co., Baltimore, Md 


Gwilym A. Price, chairman of the 
Westinghouse Electric Corp., and 
Charles P. Crane, chairman of the 
Baltimore Gas & Electric Co., have 
agreed to serve as Vice-Chairmen of 
the 1959 special gifts campaign of the 
National Conference of Christians and 
Jews. They will head the work of 
securing gifts among members of the 
electrical industry 


Sidney Sheldon, New York District 
sales manager for Litecraft Mfg. 
Corp., has been elected vice president 


contract sales 
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virgen announces 


a new concept in home lighting 


Visit us at the 
N.A.E.D. Convention 
in Chicago, Booth 321 








to increase your sale of home lighting fixtures 


An exciting new sales approach, plus a brilliant new Virden’s new 52-page full color catalog features ‘“‘the 
to increase your sales and light idea”’’ in detail. In addition, it beautifully dis 


line of lighting fixtures 
plays the complete new line—new pulldowns, chan 


profits dramatically! 
It’s “‘the light idea,”’ Jets. outdoor and 


enables the homemaker to 1 


a new concept by Virden that leliers, ceiling and wall units, b 


itch her lighting to to rarden lighting 
mood for Your Virden salesman has full details. Once you 
Virden has the line, the promotion 


day’s living patterns—-to create the right ver 
to provide them, you'll agree 


» emphasize beauty... 
and the profit opportunities for you in 1959 


every occasion... t« 
and outside the house 


safety and protection, inside 


The Future is Bright at Virden Find tt Fost 
in The 
Yellow Pages 


“the light idea’’ and Virden’s new “‘light 


idea’’ fixtures are just the beginning! New LIG HT i NG Ke i 


programs are in the works now to further in- 
, Cleveland 3, Ohio 


nd profits. Watch for them! A Division of the John C. Virden Company 


crease your sales a 
In Canada, John ¢ 
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a better, simpler 
COMPLETE HOME RADIO 


Smart 
copper 
frame 
surrounds 
stainless 
finish 


panel 





HOME RADIO INTER-COM SYSTEM 


only offers all these features 
BACKED Super sensitive, drift-free AM-FM reception 
Dual AM-FM tuning dials for pre-selecting stations. 
BY 
Automatic return switch permits all-room conversa 
A tion, with front door 


NATIONALLY Fast. economical installation with quick uncomplicated 


FAMOUS Full fidelity tone control Phono Jack 
MANUFACTURER 5” x 7” Loudspeaker 9 Room station capacity 
U.L. and C.S.A. approved Full | year warranty 





bs RMA N 
ft Y ~ 
ROGRE 
STRIBUTOR 
R MA 
t w 
MANUFACTURING COMPANY, INC. f_ 
P 134, P. 
gc eeeeese esse eee Se SSS SSS SS eee See Sessa 
& PROGRESS MANUFACTURING CO. . 
EF ws Pr elpt 44. P 
> 4 
w 4 . eae ' s 
eB 
. 
* APANY 8 
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+ 
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Clarence B. Peck, Jr... and John L. 
Tindale have been appointed com 
mercial vice presidents of Anaconda 
Wire & Cable Co., New York, N.Y 
Peck was formerly manager of indus 
trial sales and Tindale was tormerl) 


manager of utility sales 


Joseph M. Root has been appointed 
sales supervisor, Sylvania Lighting 
Products, div. of Sylvania Electric 
Products Inc., in the Philadelphia dis 
trict 


C. Rea Guthridge, a former sales 
representative for A. B. Chance Co 
Centralia, Mo. has been appointed 
sales manager, and Ralph Shontz has 
been appointed manager of custom 
products sales for the Porcelain Prod- 
ucts Company, Carey, Ohio, a divi- 
sion of A. B. Chance Co. 


William D. Caldwell has been 
named to the new position of gene 
credit manager of Westinghouse Ap- 
pliance Sales, Westinghouse Electric 


Corp. He will headquarter in Pitt 
burgh 

Ihe following new Nticers Nave 
been elected by Markel Electric 
Products, Inc., Buffalo. N.¥ David 
Markel, treasurer, also remains execu 
tive vice president; former assistant 
treasurer Morris L. Markel, vice pres 
dent in charge of engineering; former 
purchasing agent Lester M. Markel, 
vice president in char of purchas 
ing: former sales manager Richard C. 
Piper, vice president in charge of 


sales; Dennis R. Ogden, vice president 
in charge of production, also remains 
superintendent: Robert H. Jacobson, 
issistant treasurer! 

John Wampler has been appointed 
manager, and Ralph Marsh assistant 
manager Pricing Dept Youngstown 
Sheet and Tube Co., Youngstown 
Ohio 


R. Stuart Keefer, president of The 
Okonite Co., Passaic, N.J. has bee 
named to the board of directors of 
Kennecott Copper Corp. Also elected 
were J. Peter Grace, president of W 


R. Grace & Co d Clifton W. 
Phalen, presently executive vice pres 
dent of American Telephone & Tel 
graph Co., and also president-elect 


The New York Telephone ¢ 


Edmund L. Robinson, vice pres 


dent of Crescent Insulated Wire & 
Cable Co., Trenton, N.J. has been 


put in charge of sales of special appli 


cation cables, original equipment man 





ufacture sales, and product develop 
ment and research, Harley E. Gaskill 


has been appointed sales manager 
and George W. Gaskill ssistant 
sales man 
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nd portable cables under 
evere industrial conditior 
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. By intimate, 


how Okonite as lres Max- 
ul your cable dollar. 


ie lor 


By the use of materials developed 


in 80 years of making the finest 
cables 


By constant research to find even 
better materials and constructions 
first-hand knowledge 
of industrial and 
ditions. 


problems con 


. By self-imposed standards for man 


that 


industry 


ufacturing and testing are 


more exacting than the 


requires 


Ihe re 


Or ) 
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where there’s electrical power... there’s OKONITE CABLE 





















































































YOUR GUIDE FOR DEPENDABLE 


Tas LIGHTING EQUIPMENT 6) 


> 


EQUIPMENT RLM INCANDESCENT REFLECTORS 

ALWAYS WHITE PORCELAIN INSIDE, OUTSIDE 
THREADLOK PENDENT OR BOX 
MOUNTING SOCKETS * COMPLETE 
RANGE OF SIZES & SHAPES 


RLM HIGH BAY REFLECTORS 


ALUMINUM WITH ALZAK FINISH 
QUALITY STEEL WHITE PORCELAIN ENAMEL 

PORCELAIN 300 TO 1500 WATT INCANDESCENT OR 
ENAMELED 400 W. OR 1000 WATT MERCURY VAPOR 


NARROW BEAM, MEDIUM OR 
REFLECTORS WIDE SPREAD 





2 
VAPORPROOF FIXTURES 
ALUMINUM CAST ALUMINUM HOUSINGS 


eeslecroes PORCELAIN ENAMELED REFLECTORS eee 
100 TO 500 WATT SIZES. PENDENT 
AlLZA BOX OR BRACKET MOUNTING 
FINISH CLEAR, HEAT RESISTING GLASS 
> a ee ee eee ee ee — 
GYMNASIUM FIXTURES 
MULTI FOR SUSPENDED CEILING MOUNTING 
ps SERVICEABLE FROM ABOVE OR BELOW 
QUAL! 500 WATT—I8" PORCELAIN ENAMELED ogee ~™ 
THROUGH REFLECTOR. ALSO AVAILABLE WITH +? 
THE YEARS CAST ALUMINUM GUARD 
a4 eee eK . _ 
CUSTOMER CEILING FIXTURES WITH HINGED B vue . . : 
SATISFACTION pon FIVE SIZES, ALUMINUM ~— 7 


a 
‘ HOSPITAL ROOM-BED FIXTURES 
PREFERRED INCANDESCENT DUAL LIGHT 
BY THE CAST ALUMINUM. DESIGNED TO 
ENGINEER GIVE MORE LIGHT WHERE NEEDED 
VENTILATED FOR COOLER 
: OPERATION 





WHOLESALER 
CONTRACTOR FLOODLIGHTS 
* ALUMINUM WITH ALZAK FINISH 








MAINTENANCE WITH HINGED HEAT RESISTING joe 
LENS. ALSO AVAILABLE IN OPEN - 
ad TYPE, ANGLE, ELLIPTICAL AND 
SEE OUR CATALOG STEEL PORCELAIN ENAMELED 
IN SWEET S\ [ites 
ARCHITECTURAL 
ENE. “ SPARLITES-LAMPHOLDERS sh 
OR wailt FoR COPY FOR PAR 38 R40 PAR 546 
LAMPS. COMPLETE LINE OF 
FOR COMPLETE BOXES, FITTINGS, LENS 
CATALOG AND ACCESSORIES 
I ie ceil 
REQUEST TO { 
PARKING AREA POST LIGHTS 
500 WATT PORCELAIN REFLECTOR ( 
WITH SPARLITES } ( ) i 
é < ee - 
if Ono 
, 
RLM . 


FLUORESCENT 
FIXTURES 


ELECTRIC MFG. INC. Bie 


4237W. LAKE ST. CHICAGO 24 
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Phillip B. Lett, pri t of The H. 
Leff Electric Co., Cleveland, Ohio has 


been selected to head a national ap 


peal to the electrical suppliers’ industry 
on behalf of the National Jewish Hos 
pital at Denver, Colo 


James D. Logan has been appoint 
ed as eastern regional sales manager, 
New York City of the Pittsburgh 
Standard Conduit Co., Pittsburgh, 
Pa. Logan has been eastern regional 


sales manager, Philadelphia 


Gene k. Beare has been appointed 


to the newly-created post of President 
of Svlvania International, a division 
of Sylvania Electric Products Inc. 
Beare will continue as president of 
Automatic Electric International, Inc 

subsidiary of Automatic Electric 
Co., of Northlake, IL. which is, in 
turn, a subsidiary of Gener il Tele 
phone & Electronics Corp 


Gordon E. Benson has been ap 


pointed marketing manager for Fed- 
eral Pacific Electric Co.’s eastern 
switch gear div Ihe tollowing othe! 
appointments hay ilso been made 
replacing Bens« S marketing man 
ager—general products dept. is Harry 
W. Ashman, former field engineer at 


the firm’s New York City sales office 
Leopold Van Blerkom has joined the 





company >; marketing manage! in 
strument dept. Richard S. Smithley 
has been promoted to n keting man 
aver 

L. J. Lieberthal has been named 
president, Conduit Fittings div., U.S. 
Industries, Inc., Chicago, Ill. Lieber 
thal has been general manager of the 
division since S6. He was formerly 
assistant to the execut vice pres 
dent of the firm trom 51 to 1955 
and assistant to vice pl! lent—ope 
trons tror 1Y i ys 

Clifford J. Ortmever has been 
pointed Sales manage Utilit Prod 


ucts, for Penn-Union Electric Corp.., 
Erie, P 


Leslie E. Innis h yeen appointed 
manager equipment manufacture! 
sales for Sylvania Lighting Products, 
div. of Sylvania Electric Products 
Inc. Innis | . d as district lamy 
engineer ior S i C hicago 


the last fi 


Ralph A. Czerwonky has been 
named gene manager ot Sunbeam 
Corporation’s Hardware-Machinery 
division. Sinc 45. Czerwonky has 
been Chicago district Ss representa 
tive for the lectrical ippliance divi 
sion. He succeeds W. E. Cornelius, 
Sunbeam corporate vice president and 
member the board of directors 
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NEW SERVICE ENTRANCE EQUIPMENT 





F 
, 
200-AMP CAPACITY... CIRCUIT BREAKER CONVENIENCE 
.-..- AT A COMPETITIVE COST 
You will like the extra convenience of Heinemann’s ary. The break 
new 200-amp service entrance equipment and so will always trip as specified 
will your customers Breaker protection provid 
Trim, compact, smaller than comparably rated well’ no bothersome f } I { } 
fused pull-outs these units offer considerable savings in ime the witch hand } ( tv DOSITIO ON 
terms of easier installation and more efficient operation and OFF No reset positior 
e Installation features would make an apprentice Rated at 1 940V AC 
happy. Wiring space is plentiful connections are the new Heir 
easily made with solderless screw-type connectors ivailable in outdoor « ndox Re 
knockouts are placed so that you can run-in conduit of heavy-duty st , ev haked f } 
from any angle Outdoor enclosur . ne 
Completely non-thermal, the magnetically actuated that may be padlocked ' t f 
Heinemann circuit breaker eliminates nusiance try \ 1} P | 
Ol ec | ntly pr i by th ost t 
ping and other temperature-caused trouble You can , , P 
Te than t oO ( I ] j I 
therefore locate the unit wherever most convenient 
next to heat lines or out in the hot sun. if nece For full information send for Bulletin 1003 





ELECTRIC COMPANY TT A 


152 Plum Street, Trenton, N. J 
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The CF&I Image assures quality 
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Galvanized Steel Strand 
for Guy, Messenger & Ground Wires 


The CFeI Image—giant symbol of dependable steel products— 
contributes to the ever-expanding industrial growth of America. And 
where telephone or utility lines spring up, you’ll find the CFaI Image 
—for in the electrical and communications industries he stands for 
top-quality guy, messenger and ground wires. 

To prevent pole leaning and power line sagging, use CFa&I Gal- 
vanized Steel Strand. Made to customer specifications or to ASTM 
specifications A-122 or A-363, the steel strand is quality-controlled 


throughout every stage of production. That’s why utilities rely on | 








CFalI Galvanized Steel Strand to stand up under the most rugged | 


conditions. 


When you need strand, see your nearby CF«I representative or | 


", local distributor for complete details on CF&I Galvanized Steel Strand. 


© 
it 
! 


6630 


GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION 
-STEEL 


In the West: THE COLORADO FUEL AND IRON CORPORATION— Albuquerque Amarillo + Billings 
Boise * Butte - Denver * El Paso + Ft. Worth « Houston + Kansos City + Lincoln + Los Angeles « Oakland 
Oklahomo City + Phoenix + Portlond + Pueblo + Salt Lake City + San Francisco +* Son Leandro + Seottie 
Spokane * Wichita 
in the East: WICKWIRE SPENCER STEEL DIVISION—Atianta + Boston + Buffalo 
New Orleans * New York * Philadelphia 


Chicago + Detroit | 


CFal OFFICE IN CANADA: Montreo! + CANADIAN REPRESENTATIVES AT: Coigory ~* Edmonton 


Vancouver * Winnipeg 


Edward A. Murray has been ap 
pointed vice president—sales, Ameri- 
can Steel and Wire div., U.S. Steel 
Corp., Cleveland, Ohio. Murray suc- 
ceeds Harry M. Francis, elevated to 
executive vice president of the divi- 
sion. M. E. Capouch has been pro- 
moted to the post of manager, distribu 
tion and availability, and William H. 
Guterl has been assigned manager of 
marketing of American Steel & Wire 
div. 


Seven regional managers have been 
appointed by the Westinghouse Elec- 
tric Corp., Pittsburgh, Pa. The group 


includes: 

Francis X. Winn—northeastern 
region 

Harry A. Cheney—mid-atlantic re 
gion 

John G. Adams—-southeastern 
region 

Herman L. Wiler—central region 


John T. Urban—northwestern re 
gion 
Charles R. Beatty—southwestern 
region 
J. G. MecKinley—pacific coast 
region 


hree executive appointments have 
been made at Canadian General Elec- 
tric Co., Ltd., Toronto, Canada 

W. Frank Wansbrough, Robert M. 
Jennings and Walter G. Ward have 
been made Wans 
brough will continue as general man 
ager, appliance and television receive! 
dept., in Montreal; Jennings as gen 
eral manager, small appliance dept 
in Barrie, Ont., and Ward as general 
manager in charge Of apparatus In 
Petersboro, Ont 


vice-presidents 


Arthur L. B. Richardson has been 
elected a vice president of Sylvania 
Electric Products Inc., New York, 
N.Y. Richardson, however, will con 
tinue in the posts of general counsel 
and secretary 


SALES REPRESENTATIVES 





Fanon Electric Co., Inc., Brook 
lyn, N.Y has Richard 
Moses as direct factory representative 
in the New York and New 
Metropolitan area. He replaces Gary 
Cohn who has resigned. Fanon sales 


appointed 


Jersey 


representatives also appointed = are 
Jack Zimmer Sales Co Merriam 
Kan. for lowa, Nebraska, Kansas, Mis 
souri, and southern Illinois; R. L. Lins 
levy, Phoenix, Ariz., for Arizona, New 
Mexico and Western Texas; and 
Levin-Sacks Associates, Chicago, Ill 
for Michigan territory 

Anderson Electric Corporation, Bi 
mingham, Ala. has appointed Gad 
dis G. Hall as sales representative for 
South Georgia and Florida 


ELECTRICAL WHOLESALING—May, 1959 


a 











on 20-ampere, 277-volt 


‘Shallow 1a 
G-E switch leaves more room for wiring’ 


‘s like the extra room this 


tric a-c switch gives them 11 
} ification Grade, and listed by 
Laboratories, Inc. for full 20A 
siderab] shallower than other heavy dut 
Permits easier installation 
prevent grounds or shorts. 
other G-E features too: silver co 


3; Pressure-Lock* terminals 
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BUCHANAN 
MD pres-SURE-blocks 


age Your CUSTOMERS GAIN—contracting 


turing—regardless of volume ind type ofl 


industrial 


terminal block 


maintenace 


‘ ! 
sectional or one piece has all these im- 


No other terminal block 
portant u advantages 
e COMPLETE PRODUCTION FLEXIBILITY 
e LESS INVENTORY 
NO WASTE CIRCUITS 
LESS JUMPERING 
NO HIDDEN MARKINGS 
LESS SPACE REQUIRED 
QUICKER TO INSTALL 
e EASIER TO CHANGE 
e LOW INSTALLED COSTS 


! 1} 
idvantages make it possibl tor vou to sell 


YOU GAIN because th 
ks to more customers—and with a minimum number 


of parts to bu oO nventory and 


more termi il bloc 


sell 


venient easy 


YOu AND YOUR rere GAIN from the co 


ial pieces og wat 20 sections pel box ) 


-LIS¢ pa File ind 


ADVERTISING—TRADE SHOWS—DIRECT MAIL—OTHER PROMOTIONS 
ARE PRE-SELLING YOUR CUSTOMERS AND PROSPECTS 


s in principal cities throughout the U.S and Canada 


a 


ELECTRICAL PRODUCTS CORPORATION 


HILLSIDE, NEW JERSEY 
————— 


Visit Us At Booth 208 at the NAED Convention 





Write for Bulletin EW-5 
and (¢ ompl te Sale 


Distributor Informati« 





; In other areas are 
| disers, Inc., 


| Minn., 


| ham, Ala., has 


| Co., Inc 


|} waukee, Wisc 
| was head of the firm which had been 
|! a GE distributor for 27 years 


Grip-Tite Mfg. Co., Winterset, lowa 
has appointed Rolla Beck, of The 
Beck Sales Co., Birmingham, Ala- 
bama as special representative for the 
company 


Kurman Electric Company, Brook- 
lyn, N.Y., has announced the appoint- 
ment of the D. R. Bittan Company as 
their representatives for the Metropoli- 
tan, New York and New Jersey area 


Arro Expansion Bolt Co. has 
appointed Edgar J. Haas, Jr. and As- 
sociates of New Orleans, La. sales 
representatives for Ark., La., Tenn. 


Quadrangle Mfg. Co., Chicago, 
ill. has announced the appointment 
of John Allen Ware & Assocs., 
Phoenix, Arizona as representative for 
the state of Arizona 


Blackstone Corporation has _ an- 
nounced the appointment of the 
L & P Electric Company, Maspeth, 
N.Y. as sales representatives in Nas- 
sau, New York, Queens, Suffolk and 
Westchester counties, New York 
Blackstone representatives appointed 
Toledo Merchan- 
Toledo, Ohio, Smith & 
McHale Sales Co., Minneapolis, 
and Orgill Brothers, Memphis, 
Fenn. 


Anderson Electric Corp., Birming 


announced the ap- 
electrical 


pointment of Calrepco, 


equipment dealer in Los Angeles, as 


manufacturers representative 


OBITUARIES 





| Aime R. Girard 


Aime R. Girard, 60, president and 
treasurer of Girard Electrical Supply 


Worcester, Mass. died Jan 
29, in Worcester. He 
company in 1937. Girard was a mem 
ber of the National Association of 
Electrical Distributors and the Wor- 
cester County Electrical League 


founded the 


| Edward H. Schaefer 


Edward H. Schaefer, president of 
the former E. H. Schaefer Corp., 
ctric distributor in Mil- 
, died April 14. Schaefer 


General Ele 


MANUFACTURERS’ EXPANSIONS 





COLUMBUS, 
tries, Inc., 
entering into the field of 
primary 
residential office and industrial use 


IND.—Arvin  Indus- 
will expand its activities by 
marketing 


electric heating devices for 


on or about July 1, 1959 
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New GE4034-2 outlet fits standard wall 5 


4-plug outlet provides 


twice the outlets in same space 


Look close, and you'll see TWO pairs of contact slots cre 


let. It accommodates 


in each face of this new G-E out 
up to four flat attachment caps yet fits in the 
Same space and uses the same wall plate as a con 
ventional double outlet 

The G-E 4-Plug Outlet is valuable wherever lamp 
radios, electric blankets, etc., are likely to be concen 
trated, because it assures plenty of neat connection 


— prevents the build-up of “octopus” appearance 
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D>) 
The 20 SECOND ANCHOR* 


HAMMERS HOME PROFITS 





. 


> 
: ‘ 
. 


over 60,000 DHD HAMMER | 
DRIVES last year! During § °° ",Bene: 
Way and June this year a ‘BIG PUSHV is 
on for this big profit item. There is to be 
advertising in many trade magazines 
and direct mail sampling to public utili- 
ties. Why don’t you join with us for the 
BIG PUSH — and get in on this large 
profit item? Write me for details.” 
Carleton H. Bunker, President 


(3/16 x 7/8 size. Installed hole and all! 


DIAMOND EXPANSION BOLT COQO., INC. 
Visit GARWOOD, NEW JERSEY 
si 
BOOTH 403 BRANCHES 
NAED Angeles, b 
Convention 








NEW YORK — Sylvania Electric 
Products Inc. has announced plans 
to build a 45,000-sq-ft distribution 
center in the Shirley industrial dis 
trict of Fairfax County Va Che 
building will include warehousing, 
sales and service facilities. The cen 
ter will serve southern portions of 
Maryland, including Baltimore; Wash 
ington, DA Virginia, and parts of 
North Carolina 


LOS ANGELES—Acme Electric 
Corp. has established iS new wesli 
coast headquarters in Hawthorne, 
Calif. The former Los Angeles factory 
Is inadequate for its range of activity 
in the electronic component = and 
transformer field. a company spokes 


man said 


MILWAUKEI Cutler - Hammer 
Inc... has opened sales office in 
loledo, Ohi I he ofthice S ¢ 


as a branch of the rms (¢ 


erating 


} 
| | 


evelange 


sales district 


CHICAGO I he formation 
Curtis-Allbrite Lighting. Inc., 
been announced The 

unites All-Brite Fluores« 

Inc., San Francis ind Curtis { 
ing, Inc., of Chicago he company 
will consist of t brite Lighting 
division and the itis Lighting divi 


sion 


WATERBURY, CONN.—The name 
of the American Metal Hose Div 

sion of the American Brass Company 
has been changed to Anaconda Metal 
Hose Div. a company spokesman 
SUVs The div sions he: JUATLerS and 
1 factory are located in aterbury 
Ihe American Brass Company is a 
wholly owned subsidiar th 
conda Company. 


CLIFTON, N.J.—The General Elec 
tric Corp., Receiving Tube Dept., has 
established a district office in Washing 
ton, DA to handle tl sales of 
ceiving tubes to 

turers in the cents 

lantic seaboard are 
ver, Clifton, N.J., h 
district sales m 


new office 


NEW YORK The Black & Decker 
Mfg. Co., has announced the open 
ing of a new factory service branch 
in New York City with Dan E. Cala 
brese as assistant branch service man 
iger. Walter Trapp, New York branch 
service Manager 1s Over-all superviso! 
The company has also announced the 
formation of a subsidiary Master 
Power Corp., that has acquired the 
Operations of the Master Pneumati 
Fool Co | Bedto Ohi 
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Combination line devices with 
Pressure-Lock terminals save time, cost less 


ard double outlet plates. Two 
switec! -yroul dit ou 
Dinations cor 
writers’ Labo 
specincations 

Contractors 


Combination Ling 
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AS AN INDUSTRY LEADER... 


EFENGEE suys onty FROM QUALIFIED 


PEOPLE, OFFERING FINE SERVICE AND 
QUALITY PRODUCTS... 


Eftengee purcnas.ng officials Jim Puccio and Tom Martin agree wih PA NE salesman John 
Grant on the importance of dealing with experienced, well-established companies 


PAINE People And Products Are 


Your Best Buy In Electrical 
Hanging, Fastening Devices 


What does it take to be your best supplier? The first thing 
most of you would say is — “you must offer the best prod 
ucts at a reasonable price backed up with service.” But if 
you probe beyond the products, you come to people. And 
more than any single factor, people make the difference. 
It takes people to make and sell products. And leaders in 
any field insist on people with know-how, experience, inge- 
nuity and perseverance. People with these qualities, selling 
quality products, always give you the best products and 
service 

Efengee, an Industry Leader, is one of many firms that be 
lieves PAINE people have these qualities. And PAINE 
believes Efengee people are of the same high caliber. Stop 
in today, try PAINE products at your local supplier, and 
see for yourself 


the best craftsmen always take 
' 4 . 


NEAL APAe 














THE PAINE COMPANY 10 Westgate Road, Addison, Illinois 





Master Pneumatic Tools, Ltd., of 
Toronto, Ont., Canada. Operations of 
the subsidiary will be under the di 
rection of Leonard J. Roll, Vice presi- 
dent and general manager. Harry L. 
Williamson, Jr., is now General sales 
manager of the new Master organiza- 


tion 


CHELSEA, MASS.—Effective last 
April 1, 1959, the official corporate 
name of Smithcraft Lighting, became 
Smithcraft Corporation, discarding the 
more than 60-year old name, the A. I 

Smith Iron Company Corporate 
ownership and management remain 


the same 


SCHENECTADY, N.Y.—Apn insula- 
tion application center, designed to 
save manufacturers’ of electrical 
equipment up to a full year in evalua 
tion of insulation material and sys 
tems, has been announced by the 
General Electric Co., Insulating Ma 
terials Dept., Schenectady 


CENTRALIA, MO. — The A. B. 
Chance Co., has announced the pur 
chase of the Starline Co., Dayton, 
Ohio, a plastic manufacturer. The 
Starline company will be operated as 
a wholly-owned subsidiary of the 
A. B. Chance Co., with the sales of 
Starline products to be handled bys 
the marketing division of the parent 
company. Cyrus B. Newcombe, Day- 
ton, will continue as vice president of 
the Starline company. The other of- 
ficers will be A. B. Chance executives 


CLEVELAND, OHIO—Cornell Ca- 
bles, Inc., Cleveland, Ohio, has an 
nounced the purchase of Stout Cables, 
Inc., and Stout Industrial Electric, Inc., 
Pittsburgh, Pa. Stout Cables, Inc and 
Stout Industrial, will continue to do 
business under the Stout name and 
with the same personnel, The com 
bined companies will serve a 10-state 
area to include Ohio, Michigan, In 
diana, Tennessee Kentucky West 
Virginia Maryland Pennsylvania 


New York, and Virginia 


NANUET, N.Y.—Swivelier Co., Inc., 
has announced the completed move 
of its plant from Brooklyn, N.Y. to 
Nanuet, N.Y. The new one-story plant 
features a Separate engineering wing, 
and a separate research and develop 
ment building. The firm’s sales de 
partment will remain tn New York 
City 


NEW YORK—A merger of James R. 
Kearney Corp., and Electrical Indus- 
tries, Inc., an affiliate of The Dyson 
Corp., was approved in principle by 
the board of directors of the two com- 
panies. Final action on the proposal 


] 
was to have been ipproved at a meet 
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New General Electric devices provide all the 
quality features that you appreciate 


nly General Electric gives you 


savers and new ideas that 
ave been looking for, i) 


) 1? 
than 1500 dependable, competit 


Vices 

Features include eas 
sure-Lock* terminals in n 
devices 


wires 
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OIL-TIGHT and DUST-TIGHT 





MADE TO JIC AND 
Al e m 
NEMA STANDARDS deny 


welded 


Rolled lip 
adds stiffness, 
improves appearance 


Cover screw clamp, 
easy to operate, 
has no loose parts 
Continuous 


hinge. Door is io 


removable So 


Removable 
panel mounted or 


shouldered studs 
Removable 


and reversible 


blue print pocket ig. 


Neoprene gasket 
seals out oil, 
water, dust 











NEMA 12 PANEL 
ENCLOSURES 


These handsome units are ideal for housing 
electrical controls, terminal strips and control 
instruments. Strong, rigid, welded 
construction. Neoprene gasket on door 
protects against dust, dirt, oil, water. No 
knockouts or screw holes. Units are frequently 
used in purged or pressurized systems for 
installation in flammable or dust-laden 
atmospheres. Standard stock sizes, one door 
and two door units. Fast delivery. Made of 10, 
12 and 14 gauge sheet steel. White baked 


enamel interior, gray prime coat exterior. 


Stocked and sold by leading 
electrical distributors 





ee. 
NEW STANDARD @ @ opusu. 


BUTTON 
CONTROL CONSOLES @ & natn 





Designed especially for industrial : 
use, these cabinets offer the same tight. 14 ga 
oil-tight and dust-tight advantages sheet steel. 38 s 
that feature “Hoffman” enclosures 4 types 

Our standard 14 gauge steel units, Deep, Slim 
shipped from stock, save you design 
expense and delivery time Sloping 


take f 


f any make 


control panel is removable so you 





can drill holes for pushbuttons, etc 


. : VISIT OUR 
An additional upright instrument 7 i*. 
ponel os well as handy writing desk SECTIONAL ae CONFERENCE BOOTH 


can be added if desired. All units WIREWAY 
have interior sub panels All doors ircstuattin alieitelenl wits Se No. 303 
cnd panels gasketed. Standard size from oil, water, dus ssketed 
is 23°x17"x 40", or we can build joints and cover. Comes in | to at the N.A.E.D 
to your specifications foot straight sections, with 
fittings. Sizes: 242", 4° Convention 

ore 


tt ENGINEERING CORPORATION 


pt. EW.95. ANOKA, MINNESOTA, Phone HArrison |-2240 








ing of the shareholders of both com 
panies last April. Charles H. Dyson 
president of both The Dyson Corp., 
and Electrical Industries Inc., said the 
surviving company of the proposed 
merger would continue under the 
name of the James R. Kearny Corp 
He stated that neither managerial not 
product distribution changes are con 
templated upon completion of the 


proposed merger 


BRIDGEPORT, CONN.— The relo 
cation of the General Electric Com- 
pany’s Conduit Products Dept. 
headquarters office operation from 
Bridgeport to Niles, Ohio, has been 
announced. The transfer will be effec 
tive June Ist, and is being made to 
bring the department's management 
people closer to New Kensington, 
Pa., the department’s principal plant, 
and to the Mahoning Valley Steel 
plant at Niles, the announcement 


Savs 


BROOKLYN, N.Y. — Jay Lighting 
Mfg. Co., Brooklyn, N.Y. has re 
cently added over 50.000 Sq ft. of 


building space to its plant facilities 





GE Survey Finished 
“Overwhelming Approval” 
OWENSBORO, Ky Reported 


overwhelming approval of General 
Electric’s “controlled automatic re 
plenishment of inventory” system ts 
indicated in a survey of receiving tube 
distributors recently completed, re 
ports Gordon E. Burns, distributor 
sales manager receiving tube dept 
Coast to coast, the distributors 
have found that the system’’—called 
CARI increases stock  turnove! 
many times and in numerous cases 
has more than doubled profits—which 
is highly significant in view of the 


fact receiving tube sales amount to 


about 35 of the total sales volume 
of all products handled by electronic 
parts distributors,” Burns claimed in 
his report on the survey 

e How It Works—Under this GI 
plan, pioneered in several areas back 
in 1957 then expanded nationally 
during 1958, distributors order re 
ceiving tubes automatically through 
the use of data processing cards which 
come packed with the tubes. This 
method is reported to assure the dis 
tributor with a steady supply of the 
right type tubes, prevents over-load 
ing, cuts insurance and warehousing 
requirements, cuts his tube inventory 
investment and thus frees funds for 
other uses. The big factor is, that it 
multiplies the stock turnover 


ELECTRICAL WHOLESALING—May, 1959 





your customers 
need amplex 


TROMBOLITE 


From Amplex...the dramatically new Multi-Purpose Lamp 
that balances Incandescent and Fluorescent Light Sources! 
Trombolite sells on sight. .. be } 


Tromb te! The exclusiv 


DN amplex corp., Dept. EW-5, Carle Place, N. Y 
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° BUILD AND ELE LY EQUIP 
PROBLEM: 4 A 14-BLDG., 20-ACRE PLANT 


page 


New Plainfield, Ii. 

Piant of Hazel-Atlas Glass 
(Div. of Continental Can Co.) 
Electrical Contractor: 
Thomas Reed & Son, Joliet 
Electrical Distributor: 
Englewood Elec. Supply, Chicago 


Specify Ptc PRECISION Troushormers! 


Meeting and exceeding NEMA requirements and backed by the Industry's only 5 YEAR GUARANTEE 


PTC monufactures a complete line of air-cooled and liquid-filled transformers for every power distri- 


bution need 
Here's Why ~ National Recognition of Quality 
Leading ; BACKED BY 5 Year Guarantee 
Electrical Wholesalers Fast, Efficient Factory Service 
STOCK, ; Competitive Prices 
SUGGEST and Simple Stocking Plan 
SELL PRECISION 5 Complete Line 


White Today _ PRECISION 
for complete im | TRANSFORMER CORP. 


Catalog and Dota Sheets ~ 2218 W. Lake St. © Chicago 12, Il 


vw SAFEWA 


AUTOMAT/C POWER wee EE] i 


‘jJ0b-rated” for 
better handling 
of power cables 
everywhere in 
industry 


JIA 
that have 
A, | fo) /r\ : 
@4 1565/4) | 
Engineered to Save You Money and 
handle all power cable requirements 
BETTER. “Job-rated” so you buy no more 
reel than your job requires. Maximum 
flexibility and quality is built into each 
reel to provide the greatest use at the 
lowest cost 
SAFEWAY power cab] ls are built fox 
Stretch Recovery il and Drag 
applications in the four basic sizes and 
custom built to larger sizes 


fo) according to specifications 


= WRITE TODAY ... for the brochure “that 
tells all” about Power Cable Reels 
and complete specification sheets 


et 
DANIEL WOODHEAD COMPANY 


Dept 102 ] N Jetterson St Ct 


200 


Survey Reports Utilities 
Buying Plans for 
Electrical Items 


A survey just completed by a na 
tional publication reveals that recent 
purchases of, and future buying plans 
for, electrical items by major power! 


companies are as follows 


Plan- Consid 
Recent ning. ering 
Pur to Pur- Pur 


Equipment chases chase chase 


Air conditioning 
Background music 
service 
Cleaning equip 
ment 
Heating equip 
ment 
Intercom Systems 
Lighting Equip 
ment 
Ventilating 
tems 
Electronic 
cessing 
Postage 
Punct Cal 
ment 
Electric 


rite! 


industrial Sales 
Surveyed 
NEW YORK Industrial distribu 


tors are optimistic for 1959 as sales 
for their equipment and supplies in 
crease, after a drop of 15.5 per cent 
in 1958, according to the 13th annual 
survey of distributor operations con 
ducted by Industrial Distribution. 
McGraw-Hill publication 

According to the = surve inven 
tories at January 1, 1959, were 2.4¢ 
below those on the same date last 
vear. Cost of goods sold in ; 
reported to have decr 
However, the gross margis 


McGraw-Hill publication 


Regional Sales 

Of the nine census regions sur 
veved by the magazin five showed 
sales losses in excess of the national 
average of 15 percent. New England 
and West South Central distributors 
had the largest losses of »(2).2 and 
>] >¢ respectively 

The largest sales Crease Was Tre 
ported by a Lousiana. distributor 
+ the large ‘ yal 162° 
by a Wyoming 

Percentage of sales drop in other 
regions were Middle Atlantic, 19.5 
South Atlantic 10.6; East North 
Central, 17.5; Mountain, 9.5. and 
Pacific, 11.5 

On the whole, distributors surveyed 


were looking for an upturn this year 
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200 footcandles with 


Now offer your customers LPI’s Power-Lux 
luminaire engineered for high-intensity 


illumination and comfortable brightness 


The new Power-Lux luminaire meets demands for higher 
illumination in ind commercial build 
ings, opens up new sales opportunities for you. Just in 
troduced by Lighting Products Inc., the unit is specifi 
cally designed for new, improved Power Groove lamps 
Engineering features, including 
louvres, provide high efficiency and excellent diffusion 


levels of stores 


exclusive pal ibolic 


One economical Power-Lux with four Power Groove 
lamps does the lighting job of three conventional fixtures 
with slimline lamps. Now you can offer your customers 
important savings in the cost of delivered light and in 


the cost ol lighting installations. 
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POWER-LUX 


Power Groove lamps 


Power-Lux 
is well as for rai 
cial buildings 
luminaire 


dramatt 


? 
I 


wide ind in two 
are offered in four and eigh ot length 


information 


ec 


For complet 


write for Power-Lux Bulletin 


Lighting Products Ir 


FLUORESCENT 
LIGHTING 








help you sell eh 


FEEDRAIL Trolley Busways 


Active distributor support is an important 
phase of the FEEDRAIL sales program. 
This support extends far beyond the lim 
its of national industrial and trade pub- 
lication advertising 

FEEDRAIL backs up its distributors with 
a continual flow of selling tips showing 
how FEEDRAIL 


plant operations safer, faster, more eco 


trolley busways make 


nomical with a comprehensive direct 


mail program directed to manufacturers 


with cate ing aids — shows and ex 


D4-2 


hibits — and with competent engineering 
assistance where needed. 

It is active, market-wise promotion like 
this that has built, and continues to 
build, acceptance for FEEDRAIL. It has 
made FEEDRAIL the ‘‘buy-word”’ for trol 
ley busway electrification of cranes and 
hoists, moving test lines, production and 
assembly lines and portable tools 

Your nearest Feedrail representative is 
ready to serve you. For other details 
write us. Attention Dept. W-5 


FEEDRAIL CORPORATION 


Subsidiary of Ru 


125 BARCLAY STREET © 


srpecracer 


| 


@uattrteo 











REPRESS EMTATIEVES is 


sell & Stoll Company 
NEW YORK 7.N_Y 


PRincrPrPart cirecs 


J U.S. Approved Apartment House 


MAIL BOXES 


With exclusive, 


full-opening, Life-size doors. 








Doors open full length permitting 


removal of even the largest magazines without tearing 


Several finishes, including brass and stainless steel 


if required. Write for full details 


Equipped with push buttons 


Auth Electric Co., Inc. 


Dept. [jJ— LONG ISLAND CITY 1, NEW YORK 


NEW LITERATURE 





Wiring Device—Pocket size wiring 
device catalog 


Mfg. Co., Inc 


Y. Covers 3 wire “U” devices 


issued by Eagle Elec 
Long Island City, N 
ground 
ing devices interchange devices 


switches receptacles, oOmbination 
devices, wall plates range and dryer 
receptacles locking devices 

" 


irmored caps and 


Tuses 
sockets connectors 

Industrial Lighting—-A new 16 page 
booklet on 
ilable from Day 
I ixture COosT 


industrial lighting Is av 
Brite Lighting Inc 
comparisons cost ol 
lighting per square foot, and other in 
stallation photos llustrated 
Lighting Fixtures 
Electric Co 

issued bull 

V-51” 

lighting 

tion and dil 

ind 


()-1 
} 


Condulets 
rOSive Lo 
sixteen | 
Hinds Co 
rOSIONn-TeSI!I 
of metals 
with charts 


each Bull 


Switch Devices 
divisioi f M 
Regulator 
publicatior 
67. titled 


ind Pust 


‘ 


Insulating “laterials 
ulletin, GET-2929 


Electrical 


Twelve 


SALES AIDS 


Smithcraft Lighting div., A. L. 
Iron Co., Chelsea, Mass. \¢ 


! : 
ipie |} i N oOo! to 


Smith 


ing effi 
handy 
Owners to 
ind sec 
Incorporatit 
Lightester 


users to n 


Westinghouse Electric Corp., Bloom 
held, NJ Flash b ounter mer 
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the only complete line 


We're proud that of conduit hangers 


TH ESF Conduit Clamps | Conduit Hanger | Conduit Clamps 


and 





all others of Conduit Hangers | Universal Support Beam Clamps 


STEEL CITY =, i 


are distributed 
by most members 


Concrete Insert | Hanger Rods 


of 


N.ALED. 


and other 
qualified 


There's a Steel City conduit hanger for 
every installation problem. They'll save you 


electrical " time and money on that next contract 


Try them and see! 


distributors too Cit FL EEN 


for additional types write for CH-1 illustrated price bulletin 


a product of 


STEEL CiTy ELECTRIC COMPANY 


PITTSBURGH 33, PENNSYLVANIA 
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All the installation speed of Flexible Conduit 
--- All the protection of Rigid Conduit... with 


LI QUA WS 


-_ Extruded Polyvinyl Jacket Molded 
to Galvanized Flexible Conduit 








Complete protection against any and all 
contamination impervious to water, oils, 
chemicals, corrosive atmospheres. Installed 
in minutes. No more “‘down-time’’ due to 
wiring shorts or burn-outs, no more periodic 


wiring replacements. 


TYPE LT—JIC Approved 
TYPE LA—Underwriters’ Approved 


Write for free sample, 


costs and discounts. 


P. O. BOX 128-A @ ROSELLE, ILLINOIS 








PLIERS 











No. 62CG illustrated 


Transverse Cutter 


CUSHION GRIP / 


dipped 


Plier handles have 

plastic coating permanent, comfortable. 
Heads polished and buffed to a ‘mirror finish”. 
All pliers available .. . add “CG” after the number 


for cushion grip 


Gives pliers a "Feel" that inspites Craftsmanship! 


more Salk D> « 


Sell Xcelite Tools... 


>» @ od 5 BO ey his 
ORCHARD PARK, NEW YORK 
Canada: Charles W. Pointon, Ltd., Toronto 





PREFERRED BY THE EXPERTS 





chandiser available to build additional 
flash bulb sales volume maker says. 
Merchandiser holds 144-M2 flash 
bulbs or the same number of the new 
M25 zirconium bulbs. New merchan 
diser package consists of a breakaway 
chipboard box having two 6-lamp 
compartments. It can be broken apart 
at the perforations, forming 2 pocket- 


sized packages 


General Electric Co., Providence, R 
I., now has available its new adjust- 
able night light packed 5 on a 11- x 
14-in merchandiser card. The card 
displays 3 pink and 2 blue lights and 


is said to be sturdily easeled 


NEW PRODUCTS YOU CAN USE 





Lift Stand 
Hykon Mfg. Co., Alliance, Ohio 


Heavy loaded cable reels are said to 
be easily raised and positioned with 
portable, one-man-lift-stand Uses 
conduit to extend lifting leverage, 
permits workman to lift 1,152-Ibs 
Takes reels with broken flanges . 
needs no jack. Handles up to 48-in 
diameter reels. Weatherproof. 


Wire Reel 


LaRaus Vi Oo , Le Roy 
VN.) 
New portable wire reel called “Kink 
free,” pulls coiled wires straight and 
measures length of wire needed 
Wires, claims manufacturer, are not 


jammed in carton and are not twisted 


Ladder 
Lincoln Mfg 

Mich 

New lightweight aluminum ladder ts 

available in sizes and weights rang- 


Westminster 


ing from 4-ft extending 6-ft (13-lbs.), 
to 10-ft extends to 18-ft (weighs 29 
Ibs.). Maker says ladder may be used 
as stepladder, extension ladder, stair 
wav ladder, two individual ladders and 


scaffold base 


MORE NEW PRODUCTS 





Miniature heavy duty power relay, 
No. 26820, hermetically sealed, offers 
contacts rated at 25-amps at 115-v ac 
resistive loads. Relay will handle prac 
tically all major power applications 
with minimum of 100,000 operations 
at 25-amps, manufacturer says. Oper- 
ation is at 115-v ac nominal, double 
pole throw with standard operating 
power of 4-va. Can be externally 
wired for double-make or break oper 
ations. Dimensions are 144-1n by 1% 
in by 2'%e-in. high. @ Kurman 
Electric Co., Brooklyn, N. Y. 
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THE LAST WORD IN CIRCLINE FIXTURES 


Distinctively different, the new @SMEGA series, designed by Philite Radiant, Inc., 
is an expression of modern kitchen lighting. 


features 


* SLIM SILHOUETTE - HIGH LEVEL OF ILLUMINATION 
* NO GLARE - GRACEFUL DESIGN - VARIETY OF SIZES AND FINISHES 


Designed for the current low ceilings, @SM€EGA is also in demand for use in 
bathrooms, playrooms, dens as well as various commercial applications. 





IN: White, Brushed Aluminum, Satin Brass and special colors upon request. 


CATALOG # DIAMETER WATTAGE 


\ i 
(15-14 14 in 22W 
/ = \\I/Z (15-18 18 in 32/22 W 
m— «s.r 21 in 40/32 W 


RADIANT (13-25 23 in 40/32 W 


ZAIN (15-25 FL (with flange) 25 in 40/32 W 


32-02 QUEENS BOULEVARD, LONG ISLAND CITY 1, NEW YORK. 
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NAED MEMBERS 
Visit Booth 425-26 and 


our Hospitality Suite at Con- A \\] 
rad Hilton Hotel during NAED E 
ie 


Convention in Chicago — 


May 24th - 27th and find Se, 


how the... 


2 Wire CRA KET i e 


diversified line of 


lighting equipment - 
can be of | 
oF. 
== 


benefit to 





your future 
sales... with 


¢ Quality 
e Service 
e Range of design 


America’s most complete line of quality lighting 





» SP 6s WD >T ed - 9. B is & 


a me Fr. A. SF or. c Oo R P 


General Offices: 100 Dayton Ave @ Passaic N J 
Showrooms: 8 East 36th Street @ New York 16 N Y 


West Coast: 545 Rodier Drive @ Glendale 1 Calif 


SAFETY SWITCHES SERVICE EQUIPMENT 
That Meet the New NEMA Standards A Fusible Device for Every Need 


KNIFE BLADE INDUSTIAL DRYER —- RANGE — WATER HEATER 
FUSIBLE AND NOT FUSIBLE HEATING PANELS — AIR CONDITIONERS 











30 30 

To TO 

1200 200 
AMPERES AMPERES 

















SINGLE — 
2). x ayn fy DOUBLE POLE 


AND 
4” x 4a” SWITCHING 
6” x 6” NEUTRAL 
3” 4 8” 15 to 50 Amps. 
1 THERMAL 
MAGNETIC 
1 To S&S FOOT QUICK 


LENGTHS MAKE & BREAK 
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WIRING TROUGHS “*E-Z-RED”’ 

With Knockouts and Without CIRCUIT BREAKERS 

A COMPLETE LINE OF FITTINGS INTERCHANGEABLE 
NON-INTERCHANGEABLE 


VANUTANA Oe 


MFG CO.. INC 
COVINGTON. KENTUCKY 





Zinc coated threads on pipe couplings 
and overall coating of zinc bichro 
mate are two new features ol hot-dip 
galvanized rigid steel conduit. Coated 
threads prevent corrosion In raceway 
system and completely eliminate ox! 
dation of zinc protection on pipe, 
maker says. e@ Triangle Conduit & 
Cable Co., Inc., New Brunswick, 
N. J. 


New series of square incandescents 


for 2-, 3- and 4-lamp Interior applica 
tions introduced. “Open-top” design 
provides glare-tree lighting maker 
savs. Perforated metal sides and ran 


dom dot pattern filters light. e Mark- 
stone Mfg. Co., Chicago, UL 


Extension switch set gives convenient 
remote control of lam] ind appli 
ances up to 15-ft. maker says. Ap 
pliance control called—‘Step-Saver” 

features special ttachment cap 
with built-in single outlet. Outlet ts 
controlled by pendant switch at op 


posite end of cord. Switch end of cord 
can be ictivated from any control 
point. maker states. e General Elec- 
tric Co., Wiring Device Dept., Provi- 
dence, R. I. 


Luminaire is designed ft comme! 
cial application of Power Groove 
lamps. Called Power-Lux,’ it 1s 
designed to distribute high-intensity 
output of lamnps. Luminaires achieve 
controlled brightness through use of 
parabol C louvers | mp models 
12-in wide. and 4-lamp models. 36-in 
vide ite itl b] in } ind S-ft 


lengths. e Lighting Products Inc.. 
Highland Park, Tl. 


Clamps available witt ght-dipped 
or cadmium-plated heat-treated alu 
minum-alloy bodies, and No. 2 or 
2/0 solid aluminum or copper bails 
Furnished with hexnuts or eve nuts 


Contact groove filled vith z.in 100 
contact aid. ¢ lamp holds itself, bolts 
loose, on the line with snap-on ac 
tion, manufacturer says. e A, B. 


Chance Co., Centralia, Missouri. 


Model No. BM-51 '2-in offset in- 


denter connector eliminates one bend 
and directs wires into box at an angle 
maker says. Angle aims wires over 
box edge and permits straight line pull 
that minimizes binding ind wire 
scraping t box edge ind = fitting 


throat. e Briegel Method Tool Co.. 
Galva, Tl. 


Industrial warning light has 360-deg 


range. Powered by a 115/120-V syn 
chronous motor that rotates alumir 
ized optical parabolic mirror around 
1 standard 100-W light source. Casts 


60 flashes a minute. e Trippe Mfg. 
Co., Chicago, Ill 
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Economical line of approved dust- 
tight fixtures, series “Flav”, for Class 
Il, Group E, F and G has been intro- 
duced. Line includes 100-, 150-, and 
200-w sizes, with Y2-, and %4-in con 
duit openings. e Killark Electric Mfg. 
Co., St. Louis, Mo. 


HEVI-DUTY SINGLE AND 
THREE-PHASE INSULATING 
TRANSFORMERS ARE... 


QUIET — Cores and coils are designed 
2 to provide low decibel ratings 

“Climatized” vertical hollow — shaft 
motors in ratings of I- to 30-hp. De 


COOL — Have highly efficient chimney- 
type ventilation system providing ample 
reserve capacity for periodic overload 
conditions. 


bd | 


gn oflers greater compactness [01 





space savings and handling ease, 
maker says. Motor has oil-metering 


system, sealed bearing chambers and A typical single-phase Trans 
é é gE ase é 


Alnico” magnet drain plugs Ninety former fo . 1 lie . 
agi g } . r power and lighting ae 
deg turns in air flow system prevent loads. Sizes from .050 to 1000 CONVENIENT — Top cover is removable 


entrance of rain and snow. e The KVA for easy access to wiring compartment. 


Louis Allis Co., Milwaukee, Wis. 

















‘ 
DURABLE — Rigidly blocked coils are 
Single portable current tap can op impregnated with special varnish to in- 
erate 3 separate sets of electrical ap sure long trouble-free operation in a wide 
J paratus at same time, maker claims variety of environments 
Called explosion proof, tap has 
branch receptacles, each employing Plan to visit our booth. No. 413 at the 
dead-end principle to isolate exposed 5ist Annual Convention of the N.A.E.D 
contacts from live inner contacts 
e Appleton Electric Co., Chicago 13, 
til. HEVI-DUTY ELECTRIC co. 
New line of shallow-depth distribu- 
tion switchboards—|4-in deep—can HEVIEeBUFLY 
be used with interchangeable distribu Insulating Transformer for ' 
tion and control units of modular three-phase operation, 480 volt ° ° 
construction, maker says. Rated up t primary; 120/208 volt second i 
O00 ee “eS have : rall ary, 60 cycles. Sizes from 6 MILWAUKEE 1, WISCONSIN 
amps they lave an overall to 2000 KVA 
height of 90%-in. @ Federal Pacific 
Electric Co., Newark, N. J. 
’ 
‘ N 


With the NEW & 
1902 Bolt Cutter ~S 
Everyone Wants! 6. 


e This new display makes it easy for f:. 
you to sell popular LYNN “C” PAKS we / a 3 
(100 terminals to the pak). Special 5) > 
mass — 


electrical assortment gives you all 2 








IN STOCK , : Cuts bolts and machine screws, 
” t0 6” sizese 3 ft. lengths att et fast-selling numbers at a cuts and strips wire 
Rite Ohad ' me 4 real profit! crimps terminals! 
k ectro-galvanized ws ee” ¥ 
432 ¢%. FREE SAMPLE CARD —Terminal display card mailed promptly 
~7 a without charge if requested on your letterhead 





) VACO PRODUCTS CO., 317 E. Ontario St., Chicago 11, Ill. 


In Canada: Atlas Radio Corp., Toronto 19 


Conpouit Nipece Mec. co. 





1455 SPRING GARDEN AVE PITTSBURGH 12, PA 
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ay 
Os ll ff 


River Grove, Ill 


Tel. (Chicago) NAtiona 


CONCEIVABLE 





You 
Are 
Invited 


TO VISIT OUR 
Hospitality 
Suite 


At the Conrad Hilton 


N. A. E. 


SHOW 


Coleman Cable & Wire Co. 
l 


08 N. River Rd 
(A Suburb of Chicage 


D. 


WORLDS LARGEST DEALER IN NEARLY EVERY 
TYPE OF WIRE AND CABLE! ! ! 














ADJUSTABLE 


BAR HANGER 


to “snap-on” any 
type outlet box 


CONDUIT BEAM 
CLAMP 
with swivel base 
5 _ Made of ductile 
Prot No 
No. 2 


1 Vo 


me” .2 


V/ 
1% 


208 








won 


stronger than mallea 








ble iron 


1%, 


conduit 


CATALOG ON REQUEST 


ee yO 1)'4 


MANUFACTURING CO. 
Bridgeport 5, Conn. 





New line of 30 and 50-amp, 250-y 
heavy-duty grounding receptacles for 
use in homes, offices and plants. Bake- 
lite construction, fits galvanized boxes 
4'\46-in square, not less than 2%-in 
deep. Available with 4-wire rubber 
cord sets in 3-, 4-, and 6-ft lengths 
UL listed. ¢ Arrow-Hart & Hegeman 


Electric Co., Hartford, Conn. 


New rain-tight wiring gutters suitable 
for protection 
from elements, according to maker. 


applications requiring 
Gutters feature welded-on tops with 
deep overhanging Available 
in 4-in by 4-in and 6-in by 6-in sizes in 
l-ft through 6-ft lengths. e Keystone 
Manufacturing Co., Warren, Mich. 


flanges 


New volt-amp tester measures cul 
shutdowns oO! 
maker 
Accuracy of both voltage and current 


rent instantly without 


ammeter connections, Says 


reading ts said to be plus or minus 3 


of tull scale. Available in 25-, 50-, or 
100-amps full scale in either 125/250- 
v or 150/600-y. @¢ Amprobe div., 


Pyramid Instrument Corp., Lynbrook, 
N. ¥ 


New clutches permit reductions in 
size Of machine tool transmissions by 
providing more torque increase, man 
ufacturer Features flux 
path through hardened steel lamina- 
trons for 
a Sta 
EC-S, 
ratings 


Says closed 


sald to eliminate need 


and use of 
field. Series, 
includes 5 sizes with torque 
from 14- through 290-lb/ ft 


adjusting all 


gaps 


tionary Magnetic 


Circuit Breaker Co., Philadelphia, 
Penna. 
All metal heating element = enclosed 


against shock, moisture and breakage, 
states producer. Support stand allows 
and 
swivels to form wall or ceiling mount 
bracket, maker Type CHI 
available with manual control, type 
CHT with built-in full range thermo- 
Stat. e Edwin L. Wiegand Co., Pitts- 
burgh, Pa. 


directing of heat up or down 


ing 


Savs 





WHOLESALERS WANTED FOR 
HIMCO FIBERGLASS LADDERS 


Light weight 
tively priced fiberglass ladders. Available 


non-conductive, competi 


Four to one 
U.S. Standard 


Please write for 


in lengths up to 40 feet 
safety factor based on 
of ladders 


information to 


complete 


HOPFELD INDUSTRIAL 
MANUFACTURING COMPANY, 


738 ‘A’ Street, P.0. Box 54 
San Rafael, California 

















for right—tight connections 


tapping, careful chamfering 
and rigid inspection combine to give 
users completely satisfactory installa- 
tions. Conduit Couplings are hot-dipped 
galvanized or black enameled . . . are 
available in all sizes from '2" to 6”. Sizes 
1,” to 2” are conveniently packaged at 
no extra cost. Shipped promptly from 
factory or from one of ten strategically 
located warehouses 


CONDUIT PIPE PRODUCTS CO., 


Accurate 





SOLD ONLY THROUGH WHOLESALERS 






Pat. No. 
2632356 


NO BEND e NO SQUASH 

A MUST for Electrical Men 
MAKE YOUR PURCHASE OF STAPLES FROM THE 
ORIGINATORS. AND NO INFRINGEMENTS ON 


ANYONE'S PATENT. THE GREATEST IMPROVE 
MENT FOR THE BEST STAPLE IN 30 YEARS 
FREE SAMPLES ON REQUEST 
@ Sold by Leading Electrical Wholesalers— 


THIEL TOOL & ENGINEERING (CO., INC. 
1417 N. Market St. @ St. Louis 6, Mo. 
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CORRECTION 


On page 82 of the April issue, a chart 
titled, “Typical P&E-ISCO operating 
company profit sharing plan *; 
states “a profit of $32,400 might be 
realized on an inventory of $200,000.” 
The inventory should have read 
“$100,000.” Below, in parentheses, 
“10°” of inventory should have read 
“20°.” Though the errors are obvi- 
ous because $32,400 is normal profit 
on $100,000, we are printing a cor- 
rection for those who may 
have wondered but not written us. 


readers 





Emergency Kit for liquid-tight wiring 


needs, contains various parts to com 
plete wiring job. Kit, called JIC-100 
includes: 5 JIC-B (blank) boxes, 5 
HIC-C (blank) covers, 10 HUB-SO 
( in) hubs, and 10 HUB-75 (44-in) 
hubs. e Appleton Electric Co., Chi- 
cago 13, Ul. 

Electrodes now available in “ceramic 
collar” type CZ-X 15, maker says 
Ceramic collar has non-sputter feature 
according to manufacturer, and 1s also 
available in tubulated styles. e Supro 
Lux Mfg. Co., Inc., New York 51, 
N.Y. 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


¢ Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus- 
trated 


Made of indestructible spring steel 
wire Nothing to break, get out of 
order or replace. Will last indefinitely 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed 
Nothing to unlock, fuss with or lock, 
when changing lamps 

GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en 
abling maintenance man to change 
lamp in 10 seconds! 


Available for 40 
fluorescent lamps 


watt and 100 watt 


GETS-A-LITE Company, Dept. EW-59 
3865 N. Milwaukee Ave., Chicago 41, II! 
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ae . y 
pos” [TIN S 


E new lighted 


é 


SOLID BRASS 
TOTALLY ENCLOSED 


DISPLAY DEAL NO. 11 dramatically 
introduces ‘the new lighted ‘‘mite,”’ 
with FREE transformer ready to plug 
in and light up for demonstration 
includes stock tray and 10 pieces 
assorted backup stock 

Total List Price $14.10 


The standard 3” 


mite 
for 
ringing 
hells 


and 
chimes 


‘e 


gs 
electric 


push 
button 


flush, midget push button engineered 


with a miniature electric bulb that stays lit for years, Re- 
places all push buttons of this type, with or without plates 


LIST PRICES 


NO SPECIAL WIRING REQUIRED 
No. 455 6-16 volt 
No. 456 24 volt 
POLISHED BRASS OR CHROMIUM FINISH 


$1.25 
$1.60 


Write for Full Color Brochure 


Trine Manufacturing Corporation, 1430 Ferris Place, New York 61, . ¥. 





JACKSON 


REFLECTORS 


Sold Only Thru 
W holesalers 
Complete line 
f Industrial 
Rural 

Garden and 
Outdoor Light 
ing 


1026.” 


Farm 


Send for 
CATALOG X59 


1214 . 





Manufactur f 





1314 






No. 8972 
8974 8976 


pr . . Porcelain Enameled Yardlight 


ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Il. 





erence 


$$ 


- ; 
Elbows / 


90° and 45 


tl De 


cee eel ry ¥ 






have smooth, 
work-speeding 


raceways 


CONDUIT PIPE PRODUCTS CO., 
‘ COLUMBUS, OHIO 


SOLD ONLY THROUGH WHOLESALERS 
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LIFT Big Reels 
Easier, SAFER 


with the 
HYKON 
REELIFT 









One man 
easily lifts 
1,000 Ib. reel 


Two men can set up a heavy f 1,000 ft. 500,000 
CMC in less tha minutes—ready to pull cable fast 
Reel revolves freely, yet is safe itty mounted 
Compare costs—reel indling with a Reelift cost 
less than any other method. Raise y size reel uf 
t 18 in diameter 


NEW FREE CATALOG. Write f y tod 


HYKON MFG. (CO 
Box 923, Mt. Union 
Alliance, Ohio 





New type of steel nail strap for '2-in 
rigid or cables to .840 has been in- 
troduced Also available are 
push-pull polyethylene tab caps, in 
sizes from '2-1n to 2-1ins, for tempor- 
ary protective conduits 
and to plug insulated bushings, maker 
says. e Gedney Electric Co., New 
York 20, N.Y. 


plastic 


closing of 


Armor-Rod Wrench and series of dies 
now available for applying armor rods 
guard to conductors ranging 
in size from .162-in (No. 6 solid cop- 
642-in (266,800 ACSR) in 
Wrenches made of strong, 
aluminum alloys; dies, of 


A. B. Chance Co., Cen- 


and line 


per) to 
diameter 
lightweight 
bronze. e 
tralia, Mo. 


Flush 


single 


Boxes available in 


five-gang styles, with 


Switch 
through 
mounting lugs, maker says. Full range 
ot hub 


arrangements and = conduit 


sizes ure also said to be available Type 
FS and FD”, made of cast aluminum 
e Killark Electric Mifg. Co., St. Louis, 


Mo. 


Electrician's Knockout Punch quick!s 
and easily cuts double-D shape holes 
for electrical receptacles, maker says 
No. 734-D punch cuts standard holes 
l's-in diameter across parallel sides 
across rounded 


Rockford, 


and |4s-in diameter 
ends. e Greenlee Tool Co., 








MINERALLAC 


BEAM 
CLAMPS 


MOUNTING 
HANGERS 
ON I-BEAMS 


Mounts Minerallac hangers No. 0 to No. 6 on |-Beams 
safely without necessity of drilling holus. Made of 
heavy gouge zinc plated steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have ‘4-20 tapped holes— 
will fit beam flanges up to 4 inch thick. Furnished 
with case-hardened set screw. Low cost. 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, lil. 


MINERALLAC 








We stock 
every conceivable 


type and size of 


ELECTRICAL WIRE 
and CABLE 


IMMEDIATE DELIVERY 
WRITE + WIRE + PHONE 


4 
a | 


ae pn ee Sera 


EASTERN ELECTRIC 


Sales Company 
3000 W. Columbia Ave. 
Phila. 21, Pa. 


POplar 9-0400 
TELETYPE: PH 913 











Catalogue 
No. 66 


of INDUSTRIAL 

Localized Lighting. 
Pick up your free copy and see 
at NAED conv. Booth 


or write 


sample 


+611, 








Exclusive 


“ AJUSCO-LOC” 2 | 
Socket 


The complete line of AJUSCO Elec 
trical Fixtures can solve any of your 


problems of localized lighting. 


Adjustable 
Geprxune CO. 


102-104 E. Mason St Milwaukee 2, Wis 








he YEAS 


* to the 
ELECTRICAL 
INDUSTRY 


RELIANCE has designed and manu 
factured precision time switches for 
half a century. Producing a quality 
line has been foremost in the minds 


f the folks at RELIANCE. 






Anniversary 

1909 - 1959 
4 

N SHrine cy, 


ta tares # 





A complete line 


of automatic 
time switches 
for practically 
every installa 
tion. You know 


it's quality if 
it's RELIANCE 


20 to 5 amp 





single and 
doubte pole 
switches One 
or two circuits 
available on 
many models 
Indoor and out 


door types 


Listed by U.L 


Sold Through Wholesalers 


RELIANCE AUTOMATIC 


LIGHTING COMPANY 


1907 Mead St. ° Racine, Wis. 




















210 





ELECTRICAL WHOLESALING—May, 1959 





eee 
4 








> 


| » | 


KY Wire Pulling Lubricant 
7 b _~ 


Only Y-ER EAS has all these features 


@ Creamy, non-corrosive lu- 
Write f bricant. Never greasy or 
rife for 
descriptive messy. 
booklet @ Prevents sticking or set- 


ting. Specially helpful on 
saddles and turns. 

Does not run back on 
cables. 

Never harmful to hands 
or clothing. 

Permanently non-harmful 









to cables or conduit 













id of 
Lead, Rubber, Brai 
Synthetic Covered Cables si 






AT ALL LEADING ELECTRICAL SUPPLY HOUSES 


= Gf epg my 
=! ELECTRO COMPOUND CO. B 


4153 W. 150th Street © Cleveland 35 Ohio 4 








Stringer Safety Equipment 


Our 15th year serving 
The Electrical Industry 











Sold through the Electrical Wholesaler— 
Attractive discounts — The finest and 
safest you can buy. Write for new 


catalogue No. 15. 


UTILITIES SAFETY 
SUPPLY CO., Inc. 


Lee’s Summit, Missouri 
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New line of foil-wound coils offers 
greater application flexibility than con 
ventional wire wound coils; wafer con 
struction enables coils to be used in 
multiples, maker says. Tube appen 
ages and RF-connectors can pass di 
rectly through windings of wafer coil, 
manufacturer claims. e Sylvania Light- 
ing Products, div., Sylvania Electric 
Products Inc., New York, N.Y. 


Cord-Take Up Reel makes lamp and 
extension cords fully adjustabie, ac 
cording to maker. Designed tor No. 18 
rubber or plastic parallel 
cords, reel is attached or 
without cutting cord, maker says. Flat 
plastic reel is 4-in in diameter. e Gen- 
eral Electric Company, Wiring Device 
Dept., Providence 7, R. I. 


electric 


removed 


Compound Leverage Wrench doubles 
that of 
wrenches and offers added advantage 
Avail 
2-in to 8-in pipe 


regular, equal jaw-size pipe 


of shorter handle, maker says 
able in 4 sizes for 
e Ridge Tool Co., Elyria, Ohio. 


Female Cord Connector 
in colors of gray, brown, ivory, and 
black to match No. 240 male cap 
Blade 
give positive contact to male cap 
maker says. e Sta-Tite Mfg. Co., Kan- 
sas City, Mo. 


Body now 


design and adjustable tension 


You'll be happy 
selling 


KNOPP 


Voltage Testers 





with the’ \\\\ 
Patented Prod-Mount 


@ More user-value at Less Cost— 
means more turnover for you at geod 
profit margins 
e@ Five Safety Features— 
Knopp Voltage Testers sell themselves 
@ Rugged, Relicble— 
bui goodwill and repeat sales fer you 
Tell if circuit is open or closed; megnitude 
of voltage between 110 and 606 a-c or d-<, 
pure or rectified; 25 or 60 cycles. 
Two models. Free Saies Aids 
Write today for full detalis. 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc. 





Dept. A-12 1307 66th St., Oakland 8, Calif 
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BRAND 


SIZES OF SPECIAL 
LARGE RADIUS 


~~) 90° ELBOW 
UL 





mUUUY 


sd 








COLUMBUS 





OHIO 








designed this product 


you can sell it 
PROFITABLY! 


See it — ask about it! 


a a) 4 NG SIGN 
and SIGNAL 


Corporation 
8727 S. State St., Chicago 19, Ill. 
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MOST COMPLETE LINE FOR BOTH INDUSTRY AND THE HOME! 


FOR INDUSTRY: Drop Light Reels = Multiple-Outlet 
Reels »# Do-It-Yourself Reels # Electric and Cable Bal 
ance Reels # Static Discharge Reels # Job Light Reels 
Display Lite Reels # Drop Cord Sets # FOR THE HOME: 


I 
Handy-Lite Reels # Multiple-Outlet Reels » Drop Cord 


Sets » Shop Light Handles and Gua 

A higher profit, greater turnover line. Unequalled 
guarantee and service. Immediate, economical de 
| > D 

livery fr learby warehou Productive merch 
dising and advertising. All products are Underwriters 








Exit lighting fixtures are all-alumi- 
num, and surface mounting. Avail- 
able in 6-in letters. Maker says can 
be used for either incandescent o1 
fluorescent lighting; bracket or pend- 
ant mounting; glow-in-dark _ glass, 
shock-resisting glass and _ stencilled 
metal fronts. e The Kirlin Company, 
Detroit, Michigan. 


Improved ballast is in single container 
for (2) 96” or (2) 72” SHO, VHO o1 
“Powergroove” lamps. Ballast has 
sine wave shape with 1.4 crest factor 
that reportedly assures 100% light 
output. e Advance Transformer Co., 
Chicago, Ill. 


New cable blocks available in two 
types; No. 9712, furnished with socket 
connector for pole mounting, and No. 
9710, with screw type clamp for 
mounting directly on messenger, 
maker says. Both types are side open- 
ing with positive locking head. e Sher- 
man & Reilly, Inc., Chattanooga, Ten- 
nessee. 


Motor, model M-60, has die cast 
frame, and is available in voltages 
from 6 to 220. Incorporates reversing, 
dynamic breaking, and is available 
with ball or sleeve bearings Toler 
ances can be held close, maker says 
e Rae Motor Corporation, Racine, 
Wisc. 








g=> PRECISION 
UL) Engineered 
Ta Fittings 
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M. STEPHENS 


Mfg. Inc. Los Angeles 11 
814 E. 29th St. ADams 1-9147 
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Sidelights .. . 


New York, N. Y The National 
Electrical Manufacturers Association 
and the International Association of 
Electrical Inspectors have concluded 
extensive cooperative studies with 
agreement to sponsor jointly a pro- 


1959 National 
Electrical Code concerning the 


changeability of 


posed revision to the 
inter- 
circuit breakers 

As announced by the Molded Case 
Breaker Section of NEMA, the pro 
posed revision will require that circuit 
breakers be non-interchangeable in 
equipments rated within the range of 
0-250 volts, and not more than 
100 amperes. Such breakers are used 
for lighting and appliance branch cit 
cuits and residential and other oc 
cupancies. Exceptions to the revision 
breakers 
under conditions of 


a-c, 


are circuit which operate 
maintenance and 
supervision which assure that overcur 
rent protective and branch 
circuit wiring maintained at 


proper rating 


devices 


will be 





Recent report for inside, outside sales- 
man: 200-ft., 
conduit, 


3-in aluminum 
installed in 8-hrs by 
vear-old men, who were able to install 
only 60-ft. of same steel conduit 
in 8-hrs 


FLUX 


for 
SODERING 
BRAZING 
WELDING 


rigid 
two 60- 


size 





L. B. ALLEN CO., INC. 


9301 W. BERENICE 
SCHILLER PARK, ILL 
(In Metropolitan Chicago) 


Wire ond Coble 


WHEN YOU WANT IT 


From Chicago you can get immediate delivery on 


I 


‘tos VCL Power Cable 








Which is one of the many constructions 
carried in our Chicago Warehouse Stock. 
Also all types of Power, Control, Lighting 
and Communication Cable 

Let us supply your wire requirements 


UNIVERSAL WIRE & CABLE CO. 
2915 N. Paulina Street 
Chicago 13, Illinois 
Stocks carried in Houston | 
and Los Angeles 
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SSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTED LINES WANTED 





POSITIONS WANTED 























Representatives wanted: Outlet and ct poms 
Inq ies f 








BUSINESS OPPORTUNITIES 
UNDISPLAYED RATES —— DISPLAYED 
$1.50 per line minimum 3 lines. To figure ad T rate for F is $ 50 per inch for 
vance payment count 5 average words ws a line appe ‘ r than «@ contract 
a t Su 
Box numbers , 31 line 4 
Position Wanted ads are \% the above rate 0 gis $ ts t 
Discount of 10% if f payment is made in ad An advertising inch le ‘“ ally 
a r4 r ve insertions © & page 
Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
P. O. Box 12, New York 36, N. Y. for June issue closing May 14th 
OPPORTUNITY meted egy 
REPRESENTATIVES WANTED 
$10,000 CALIBRE diack -Welcs  Gitiieains 2 ne 
the ow h es iowa Neb 
S ] R t ti aska, N. Dak 3. Dak Easterr 
aies aay arives Micsel sad Gootera 1 Eastern 
Leading quality lighting mfr has opening in Tenne Penr ar S é Now Jersey 
see territory. We need ilesman wi ’ e Ma | Delaware Wast t Dd. 
manage & help train our ustomer n ell & V 
merchandising. To get such a m we've € biishe . ‘ 
an open-end commission pla Your earning Aggre . w w 
limited only by your ability & wlIiingness to work ng, fo r k w e of w r+] 
You start with a liberal draw. You should be 21-3 1 ¢ wa ate W ‘ f itlet 
willing to travel & possibly relocate. We'd prefer ¢ rit : 44 
man with some basic field selling experience. | Write giving : 
terested? Send us a resume indicating b & ea 
ee eens he coe ieee a oe ee RW-1506 ELECTRICAL WHOLESALING 
783-B 300 West 43rd Street, New York 3¢ 520 N. Michigan Ave., Chicago 11, lil 
] Box No 
i tior ELECTRICAL LINES WANTED 
; FOR CALIFORNIA 
by an agogr ive and experienced sales repre 
sentative located in Los Angel Warehouse 
q Si t faciliti 


SELLING OPPORTUNITIES OFFERED 


Class. Adv. Div 


RA-9630 Electrical Wholesaling 
P.O. Box 12, N. Y. 36, N.Y 



































iplete i m inte € art 
nvited. RW-9470, Electrical WI _— ATTENTION MANUFACTURERS 
Sales representatives wanted by manufacturer Age “ 7 " ar wa sing 
of Wire ing Lubricant for the following f es ca . vera New 
territories N the Ca fT r a and Ne a la York and Me a A S * ( v tabl 
Arkansa M pI Northerr lllinoi and Lighting a EI S 
W iscor Minnesota, Iowa, Ne ska. RW-984 RA-1310 Electrical Wholesaling 
} ectrica Wt t Ali 
Class. Adv. Div P.O. Box 12, N.Y. 36, N.Y 
Electrical Supply hey ag» Are you planning aoa ai. ae 
a tri ‘ the Ws ( ‘ ——E 
fut e? Old he el - 
needs go for sale k. SW Aggressive Manufacturer's Representative 
eat W hx ove North Tex klol eeks additiona 
Salesmen, calling on electrical and lighting expe 
t ‘ ‘ t { ry V ¥ , Ref 
tiona r 1 a Te ‘ ‘ t 
of trade. SW 6, Electrical Wholesal RA-1198 & RICAL WHOLESALIN 
NM Ay ' | 
SELLING OPPORTUNITIES WANTED J 
Well established Manufacturers Agency cover- ie OS er eT Er Trea ay 
ing it W in, Indiana, desires ad MANUFACTURERS REPRESENTATIVE 
tional lines. Have five men. Large Warehous¢ : ; : seetige racy 
Full details on Request. RA-9768, Electrical New je . pins 
Wholesaling ¢ -” : 
Graduate Gnginest, 12 years sales experience, CONSIDERING AN ADDITIONAL 
electrical d me manag nt wants LINE OF EQUAL MERIT 
“0 invest money and time emai ex p Be Gury RA-1511 ELECTRICAL WHOLESALING 
ae oe oe Oe , Ele CLASS. ADV. DIV., P.O. 12, N.Y. 36, NY 
Your Inquiries to Advertiser NEW YORK CITY REPRESENTATIVE 
Will Have Special Value AVAILABLE FOR INTERVIEW IN CHICASO DURING 
N.A.E.D. CONVENTION N CHICAGO CAN PRODUCE 
for } the udve! er—a VOLUME SALES ON CONSTRUCTION MATERIALS. WRITE 
the publisher, if you mention thi RA-1507—ELECTRICAL WHOLESALING 
publication Advertisers value Class. Adv. Div., P.O. Box 12, New York 36, N. Y 
highly this evidence of the put 
cation you read. Satish iver 
i il On eR lee Bie at TWO GOODWILL WINNERS 
Bers ¢ — . I ; BLUE PRT MraluRre an) ene 
cure more advertiser anda more moprinted with y odvertising 
advertiser meal more for? e 
tion on more p1 t ( better Genson co. 
ervice more Value to YOU 
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WHY SLIPKNOT TAPES 
ARE SOLD ONLY 
THRU RECOGNIZED 
DISTRIBUTORS 


OVING goods costs money. Your full-func- 
tioning distributor keeps your costs down. With- 
out him, here’s what would happen: 

e To visit every contractor, dealer and industrial 
plant, we’d need at least 300 more salesmen. 
We'd also need ten times more office help, 
packers and shippers. 

Moreover, you'd never get the wonderful serv- 
ice you get now. Your distributor stocks plenty 
of Slipknot Tape, and gets it to you fast. 

To keep abreast of new products and market 
changes, you’d have to see hundreds of sales- 
men every month. 

Your repeat business is vitally important to 
your distributor and that’s why he stocks 
only the highest quality lines. 

You’d be charged for freight, too but if 
you're in a metropolitan free delivery zone, 
your distributor delivers to you without charge. 

Slipknot Electrical Tapes — Friction, Plastic, 

Rubber — are the best you can buy... and you 

buy best from your distributor. Neither of us 

could get along without him. 


Visit us at the NAED Convention, Chi agg 
Booth 421 and our suite at the . ae 


20 ft 


Conrad Hilton Hotel, May 24 thru 27 sas WIDE x 


~~ se" 


SUA WRG “VES s 


FRICTION TAPE 


60 FT, “% IN. 


PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 9¢ CANTON, MASSACHUSETTS 
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Electrical Protection goes MODERN 
with BUSS Fuses. . 
inthe MORTON SALT BUILDING Chicago, Ill. 


The beautiful new Morton Salt dual-element fuses were installed 
Building is located at 110 North Wacker their high interrupting capacity 
Drive just outside the Chicago Loop proven dependability 


Morton Salt Building 
switchgear 1-4 amp, |-2 
and 1-12 amp pressure switch, 
pletely equipped with BUSS Hi-Cap 
tuses ind for coordinated, depend 
Sl iene diel wisi: dlanbitoad With Fuses, Safe Protection able, trouble-free protection distributior 
protection was needed becaus th Remains Safe sess Fl ee iinet ' hiatal 
neers estimated the available ilt cu A fuse cannot stick or fail to operate wpiee rrr ilnt ats 
nov? might easilv reach when electrical trouble occurs l year 
vears or 2U0 years from now i fuse 
will provide the same, high degree of 


OOO ampere res { 
BUSS Hi-Cap fuses and FUSETRON protection as on the day it was installed 


BUSSMANN MFG. DIVISION, McGrow. Edis Jniversity at Jeffers tt 7M 


There’s a BUSS or FUSETRON fuse for every Electrical Need. 


When You Sell BUSS or FUSETRON 
uses You Sell The Safest. Most 
Modern and Most Dependable Protection 


Only fuses offer the safety and dependability re With Fuses Safe Protection Remains Safe 


quired for todays circuits Because of the eve! Dust fumes. corrosion or 


ave cannot increase a 
increasing transtormer and network capacities, powel fuse’s capacity oO! lengthen its blowing time The 
operation of a fuse is not dependent on latch triggess 
or other devices that are subject to the strain and jars 
of mechanical action 

Also the requirements for protective devices have \ fuse cannot stick or fail to operate when 
been changed to assure safe interruption of these high trical trouble occurs. One year, five years or twenty 


companies now consider it quite possible to have fault 


currents of 75.000 to 200.000 amperes 


elec 


fault currents years after installation a fuse will provide the same 
, high degree of protection as on the day it was installed 

Fuses, because of their high interrupting capacity ; 
Whenever you talk electrical protection to prospects 
and dependability, prove superior in meeting modern or customers, keep these basic facts in mind. It will 


protection requirements help you make profitable sales 


ANOTHER 

OUTSTANDING : 

DEVELOPMENT BUSSMANN MFG. DIVISION McG » Company St. Louis 
BY THE MAKERS OF 


BUSS FUSES INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 


7 z 





